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“Cyclone? O.K., we'll take it!’ 
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US'S CYCLON E ‘rets SARE? 
Hardware Products SO# 


Welded or Woven Lawn Fence - Screen Cloth + Hardware Cloth - Burner Baskets 
CYCLONE FENCE COMPANY, General Offices: Waukegan, Illinois 
Branches in principal cities 


Pacific Coast Division: Standard Fence Company, Oakland, California 
United States Steel Products Company, New York, Export Distributors 
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N 1919 COLUMBIAN pioneered this 

garage and household vise. Since 
then every major improvement has or- 
iginated with and been designed by 
COLUMBIAN, for example, COLUMBIAN 
was the first to add pipe jaws to this type 
of vise. At present, there are similar 
vises on the market, but as yet COLUM- 
BIAN Garage and Household VISES have 


when COLUMBIAN VISES were first 
manufactured. This strict adherence to 
COLUMBIAN QUALITY has been re- 
warded . . . over two million COLUMBIAN 
Garage and Household VISES are today 
in the hands of satisfied and enthusiastic 
users. 


When you stock COLUMBIAN Garage 
and Household VISES you have the 





never been duplicated — they have only 
been copied. 


COLUMBIAN has never sacrificed the 
high quality that first went into the well 
known COLUMBIAN VISE. Today, this 224 “service.” 

quality is guarded as carefully as it was Buy COLUMBIAN and you buy the best. 


COLUMBIAN HAS SET THE PACE 


CHECK THESE OUTSTANDING 
ADVANTAGES OF 


COLUMBIAN 
Garage and Household VISES 


Senuine and original. Made by the 
largest and most progressive vise manu- 
facturer in the world. Backed by a name 
that means “guarantee”, “dependability”, 





REMOVABLE HARDENED 
STEEL JAW FACES 
COLD ROLLEL N 
STEEL SCREW AN 
lal fA t> 


BACK yee Mme 1. Replaceable Steel Jaw Faces. 

- Interlocking Removable Pipe Jaws that 
hold rounds down to nothing in 
diameter. 

3. Swivel base with positive type lock nut. 

. Positive locking collar on main screw 
that will not slip. 

5. Hardened steel anvil cut-off tool. 

6. Extra large anvil face. 

7. Individually cartoned. 

8. Priced right and made to sell, by you, 

at a profit. 


COLUMBIAN VISES are sold exclusively 
through wholesalers. If your local jobber 
cannot supply you, write to us. 


THE COLUMBIAN VISE &MFG.CO. 
9017 Bessemer Avenue 
Cleveland Ohio 


“COLUMBIAN’”’ 
The Complete Line of VISES 


N 
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THE WORLD'S LARGEST MAKERS OF VISES 


COIUMBIAN VISES 


MARDWARE AGE 


Chestnut and 56th Sts., Philad-Iphia, Pa. Editorial cnd Ezecutive offices, 239 West 
(Printed in U. 8. A.) 








Hardware Age, puaitehed eorty other Thursday by Chilton Co. (Ine. ). Publication Office, 
39th St., New York, N. ¥. Bmtered as seound-c’ass matter Maren 24, 1933, at the Post Office at Philadelphia under the Act of March 3, 1879 


$1.00 per year. Single copies 15¢ each. Vol. 140, No. 8 





ILLIONS of 

readers will 
see this striking 
YALE advertisement 
in the November 6 
issue of The Satur- 
day Evening Post. 


STAMFORD, CONN., 
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RUBBERSET otters tnree poputar 


priced brushes for everyday home use! 







TAKE ALL-YEAR PROFITS ON 
THESE BIG VOLUME MODELS! 





GREAT DEAL of your paint brush profit comes 
from people who don’t paint for a living .. . from 
customers with painting and “touching up”’ jobs to do 
around their homes. They want good brushes at a mod- 
erate cost. And the genuine Rubberset Brushes shown 
will handle a large proportion of everyday paint jobs 
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—will fill most of the “handyman” painter’s needs. 
Notice that there’s a serviceable wall brush for any 
broad surface —a ‘“‘varnish”’ brush for smaller jobs and 
a sash tool for covering sash and trim. Each of these 
brushes is set with genuine Chinese bristles. Each has a 
comfortable handle and, of course, it’s set by the famous 
Rubberset Process so the bristles can’t come out. 
Stock up on these three timely brushes now. There’s 
still plenty of outdoor painting to be done before winter 
sets in. And indoor jobs will be plentiful all winter! 


Genuine 


RUBBERSET PAINT BRUSHES 


(TRADE MARK) 


Sell-on-Sight 


THE RUBBERSET COMPANY © ESTABLISHED 1873 
56 FERRY ST., NEWARK, N. J. © 37 SOUTH WABASH AVE., CHICAGO © 1534 SOUTH OLIVE ST., LOS ANGELES 
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: No other Screen Cloth 
gives you ALL these 
Sales Advantages 


Every dealer—every user—recog- _ 
nizes on sight the full value of © 
every:one of these important fea- 
tures.OPAL is a heavy zine-coated 
sereen cloth. LIBERTY is made 
of bronze—with a choice of bright 
or dark finishes. Both are quality 

‘ products—the kind of quality that 
means beauty, economy and long 

- life. Both have exclusive sales 

 features—the results of half a 

century of manufacturing experi- 
ence—features that insure repeat 









































 sdles. It will pay you to push 
these two brands of screen cloth. 


ome satiincaeis of Byisritt the flexible tnetll dies 
~ NEW YORK WIRE CLOTH COMPANY 





























“Mol Strond Patented Selvage with Brand Name Trade-Mark and Foot Ronde Pat.No. 2,027,778 
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f Lower-Price Nationals 


with 


Transaction 


Control 


Separate Totals 
for 
Cash Sales 
Charge Sales 


Received-on- 
Accounts 


Paid-Outs 





HERE, at a new low price, is a cash 
register with Four-Point Transaction 
Control through four totals. 


Here’s what it offers you: 

1. Separate accumulated totals of Cash, 
Charge, Received-on-Account, and Paid- 
Out transactions. 


2. A two-part cash register-printed receipt 
on all cash sales. 


3. Cash register-printed certification of both 
copies of charge and received-on-account 
sales slips. 


4. A two-part register-printed receipt on 
all paid-out transactions. 


5. A printed, unchangeable record of every 


“ational Cuh 


DAYTON, 
Typewriting-Bookkeeping Machines ° 
Analysis Machines . 
Accounting Machine Desks ° 


Cash Registers ° 
° Posting Machines . 
Check-Writing and Signing Machines ° 


transaction—locked inside the register, so 
you alone can get it. This record shows 
who handled each transaction, what type 
it was, and for how much money. 


6. And many other protective features that 
will save you money! 

At this new low price, you can’t 
afford to be without the FOUR-POINT 
CONTROL that this National System 
makes possible. See it at the National 
Cash Register showroom .. . ask for 
a demonstration ... get the price— 
lower than you’d think possible. . . . 
Find out about it today ... it means 
money in your pocket! 


Bank-Bookkeeping Machines 
Postage Meter Machines ° 
Correct Posture Chairs 
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Actually Makes Sales, 





Without Human Ad 





A DAZEY SHARPIT: with patented [) DAZEY DELUXE: World’s Finest 
“MAGIC GROOVE” $] 58* Can Opener. 5-Year $] 79* 
twim @tomes ......... . Guarantee.......... . 

kK DAZEY OPN-SEAL: For all Screw [ DAZEY SENIOR: For those who 
Top, Vacuum and Oth- 5] 79* will not pay for “the 5] 49* 
er Glass Containers... |. WO oo ou cadove wae . 

{ DAZEY SUPER-JUICER: Best Seller F DAZEY JUNIOR: Biggest Value 
among Juicers....... ] 99* in Lower Price Range 78c* 


*Minimum Retail Prices— Slightly Higher West of Rockies 


Get Yours FREE! 


O YOU’VE read the headline and nominated us for the ‘Tall 
Story Club’! Well, before you go ahead and vote us in, put 











up one of the above fixtures and see what happens. You’ll find 
that hardly a day goes by without at least one or two customers 
pointing to this big handsome fixture and exclaiming, “I want 


one of those DAZEYS!” 


What’s more, this is the kind of fixture you’ll be proud to own. 
‘Its handsome, modern lines will dress up any spot it’s put in. It 
requires but little space too (10 inches by 20 inches). Yet it dis- 
plays all 6 DAZEY KITCHEN AIDS and provides a spare wall 
bracket for demonstrating, as shown on the right. 


LIMIT—1 DEAL PER STORE 


Of course you’ll want one of these swanky automatic sales makers 


and it’s yours FREE! Just order 
2 each of the 6 devices it accom- 
modates and the fixture is yours. 
Mail order to your regular jobber, 
plainly marked “SEND NEW 
DISPLAY UNIT No.6.” Wemust 
limit you to one deal, until produc- 
tion catches up with demand. Place 
your order now and avoid delay. 


Dazey Products Are Sold Only Thru 
JOBBERS AND DEALERS 


D AZE CHURN & MFG. CO. 
Dept. 


4301 Warne Ave. 
P-152, ST. LOUIS, MISSOURI 
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These Dealers Say “IT’S A WONDER!” 


Read the experience of dealers in whose 
stores our new Display-Demonstrator Unit 
received its initial try-out. Then you'll 
surely want one too. 
“The new Modernistic Display will sell more sets 
for us.’”"—J. E. Harrigan, The Fifth St. Store, 
Los Angeles, Cal. 
“Your fine new Display went to work almost at 
once and I know that we will both profit by its use.’’ 
Walter Blough, Benton, Illinois 
“‘The Display Stand really is a credit to any store 
display.’’"—J. G. Hayes & Co., Griswold, Iowa. 
“We have received a Display Stand and think it is 
oing to increase the sale of DAZEY Kitchen 
ids.”"—Linquist Bros.,518 Main St., Keokuk, la. 
*‘We are sure The DAZEY Kitchen Aid Counter 


Display will get results. We had been usi our 
older Display, which we found very useful” ‘= 
H. J. Heiser & Co., Mahanoy City, Pa. 
**We are especially proud of our DAZEY demon- 
strator metal Display Stand which proved to be an 
‘eye catcher’ either in the window or in any part of 
the store where it might be. Its color is exceptionally 
well suited to be used as a display with the modern 
kitchenware. We are sure that it is going to bring 
an advance to us in the sale of DAZEY Kitchen 
ids.’”"—Vernon’s Hardware, 1029 Massachusetts 
St., Lawrence, Kansas—by Mrs. E. G. Vernon. 


“Since receiving and using the new DAZEY modern- 
istic metal display stand, we find we are selling more 
complete sets of DAZEY Kitchen Aids than formerly. 
Thestand not only displays the entire line of DAZEY 
Kitchen Aids but is also very practical for demon- 
strating the DAZEY devices.”—Earl Harvey, 
Kahn's, Oakland, Calif. 














NUMBER TWO IN A SERIES OF THREE ADVERTISEMENTS EXPLAINING 


Hy ARE SUP SNIPS 
ARE SUPERIOR! 


‘oe 







of this series of 3 ads for 
your salesmen. They can 
SELL with them. 








DEALERS: Ask for reprints 





Cutting ability is the all-important thing in any snip... 
and it’s the one feature that impresses you most in every 
Crescent Snip, regardless of pattern. 


There are very definite reasons why Crescent Snips cut 
easier and cleaner. For one thing, Crescent blades are not 
sprung to give them the necessary tension for clean shear- 
ing — but are ground to permanent shape from the solid 
forging. And another thing Crescent designers did was to 
first find the most effective shearing angle, and then design 
a blade contour which would maintain that angle at all 
times throughout the cutting stroke. 


You have only to try a pair of Crescent Snips to realize 
the importance of these fine features of Crescent design. 
Whatever your requirements, there is a Crescent Pattern 
to fill the bill: Conventional types for straight cutting; 
Heavy-Duty and Combination types; and the Circular- 
Cutting Pattern illustrated in action at the right. All are 
fully guaranteed. 


CRESCENT TOOL CO., JAMESTOWN, N. Y. 
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THE FIFTH IN A SERIES OF INTERESTING WINDOW TREATMENTS 
Architect... Aymar Embury, II 


Windows glazed with Pennvernon Window Glass are 
better windows... because Pennvernon Glass is unusu- 
ally transparent, free from flaws, brilliant of finish and 
reflective. In addition, Pennvernon’s beauty lasts longer... 
because of its dense, abrasion-resistant surface structure. 


Pail PITTS BURGH, 
PLATE GLASS COMPANY 
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@ Yes sir, we’re going to interest dads 
everywhere in shooting Daisy air rifles 
with their sons. And you know what 
this means. More sales for you. Easier 
sales, too. 


With Capt. Eddie Rickenbacker and his 
two sons, we’re launching a brand new 
advertising campaign—a campaign 
packed with drama, and hero-worship— 
a campaign that goes direct to the boy’s 
heart and to the father’s purse. 


This new father-and-son theme will be 
hitting on all cylinders by Christmas time. 
Get ready now to take advantage of it. 
Order your Daisys Today. 
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$1.75 


No. 235 Marksman Target Outfit, retail 








No. 231 Champion Target Outfit, retail $4.95 







No. 25 Pump 

Repeater, retail $4.50 

TOF per tube of 500. Here's @ shooting game that sells any 
time and—it’s a NATURAL GIFT ITEM. Stock up new for Christmas. 











sea” . 11.25 


Two new target outfits illustrated above are designed expressly for your Christmas trade. Each outfit contains: air rifle, shot, target 
and target cards, and is packed in brilliant, eye-catching carton. The Single Shot end Pump Repeater have long been favorites and 








best calleas ac Chelstenes gifs. Four other sedele at ivan, Sall-value prices complete ths line. Make cure yeu are well stocked. : 
DAISY MANUFACTURING COMPANY bivmours, micu. 
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I 
Over WW MILLION ADVERTISING 
IMPRESSIONS EVERY DAY 


NOVEMBER we 


[1937 | Ni weo = THUR 
SUN 
... to help G-E lamp agents sell 
e 

more MazpA lamps in November 
HE circles on the calendar indicate the 
publication dates of magazines carrying 
ads of MAZDA lamps made by G-E. During 
November alone, consumer and _ business 


magazines average more than 1% million 
advertising impressions every day! 





These ads direct customers to your store to 
buy ... and make it that much easier for you to 
sell lamps bearing the G-E monogram. Adver- 
tising of this kind . . . that increases store 
traffic... is Point One in G-E’s Three-Point 
Selling Program. 


Point Two is the attention compelling win- 
dow display for the month, that identifies your 
store with this G-E lamp advertising. 


Point Three consists of tested merchandising 
ideas and material to help G-E lamp agents 
increase the unit of sale and turn lookers into 
buyers. 


Be sure to take full advantage of G-E’S tremen- 
dous November advertising by putting lamp 
displays in your window and on your counters 

. and by asking customers to stock up with 
the new, brighter MAZDA lamps made by 
General Electric. General Electric Co., Dept. 
166 HA, Nela Park, Cleveland, Ohio. 


Be sure that you have the new G-E 
“buying sign’’ in your window or on 
your door where customers can see it. 
It serves as a reminder to buy lamps in 
your store. 





THEY STAY BRIGHTER LONGER 


GENERAL &@ ELECTRIC 
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ANTHER ond ee 
DRAGON TAPES 


HAZARD INSULATED WIRE WORKS 
Division of 
THE OKONITE COMPANY 


Factories: Wilkes-Barre, Pa. Passaic, N. J. 


WE STILL MAINTAIN OUR ORIGINAL POLICY OF SELLING 
THESE TAPES THROUGH LEGITIMATE WHOLESALERS ONLY 
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Enameled Ware 


®@ Choice of 1000 Series or 2000 Series ¢ 












Sale Times Here! 


And here are the Enameled Ware leaders 
that will make your Fall Houseware Sales 
the “talk of your town”. Your customers 
will instantly recognize the ‘Bargain 
: a fae =“ Value” of this Nesco Enameled Ware — 
that may be featured in the $1.19 price 
ey class ... Ask for more complete details. . 

Trim and beautiful — this new Nesco 

Enameled Ware continues to ride the 

crest of popularity. Popular because of its modern, sweeping lines—simplicity 
personified, yet abounding in eye appeal. Popular, too, because each piece is 
designed for cooking efficiency. Popular because this ware meets the color 
demand of housewives — white with black trim, or ivory with green trim. A 


complete line, Nesco Enameled Ware will satisfy the requests of all your cus- 
tomers. Plan your Fall Sales around Nesco Ware. 


NATIONAL ENAMELING AND STAMPING COMPANY 


Executive Offices: 449 N. TWELFTH STREET MILWAUKEE, WISCONSIN 
Factories and Branches: MILWAUKEE — CHICAGO — NEW YORK — BALTIMORE 
PHILADELPHIA — GRANITE CITY, ILLINOIS — SAN FRANCISCO — DALLAS 





ANUFACTURER OF HOUSEWARES “¥ 
D WARE « JAPANNED WARE - 
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THERES A HIGH 

QUALITY SHELL 
/1L STAKE MY 
REPUTATION ON / 


















More Profit in 


Designed by Peters ballistic engineers, 
“De Luxe Target” shells are the finest 
money can buy. They are made for sports- 
men who want a load of the very highest 
quality, superior in every detail. Duck 
hunters particularly like them. 


WILL NOT RUST, PIT OR CORRODE 


“De Luxe Target” shells are ‘‘Rustless” 
primed, and smokeless. Used exclu- 
sively in a properly cleaned gun, they 
will not rust, pit or corrode the barrel 
— and further cleaning is unnecessary. 
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EASY-LOADING “WATER-TITE” BEVEL CRIMP 


GENUINE HAIR-FELT WADDING 


HIGHLY POLISHED, 
UNIFORM SHOT 


HIGH BRASS CUP 





STEEL REINFORCED HEAD 
“RUSTLESS” PRIMING 











eum WATER-PROOF 
SHELL BODY 




















Peters “De Luxe Target”’ Shells! 


BUILDS GOOD WILL 


Dealers have found that this quality shell 
earns profits in many ways. It creates 
satisfied customers—trades-up your store 
—gives you a longer margin of profit 
per box. 

Be sure you are well stocked for the 


hunting season with ‘De Luxe Target”’ 
in 12, 16, and 20 gauge sizes—standard 
velocity and long range loads. 

PETERS CARTRIDGE DIVISION, Reming- 
ton Arms Co., Inc., Dept. J-22, Bridge- 


port, Connecticut. 
“De Luxe Target’, ‘‘Rustless’’, and ““Water-Tite’’ are registered 
trade-marks of Peters Cartridge Division. 


887 - PETERS GOLDEN ANNIVERSARY + 1937 
FIFTY YEARS OF SERVICE TO THE SPORTSMAN 


PETERS 


15 








= 


SAW TEETH BITE 


33. and that makes Atkins Crosscut Saws run 
smoothly ... cut easily .. . give your cus- 
tomers the most satisfactory saw they can buy. 

You'll find Atkins Crosscut Saws in use all 
over the world in lumber camps, on farms, 
and wherever else crosscut sawing is done. 
The popularity of Atkins Crosscuts plus the 


extra profit dealers enjoy in selling. good 


quality merchandise, make these saws fast- 


selling items. 

Atkins makes a complete line of Crosscut 
Saws and Tools. It’s easier to keep your cus- 
tomers sold on one brand... and you make 


the extra profit when that brand is Atkins. 


ATKINS 


SILVER STEEL 


E.C. ATKINS AND COMPANY 3 SAWS 


SAWS, SAW TOOLS AND 


INDIANAPOLIS, INDIANA Pe Bs, MACHINE KNIVES, ETC 
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BUTT HINGES 


PATENT APPLIED FOR 


THERE'S NO EQUAL" 


ad | 


McKinney Butt Hinges are now equipped with smooth-running, oil -impregnated Oilite 

bearings that assure absolute quietness at the joints throughout their practically in- 

destructible life. Ask your jobber’s salesman about McKinney Oilite Bearing Butt 
Hinges or write to us direct. 


McKINNEY MANUFACTURING COMPANY. . ITTSBURGH, PA. 

















Tee Hinge res packe bulk Strap Hinges «: zes packed in bulk Wrought Steel Hasps in all sizes ani f q 
' . ms . ey t The McKinney es. Packed in k ¢ 
Line is the profitable line ton. Push one line, the McKinney Line a 


ESIGNERS AND MANUFACTURERS OF GOOD HARDWARE FOR 72 YEARS 





NEW SALTS 


BO 


PeetCt cers FALLS 
AANDAND BREAST DRILLS 


In the window or on the counter this 
unique display commands the attention of 
every lover of fine tools—and attention 
does lead to sales. The fixture is designed 
to hold any of the famous line of Millers 
Falls and Goodell-Pratt Hand and Breast 
Drills—a line that is unquestionably the 
world’s finest and most complete—now, 
more than ever, the logical line for 
the progressive dealer. 


Arranged as illustrated, to feature 
the new and already popular 


MILLERS FALLS 
TOOLS 


No. 666 Breast Drill—the drill for men who 
demand top quality — this unusual dis- 
play is certain to boost your drill sales and 
profits. 

The fixture will be sent entirely without 
charge with a reasonable stock order for 
Hand and Breast Drills, in which be sure 
to include No. 666. 


For details on the complete line of 
drills and other fine Millers Falls 
and Goodell-Pratt tools, write for 
Catalog 41. 


MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS 
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EMPIRE Machine Bolts 


OR almost a century, quality of product, rather than 

cost of production, has invariably determined RB & W 
practice. As a result, EMPIRE Machine Bolts represent de- 
pendable values of quality built-in with every operation, 
carefully tested and checked. 

Among only a few of the outstanding features that result 
in extra values in EMPIRE Machine Bolts are: large pur- 
chasing power assures better raw materials; R B & W 
drawing mills rework raw stock to make certain proper 
preparation of material and obtain exact tolerances; ex- 
treme care is taken in upsetting heads to give continuity 
and perfect flow lines in stock; threads are sharp and 
clean with accurate lead and pitch governed through 
extra care in preparation of blanks and a special thread- 
ing operation; heat-treating improves grain and’ relieves 
all strain; and weatherproofing assures proper condition 
when bolts are put to use. 

There is no substitute for such quality features in any 
product—-the careful buyer appreciates them. It is for 
such reasons that the carrying of ample stocks of EMPIRE 
Machine Bolts in all sizes means quick sales and sure 
profits. 


Slab 
Wey +4RUSSELL,BURDSALL & WARD 


BOLT AND NUT COMPANY 


























SINCE 
1846.. 


BOLTS 
Carriage * Machine + Lag + Plow 
Stove + Elevator - Step » Tap 
Wire Wheel & Rim + Battery 
U-Bolts + Semi-Finished 
Automotive Replacement 


NUTS 
Cold Punched + Semi-Finished 
Hot Pressed - Case Hardened 
Slotted + Castle 


PINS 
Clevis + Hinge 


RIVETS 
Standard 
Tinners’ + Coopers’ + Culvert 


SCREWS 
Cap + Machine + Hanger 


WASHERS 


Plate + Burrs 


MATERIALS i 


Alloys 
Steels + Non-ferrous Metals 


RODS 
Stove « Seat + Ladder 


PLATED PARTS 
Cadmium «+ Zinc * Chromium 
Nickel» Hot Galvanized+ Copper 

Tin 


SPECIAL UPSET AND 
PUNCHED PRODUCTS 
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DEPENDABILITY 


Dependability is only developed over a long period of years and is 
reflected through both manufacturer and product. Dependability of 
manufacturer means customer confidence . . . that source of supply 
will remain constant no matter what the price or market conditions, 
that established policies of service and fair dealing will be rigidly 
followed. Dependability of product comes from constant mainte- 
nance of quality, progressiveness in design, reputation for engineer- 
ing skill, precision of finished goods, care in inspection. Especially 
during periods of extensive and hurried buying, where price may be 
of secondary importance, dependability of both manufacturer and 
product is of the utmost importance when considering sources of 
supply. 

Since 1845, almost a,century, R B & W has stood for dependability 

and no regular customer has ever had cause to lose confidence in 
the steady and consistent supply of EMPIRE Bolts, Nuts and Rivets. 
Small purchaser as well as large— manufacturer, jobber and retailer 
—all appreciate this asset. 

In addition to such policies of fair dealing, equitable prices, qual- 
ity products, large stocks and good service —R B & W has for years 
also maintained an experienced and progressive Engineering Staff 
to help study, simplify and standardize bolting problems in every 
industry. 
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ri] NATIONAL w 
EEK Pre acy 


MAKE THE WEATHER pay you dividends 


Don’t delay any longer learning how you can profit by 
taking part in National Weather Week, sponsored by 
Taylor Instrument Companies... 


Hardware merchants enthusiastic over plan to boost 
sales... There’s still time to tie up before November 6. 
Send coupon now for full story in National Weather 


Week News Bulletin. 


jyot a little more than a month ago 
stores began to hear about a great 
new promotion. Hardware retailers 
learned of one of the most unusual, 
yet practical plans ever conceived to 
stimulate their store sales. 

Today National Weather Week has 
been approved by stores all over the 
country as a promotion that will give 
a boost to sales of many kinds of win- 
ter merchandise. The slogan of the 
promotion, “PREPARE NOW FOR 
WINTER,” is your warning to your 
customers to make sure that between 
November 6 and 13 they get all the 
articles your store can supply to 
assure health, comfort, and pleasure 
through the winter. And you will reap 
the reward in greater sales. 

Here is a great chance to capitalize 
on the weather . . on changing temper- 
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atures that affect habits of living in- 
doors and out. It is a natural for 
Taylor Thermometers and Weather 
Instruments for the home. But store 
executives already see in it a way to 
bring profits to many different de- 
partments. Taylor sponsors National 
Weather Week as a plan to sell its 
own products... AND ALSO to 
build sales for your store as a whole. 





MANY SALES HELPS 

Do you know about this Promotion? 
About the display material, the retail 
sales helps, the advertising and pub- 
licity material, all the selling aids that 
Taylor offers to stores taking part? 
Let us tell you about its profit possi- 
bilities so that you can plan to sched- 
ule National Weather Week in your 
store. It isn’t too late. 











Write for the National Weather 
Week News, a four-page news- 
paper which gives detailed and 
interesting information about the 
entire plan. Send to Taylor In- 
strument Companies, Roch- 
ester, N. Y. 


Taylor Instrument Companies 

98 Ames St., Rochester, N. Y. 
Send me by return mail a copy of the National Weather 
Week News, and full data on how I can participate. 














Because users know that whatever the metal 
sawing job may be, Star hack saw blades cut 
truer, faster and last longer. 


Star ‘Moly’, Star Tungsten and Star High Speed 
hack saw blades are sold only through established 
distributors. 


CLEMSON BROS., INC. 
Middletown, N. Y. 
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monet Dac, SERVICE 
INDEALERS 


@ Again the makers of Red Edge 
Screen Cloth have developed a 
remarkable time-saving conven- 
ience feature for handling wire 
screen cloth. Simple! Practical! 
Tested and enthusiastically ap- 
proved by leading dealers! 

Far superior to clips and similar 
devices—these Red Edge Mat, 
flexible metal bands always fit—always keep 
cloth rolled tight, whether the roll contains 


fifty feet or five. 


Just slip free end of band through eye, 


forming a loop, and pull until it fits roll 
snugly. Then bend end down . . . and band 


WRITE TODAY FOR 


YOUR SUPPLY OF 
THESE BANDS 
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HERE IS AN OUTSTANDING VALUE 


Here is a special value designed for the consumer who prefers to 
make a small initial investment but desires a higher grade hose 
than “All-Rubber” or garden hose sold on price basis only. 


Tiger is built with a cotton cord car- 
cass, lighter, naturally, than the higher 
priced brands, but producing a strong, 
serviceable hose which makes an ex- 
ceptional value at the price. 
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2-BRAID 


2-BRAID 


1-BRAID 


BOSTON WOVEN 









© GARDEN 


The leading brand of high 
quality garden hose on the 
market. A strictly quality 
hose from tube to cover. At- 
tractive, wide corrugations 
and distinctive chocolate 
prown color. 


Our largest selling brand of 
2-braid garden hose. High 
enough in quality to be con- 
sidered strictly a high grade 
hose, yet low enough in price 
to command a large volume 
sale and a heavy repeat busi- 
ness. 


Here is a low-priced hose of 
real value. Built to supply 
the demand for a popular 
priced hose of good quality 
that will give satisfactory 
service. 
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HOSE and FITTIN cS 


BOSTON | : 
NOZZLE a 
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The Boston Nozzle has been the leading 
hose nozzle for over thirty years. Solidly 
made of fine heavy brass. Each nozzle is 
packed in an attractive individual carton. 
The %-inch nozzles are packed 12 cartons 
to a display container, 12 display 
containers to a shipping case. Gross | 
weight per shipping case, 72 Ibs. ayy 
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The Eclipse Nozzle has been one 
of the leading nozzles on the Amer- 
ican market for more than twenty- 
five years. Hardware and house- 
furnishing dealers use it for a leader 
on account of its obvious quality 
and attractive price. Packed 12 in 
a heavy corrugated mailing carton, 
12 dozen in shipping case. Gross 
weight per shipping case—66 lbs. 
















GOOD LUCK HOSE WASHERS 


Tough, alive and springy. Instead of getting hard, 
shrinking and falling out of the coupling, they stay 
soft and hold firmly in place, saving the time and 
temper caused by a leaky connection or a missing 
washer. The Good Luck Hose Washer display 
package is a silent salesman for the window or dis- 
play counter. 
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National Ornamental 
Butts and Hinges 


will swing buyers your way! 





HE many attractive modern designs and fin- 
No. 405 Ornamental Surface Hinge ishes of this fine hardware will be sure to 
make a distinct impression upon your trade. 


Strength and an appearance of genuine quality 
lift National Ornamental Butts and Hinges above 
the commonplace, while in service their true 
value is well demonstrated by their smooth and 
friction-free operation. 


National designers have created in this hardware 
a product that will give to each installation a dis- 
tinct enhancement and an additional touch of 
beauty. Your stock should include the popular 
hardware here illustrated as well as many of the 
other fine sales leaders. 


We shall be pleased to mail you a catalog of the 
complete National line. Write for it today. 





National Builders’ Hardware is sold direct to NATIONAL 
the retail dealer—a policy that promotes qual- \ 
potcy P q WIG. CO. 


ity, service and direct selling cooperation. 


NATIONAL 
MANUFACTURING COMPANY 


il STERLING « + + ILLINOIS 
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Actual size standard 13/44" Dickson 
LEAD HEAD NAILS—87 to the pound 


These nails are at once the most efficient and the 
least expensive of all lead head nails. That they are 
the most popular and dominate the American mar- 
ket is attested by the fact that many more of 
them are being sold and used annually in the 
United States than of all other makes of lead head 
nails combined. 

It goes withqut saying therefore that dealers 
who stock Dickson nails can count on the maxi- 
mum of sales volume and profit and on the full- 
est satisfaction to customers. 





OTHER 








DICKSON LEAD HEAD FASTENERS 


Lead head fasteners are used when metal roofing sheets 
are laid directly on steel framework. These fasteners are 
made of softer wire than nails, and are inserted through 
punched holes in the roofing sheet and then pulled tight by 
being bent around the angle iron support. Supplied in 4” 
to 18” lengths. 


a : nul 
COMPRESSED ony 6? 
r 


LEAD ‘ 
NALS 





NO PUNCHED HOLES NECESSARY 

Without impairing their lead caps in any way, 
Dickson nails drive directly through unpunched 
lapped roofing sheets, seal the nail holes with lead 
and make a sheet metal roof watertight, protect 
it from rust and add years to its normal life. 

No cheap antimonial or other hard non-sealing 
reclaimed or scrap lead is ever used in making 
Dickson lead caps. Such lead is temptingly cheap, 
but it makes inferior non-sealing nails. Dickson 
lead caps are always made of soft virgin lead. 

Dickson nails are suitable for corrugated, V 
crimp, or any special “two-drain” style of sheet 
metal roofing. 


Follow this when ordering barbed or 
screw shank DICKSON NAILS 





DICKSON 





Size Apprex. Coun mace ew me 
rl : Adapted for 





of per 100 Ib. Keg 

Nail Bright Galvanized 

1%” 9,460 9,100 Sheets with 1%” cotrugations. 

1%” 8,700 8,300 Sheets with 14%" or 2%” ‘eorrugations. 
8,100 7,800 Sheets with 2%” corrugations. 

24,” 7,600 7,200 fe seg laid over old roofs or nailed 
24%,” 7,100 6,700 direct to studding er framework.* 





About 90% of lead head nails used are the 134” size. One pound ef 
this size, 87 nails, is ample for laying one square (100 sq. ft.) of 
roofing. Packed in 25 lb. boxes, or 100 Ib. Kegs. 


PRODUCTS 


DICKSON SCREW SHANK 
LEAD HEAD NAILS 


— 


Recently Patented 
Dickson Screw Shank Lead Head Nail— 
the only all-over lead head nail of its kind. 





We supply these nails, both bright and galvanized, in all 
the common roofing sizes. In the galvanized nails, the 
screw threads are rolled before application of the hot zinc 
coating, which then remains firmly bonded to the steel. 
The Dickson is the only lead-sealing screw-shank roofing 
nail that is roll-threaded before galvanizing. While new, 
these nails are growing in popularity. ‘ 


DICKSON WEATHERPROOF NAIL CO. 


America's Largest Producer of Lead Head Nails 


EVANSTON, 
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“Get the Range” on more sales and consistent repeat business this season by featuring 
Coleman Products! Right now is the time to push Coleman Heaters, Lamps, Lanterns, 
Irons. Right now all are good seasonable sellers—they supply the need for heat, light— 
easier ironing. Every home needs one or more of these Coleman Appliances. They are 
made to give the user extra satisfaction, extra service and extra value! 


To you, as a Coleman dealer, they offer extra sales possibilities—a year round line— 
uick turnover—continuous profits. Plan now to get your share of this growing business. 
sk your jobber for prices and discounts—profit margins. Ask us about sales plans, and 

the powerful line of Coleman sales helps. Write now—get in on a big Coleman Season! 


RADIANT HEATERS... 


Coleman Radiant Heaters are handy, portable 
heating units. Provide quick, radiant heat at 
low cost. Bring the comfort, convenience and 
health-protection of genuine gas-heating serv- 
ice to any home—anywhere! They make and 
burn their own gas from ordinary, untreated 

asoline—can be used in any room in the 

ome, in stores, offices, work shops, wherever 
quick, healthful heat is needed. 

Push Coleman Radiant Heaters this winter 
and watch your sales climb! Two models, both 
fitted with rust-proof Everdur Metal Fuel 
Tanks. Model No. 5B, at right, has eight full- 
size inch-and-a-half radiants, Instant-Gas Starter 
and Thermo-Safety Generator. Model No. 16, 
at left is smaller, has 7 radiants. Lights instantly. 


CIRCULATING HEATER SELF-HEATING IRON 
NO.490 NO. 4A 
The newest addition to the Coleman Heater (INSTANT LIGHTING) 


Line! Circulates 3860 cubic feet of warm 
air an hour. Lights instantly—easily regu- The Coleman Self-Heating 
lated—heats rapidly. Duroplastic enamel Iron is the fastest-selling 
finish will not chip, crack or peel. Everdur iron of its kind on the mar- 
Metal Fuel Tank easily removable for ket. Needed in every 
—. easy filling; can’t rust or corrode. home. Makes and burns 

oom size. It has a big market for use in its own gas; costs only 44 an hour to operate. 
homes, stores, offices, trailer homes, filling Cuts ironing time 44! Cool blue handle. Hot point 
and tapered heel. Can be used anywhere; no cords, 
no tubes. Genuine instant lighting. 


A fine fall and winter selling item. 


COLEMAN LAMPS 


MODEL NO. 16 MODEL NO. 5B 


PONT 


TEE 
G@nalysis st 
@pplied by 


stations, etc. 


You need this to make your showing of 
winter heating equipment complete. 


COLEMAN LANTERNS 
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“The Lights of a Thousand Uses”. 
The finest outdoor lights made. 
Produce high candlepower, steady 
brilliance that lights up a big area. 
Wind, rain, snow or sleet can’t 
me them out. In use everywhere. 

eeded by tourists, farmers, camp- 
ers and home-owners. 

Gasoline and kerosene models 
for every lighting purpose, at 
prices to fit every purse. Good 
sellers the year ‘round. 

Always keep them on display, 
show them lighted and you'll sell 
plenty! 


Coleman Lamps bring the finest 
kind of low-cost, dependable eye- 
saving light to any home. Provide 
a high candlepower light almost 
like natural daylight. 


Gasoline-burning and kerosene- “###! 


burning models for every purpose 
—prices to suit any budget. Sell 
Coleman Lamps to every unelectri- 
fied home in your trade territory. 
Sell them to homes with electricity 
for “emergency use” when the 
power fails. Show them lighted— 
that sells them! 


THE COLEMAN LAMP AND STOVE COMPANY 


WICHITA, KANS. 


CHICAGO, ILL. 


PHILADELPHIA, PA. 


LOS ANGELES, CALIF. 


(FD-54) 
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SONTINENTAL 
STEEL ROOFING and SIDING 


2 and 3 “V-Crimp,” “‘Aquea-Tite,”’ 
“Drain Rite,” plain corrugated and 
roll roofing—aAll made from special 


Ghalysis steel or full copper-bearing steel . . . all carry heavy zinc coating (114 oz.) 
@pplied by the SUPERIOR galvanizing process. 


CONTINENTA 


“Since I took on Continental 
Steel Sheets my roofing business 
has trebled.‘Tyl-Lyke’ sells on sight. 


I have never had so many inquiries 
about a product that I have displayed. It 
has not only sold itself but it has brought 
me many sales for other merchandise.” This 
expression is typical of many Continental dealers. 
The broad Continental line of 83 products in daily 
demand by farmers includes two popular sales 
leaders — Flame Sealed Fence and “Tyl-Lyke.” 
“Tyl-Lyke” is a new and patented steel roofing that 
LOOKS BETTER, LASTS LONGER AND COSTS LESS. 
Its wide rib construction gives it strength and style... 
lends modern lines to buildings . . . makes it easier to 
apply ... no nailing strips . . . no special tools are needed. 
It sells as 24” and covers full 2 feet on roof or wall. 
Find out how fully Continental will cooperate with you 
in building sales and profits. 


CONTINENTAL STEEL CORPORATION 


GENERAL OFFICE: KOKOMO, INDIANA PLANTS AT CANTON, KOKOMO, INDIANAPOLIS 


83 Steel Products for 


Farm and Home 






































@ Note wide flare on sides and ends of Osborn every requirement. Osborn Push Brooms build 


Push Brooms. This feature enables the user to good repeat business because they are built | 


— 
SOG 


cover larger surfaces and sweep close to walls or right to work right on their respective jobs. 


curbing without damaging blocks. For efficiency : | 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE * CLEVELAND, OHIO 
comparison. There’s a right type and size for Sales Offices: NEW YORK * DETROIT * CHICAGO * SAN FRANCISCO 


and economy, Osborn Push Brooms challenge 


| 
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2201-XB—$1.25 a 


Retail Cc | 
Complete — 
Retail SS 
let ———— 
— See No. 2298—99c 
: Retail 
Complete 


No. 2828—85c 
Retail 
Complete 
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ICH in improvements. New features of convenience 
and service. Colorful lacquer and brilliant chrome 
combinations — ribbed fibre and chrome — solid golden 
bronze — burnished solid 22K copper — full chrome. Fa- 
mous Bond Flashlights priced to sell complete with the 
improved new dated Bond Super-Service Safety Seal Mono- 
Cells. Each number in separate combination deal — with 
sales-aiding FREE counter display — and offering 35% 
dealer profit. Ask your Jobber’s salesman for full details. 


BOND ELECTRIC CORPORATION 


NEW HAVEN, CONN. CHICAGO, ILL. SAN FRANCISCO, CALIF, 
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Einveens’ business pays the big- 
gest profits. It’s VOLUME busi- 
ness. A single painter’s trade is 
worth more to you than the small 
purchases of a whole crowd of 
housewives. 

Another interesting fact about 
painters is how they place their 
business. It goes to the store where 
they buy their white-lead. 

The way to cash in on this well- 
known buying habit is simple—but 


WHERE PAINTERS BUY THIS 


—they also 
buy these! 


—> Biggs: 


effective. Stock and push Dutch 
Boy White-Lead—the most sought- 
after item in the painter’s line. 
Other Dutch Boy products that 
help to bring painters into your 
store are: Dutch Boy Linseed Oil, 
Dutch Boy Lead Mixing Oil, 
Dutch Boy Colors-in-Oil, Dutch 
Boy LiquiéDrier, Dutch Boy Wall 
Primer and Dutch Boy Quick-Dry- 
ing Red-Lead Primer. ra 
Selling Suggestion 
One sure-fire method for attracting 
painters’ business is a Dutch Boy 
Department. Stage a get-together 
of your Dutch Boy products and 
line them up in a good position on 
your shelves. That tells painters 
how well-equipped you are to serve 
them. It’s an idea that has paid out 
in store after store. 


DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 
West 18th St., Chicago; 659 Freeman Ave., Cincinnati; 
1213 West Third St., Cleveland; 722 Chestnut St., St. 
Louis; 2240 24th St., San Francisco; Nationadl-Boston 
Lead Co., 800 Albany St., Boston; National Lead & 
OU Co. of Penna., 316 Fourth Ave., Pittsburgh; 
John T. Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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The agitator has been 
iminated. An aluminum 
npeller, enclosed beneath 
nter post, maintains con- 
nuous circulationof water 
ta high velocity. Cleans 





vith amazing speed, quiet- 


fess and effectiveness. 


Above—Showing how the 
clothes spread at the outer 
circumference of the tub 
in response to water action. 
Each garment isalternately 
expanded and contracted 
—squeezed and washed, 
over and over again. 


Left—Photograph with full 
tub. Never in the history of 
theindustry hastherebeena 
machine with such remark- 
able water action. Wonder- 
ful for washing. Perfect for 
demonstrating. 


 WATERFLEX 
O SELL? 


‘enemy FLEX the revolutionary new system of washing by 
water action alone, is now the talk of the industry. There never 
has been anything to match it in either utility or sales appeal. 

When incorporated in any standard washing machine manu- 
facturer’s product, Water Flex gives you a machine that will out- 
demonstrate and outsell any other type washer. You can see that 
yourself from a careful study of its features. 

Once a prospect has seen a WATER FLEX equipped washer 
in action she will not be satisfied with anything less. Women are 
quick to see the advantages of discarding the old fashioned agi- 
tator and washing by water-action alone as only Water Flex does. 
They will insist on this new type washer which makes clothes 
last longer and washes silks, laces, blankets, rugs, everything — 
perfectly and SAFELY. So the important question for every 
WASHER distributor and dealer to solve quickly is “Will we be 
selling WATER FLEX with all its demonstrating advantages or 
trying to compete against it?” 

Machines equipped with this remarkable new unit will be 
available from prominent manufacturers soon. Naturally you 
want to know whether your manufacturer is going to give you 
Water Flex advantages for the big 1938 selling season soon to 
be launched. We suggest that you get in touch with him im- 
mediately for your mutual benefit. 


WRITE, WIRE OR PHONE 
YOUR MANUFACTURER 
FOR THIS VITAL INFORMATION 


The Birdsell Name Has Stood for Fine Machinery Since 1855. 


THE BIRDSELL CORPORATION 
310 SOUTH COLUMBIA STREET . 


SOUTH BEND, INDIANA | 








BIGGEST 


DEALER MONEY-MAKING DISPLAY 


WE EVER OFFERED! 


Says FRANCIS D. BOWMAN 


nee Advertising Manager and nationally 


known radio commentator for 


WITH No. 767 The Carborundum Company 
ASSORTMENT 


FIME SIDE 
Added \ 


santa snes 108 \ 





CAABORU ADM 
vane | SANDING PAPERS 


ALOXITE j Fon WOON SANE 
GRINDING WHEELS \ 


STICKS AND 
WOUNTED POINTS 


‘ 
= Pa 


CARBORUNDUM. SHARPENING STONES 


THE CARBORUNDUM COMPANY « 


SHOW IT 
IN YOUR WINDOW THIS FALL 


Here’s a real money-maker. It’s your chance 
to make extra profits this fall. 

Show this attractive red, white and blue dis- 
play in your window on edged tools. You'll find 
yourself selling more tools and more stones. 


And remember, it’s absolutely free. Just order 
the No. 767 Assortment, including 12 popular, 
fast-selling Carborundum Brand Silicon Car- 
bide Sharpening Stones, and you will receive 
this money-making display free of charge. 


CARBORUNDUM 


ABRASIVE = -» PRODUCTS 
oe 


NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Grand Rapids 


(Carborundum is a registered trade-mark of The Carborundum Company) 
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E sure to let your customers know that you sell American 

Fence. Display it prominently in your store. Use the free ‘ 
counter cards and folders available from our salesman or direct 
from us. When talking about fence with customers show them 
the American label and the guarantee which is attached to every 
roll. 

In this way the American name can help build your fence sales. 
American Fence is recognized by farmers everywhere for its long 
life and full value. This, plus consistent and wide advertising, 
has established it as America’s favorite farm fence. Farmers 
recognize you as a dealer in reliable products when you sell 
American Fence. 

Cash in on this preference. By display and your own sales 
messages remind customers that you sell American Fence. It 
pays to tie in with the favorite. 

‘ 


U-S:S American Wire Products for the farm are available for prompt 
shipment from our mills and warehouses and from nearby jobbing stocks. 
Write us direct or see your jobber. 


The New U-S:S 
AMERICAN 
FENCE 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Products Company, New York, Export Distributors 


JNIETED STATES STREL 











Lhe tHhese-8 SELLING POINTS 


1 Selling Quality products establishes and main- 
tains a dealer’s reputation. Plymouth Ship Brand 
Manila Rope is a Quality profit leader. 


2 Profitable customers —the more desirable, better 
class of trade—are attracted by quality products. 


3 Plus values are offered by Plymouth Ship Brand 
Manila Rope in greater strength and flexibility, longer 
safe service, and an ultimate economy impossible to 
find in low grade rope, because— 


4 Better grades of fibre—the stronger fibres, finer 
in texture, lighter in color, higher in lustre, are used 
exclusively in Plymouth Ship Brand Manila Rope. 


5 More careful preparation of fibres — scientific 
control of lubrication and cleaning processes before 
spinning results in maximum strength and serviceability 


of the finished rope. 


6 Economy in rope is measured, not by price but 
by length of safe service. Plymouth quality assures 
users of 30% to 50% longer service. 


7 Safety in rope is a matter of strength and resis- 
tance to abrasions. Plymouth Manila Rope offers maxi- 
mum safety because finer fibres and expert workman- 
ship produce greater resistance to strain and wear. 


8 Controlled quality means that every coil of 
Plymouth Manila Rope is uniform in strength, depend- 
ability and value. It can be sold with absolute confidence. 


To sum up: Plymouth Manila Rope gives greater satisfaction to users. This 
fact sustains the dealer’s reputation for better values and service . . . and 
helps him to build profitable repeat business with the most desirable trade. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS., AND WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, Cleveland, New Orleans, San Francisco 
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. . . SO WILL A BATTLESHE 
IF YOU HIT IT WITH A BO™ 


Wine Let's talk about this mat- 
PORCELAIN ter of chipping frankly 
—and sanely. Porcelain 
enamel will chip, of 
course—if you hit it hard 
enough. It is a mineral 

substance—hard as glass. —But house- 
keepers don’t clean mirrors, windows, 
refrigerators or sinks with a smithing 
hammer! —Considering the millions of 
mirrors and plate glass windows in use 
—how many ever break? A small fraction 
of 1 per cent! —Now suppose all those 
millions of mirrors were backed up with 
a sheet of steel—how many would break? 
A very precious few! 

The fact that porcelain enamel is hard 
enough to chip, under very heavy im- 
pact, is a big feature in its favor. Being so 
hard—porcelain enamel is the one finish 
that won’t scratch or dull or lose its life- 
time lustre. Being flint-hard, porcelain 
enamel is the one finish in which delicate 
colors will never fade; the one finish that 
is absolutely non-absorbent. Being as 
hard as glass, it is clean, sanitary, enduring. 

Porcelain enamel is the one sales fea- 

ture which gives lifetime satisfaction. 
Feature it—talk it—push it—sell it. Be 
glad porcelain enamel is hard enough to 
chip. If it wasn’t, it wouldn’t be porcelain 
enamel. 
EDUCATIONAL BUREAU 
PORCELAIN ENAMEL INSTITUTE, Inc. 
612 North Michigan Avenue * Chicago 


PORCELAIN ENAMEL 24 
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THE R-W 
LOCK JOINT | 
TROLLEY TRACK 








The Best Track} 
Ever Built | 





H™ you a particularly per- 


plexing track problem? 






Then let Richards-Wilcox solve it 







for you. No other organization 


in the world is as well equipped 






to answer your every track need. 















Our line is complete. We carry 












a full set of track sizes—from the 





Available in every 


smallest to the largest. In addi- size required. : 





tion, of course, as the originators ( 
REFUSE ANY SUBSTITUTE 


of tracks, we hold many exclu- Ask for Lock Joint Tracks! 3 
sive patents available in no other The R-W Lock Joint Trolley Track is truly | 
brand. See our line before you the most remarkable on the market today. 
buy! When you see how superior It is virtually a one-piece track. And it . 
our products are—and how wide locks the joint so tightly that hangers op- | 
is our selection—you'll be mighty erate smoothly and trouble-free! See it! | 


























glad you did! 









“a 








gray “A HANGER FOR ANY DOOR THAT SLIDES” 
a AURORA, ILLINOIS, U.S.A. 
“Quality leaves 


its imprint” Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 
Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha @ Seattle Detroit Atlanta Pittsburgh 

Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 


Richards-Wilcox Mfg. ©. 5 50 
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The only way to make a satisfactory profit from 
individual sales of small tools such as taps, dies, 
and twist drills is to have your stock and prices 
organized. 


“Greenfield” Small Tool Assortments provide that 
organization. The No. 1000, which includes a com- 
plete range of popular sizes of various small tools. 
as well as the smaller tap assortments and twist 
drill assortments, have been painstakingly worked 
out to meet the needs of the retail hardware store. 


These cabinets cost you nothing, as they are 
included free with your initial order of tools. Send 
this coupon for complete information and prices. 


GREENFIELD TAP & DIE CORPORATION 
Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 


In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


GREENFIELD 


OCTOBER 21, 1937 









This is the No. 1000 Tap, Die & Drill Assortment 


Machine screw, hand and pipe taps. 
Jobbers and bit stock drills. 

Round adjustable dies. 

Utility reamers. 

Tap wrenches and die stocks. 


_ SSS SSS SSSSSSFSSSSFSSSSSSeSeeeeeeeeeuj 
4 

a 

§ GREENFIELD TAP & DIE CORPORATION 
Greenfield, Massachusetts 

Send me data on your small tool cabinets for 
hardware stores. 


ee 
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Along the highways, on the railroad right-of-ways, 
in forestry work, in building operations, on land- 
scaping projects, and on the farm .. . wherever you 
find men at work with shovels, there you will see 
good citizens at work on the really important tasks of 
building America. 


It is the Shovel that starts operations for most great 
projects, and the same implement that puts on the fin- 
ishing touches. 





That men who work with shovels may labor with the 
satisfaction of greater accomplishment and content- 
ment, Ingersoll Shovels are designed to handle more 
easily, to cut more quickly, and to hold their cutting 
edges better. 


Balanced right, with strong smooth handles and 
blades of TEM-CROSS Steel, they are rapidly be- 
coming the favorite “Good Shovels of Good Citi- 
zens” who use them. 


Write for Catalog and further information. Address Dept. H. A. 


YOULL FIND THEM 
On the Jot - 


INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation 
New Castle, Indiana 





"TEM, CROSS - 


INGERSOLL PROCESS STEEL 


INGERSOLL SZ..4 


—has an interlocking mesh- 
grain structure. Ingersoll 





Shovels are available in all “THE BORG- WARNER LINE” 
tybes and grades for every 
purpose. 
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ETHLEHEM washers measure up to the same quality standards and carry 
B the same distinctive plainly marked label as Bethlehem bolts and nuts. 
The label that means bolts and nuts that have clean, accurate threads, that 
fit together smoothly, that give a full, secure grip for the wrench. 

Whether it’s lag bolts, carriage bolts, machine bolts, plow bolts, elevator 
bolts or washers, you’ll find this label the assurance of a quality product. 

Customers who buy bolts, nuts and washers with the Bethlehem label come 
back to your store when they need more of the same products. 








BETHLEHEM STEEL COMPANY 


OCTOBER 21, 1937 
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PROFIT ON 
FLASHLIGHT 
DEALS 
UPPED 5% 


ali For example, 6 of these 


2 cell Silver Streams in 
display plus 48 Ray- 
O-Vac Cells, cost you 
$7.22, sell for $11.10, 











RAY-O-VAC 
ARMORED TOP 
FLASHLIGHT 


BATTERIES 
48 Ray- O-Vac _flash- 


light cells packed in a |i=S 


self-selling dispenser 
. «cost to dealer 

















$3.12, sell for $4.80. 























RAY-0-VAC \./ COMPANY 
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Samson Spot Sash Cord, because its superior endurance saves its 
price, over and over again, by preventing the costly replacements 
so often required when cheaper sash cord is used — Phoenix 
Sash Cord is good window cord when a moderate priced cord is 
required and is the best for Clothes Line, because it averages 
three times the strength of cheap braided clothes line — and 
lasts years longer. Most customers will thank you for showing them 
why just a few cents more, spent for either or both of these quality 
products, will save them dollars in the long run. 

In addition to Samson Spot and Phoenix Sash Cords we manufacture other 
brands of sash cord to meet all requirements for quality and price; also braided 
cord of all kinds and sizes, including awning line, mason’s line, shade cord, 


venetian blind cord, etc. Ask your jobber or write to us for samples. 
This book shows the 
way to increased 
profits and enhanced 
consumer - 
confidence. Gladly 
mailed at your 

request. 


SAMSON CORDAGE WORKS 


BOSTON, MASSACHUSETTS 


OCTOBER 21, 1937 








“UP” EACH SALE 10c 





By placing a carton of Sandy Smooth | 
Household Sandpaper Packages near 
the cash register and you'll be | 
surprised at the number of extra | 
ten cent sales you'll make. 








MINNESOTA QUALITY BRANDS 


OF SANDPAPER AND EMERY CLOTH 


WILL HELP INCREASE 


DALEO 
TURN-OVER 


\ 
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OF a period of years Minnesota beta 5 
Quality Brands have built a os ; Over, | 
reputation for faster cut, longer wear 





and uniform quality. 


Customers prefer these clean, flat 
sheets of sandpaper that produce 
smoother finishes in less time. 


You, too, can profit byselling 
Minnesota Quality Brands of Sand- 
paper and Emery Cloth.” 


Order by Brand name from your 
jobber. 








SINCE 1828 
B-A_ Brand Flint Paper 9” x 11” 
STAR Brand Flint Paper 834” x 1014” 
B-A Emery Cloth 9 x 11” 

— —— TY 

SINCE 1906 
3-M_ Brand Flint Paper 9’ 11” 
IMPERIALEBrand FlintPaper83/,” - ol,” 
CRYSTAL wigs Emery Cloth 9” x 11” 


—_— 
SINCE 1907 


PIONEER Brand Flint Paper 834” x — 
WAUSAU Emery Cloth 9” x 





Made by 


MINNESOTA MINING & MFG. CO. 


SATM? Fama UL 
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, Customers 
Page etter: wilh 
pe RED BRAND 


How a farmer paid off his mortgage 
through the savings and profits of 
GOOD fence, well erected . . . this is 
the picture and story in Red Brand 





farm paper advertising for October 
. big 2 color half pages in leading 
state and national farm publications. 
It’s a story that will strike home to 
YOUR customers. Watch for it! 











Help yourself ... by helping your customer. When you sell him time-tested Red 
Brand fence, you’re putting a permanent, profitable improvement on his farm. 
You’re selling him fence that both he and you know is GOOD fénce. Many years 

of “Time Testing” on farms from coast to coast have established the reputation 
and popularity of the RED BRAND. We have plans that help you cash in on this 
leadership. Write for details. 


THE ONLY COLOR-MARKED FENCE... 


KEYSTONE STEEL & WIRE CO.@aee 
DEPT. P PEORIA, ILLINOIS ay eaawo eh 
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Inc., Bridgeport, Conn. 
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nition makes every man and boy’s fingers itch to get 
hold of them. Display them! They almost sell themselves. 


Stock Remington. Sell Remington. Get turnover. Make 
profits. The very sight of Remington guns and ammu- 
Remington Arms Company, 
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WITH BETTER 


@ It’s good business to handle glass 
that your customers know about. And your 
customers know L-O-F Quality Glass—recog- 
nize the label as a symbol of superior quality. 
This favorable familiarity is the result of many 
years of consistent national advertising, plus 
the sustained superiority of the product itself. 
For many years Libbey - Owens: Ford Quality 
Glass has been, as it is today, CLEARER, 


BRIGHTER and FLATTER. 
And it’s good business to handle glass that 
protects your profit. Produced in the longest 


and most perfect annealing lehrs in the in- 


dustry, L-O-F Quality Glass is less brittle, 
easier to cut—and there is consequently LESS 
breakage loss. From every angle, it pays to 
standardize on L-O-F Quality Glass. 

Libbey- Owens: Ford Glass Company, Toledo. 


LIBBEY Qwens Forpb 


QUNLTIV GLASS 
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SUCCESSFUL YEARS 


AS FRACTIONAL HORSE POWER 


Motor Specialists. 


In every field of appliances where one 


power is required, you will find a 
Marathon Motor doing the work 
faster... easier... quieter... 
and more economically. 


The designing and building of 


fractional motors is a specialized 
craft, a craft in which Marathon 
has led to produce a "New High" + 
in small motor efficiency. 

Marathon Motors are universally 


recognized in the following indus- 
tries: 


Oil Burners, Water Systems 
Air Conditioning, Air Compressors 
Refrigerators, Unit Heaters 
Ventilator Fans, Stokers 
Dairy Equipment, Ironing Machines 


Washing Machines 


Bread Slicers a> 


MARATHON ELECTRIC MFG. CORPORATION 
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BORKITS: Flexible leatherette 
roll with separate compartments 
for each bit. Flannel lined. Can 
be rolled and fastened with web 
tie straps. 
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THE IRWIN AUGER BIT COMPANY, WILMINGTON, OHIO, U.S.A. 
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Here's : 
CHRISTMAS PRESENT | 
from IRWIN 





We Are Increasing Your 
Margin on Irwin Sets Without 
P. Raising Consumer Prices 


Ke: year at Christmas time, there is a heavy 





demand for auger bits in sets, as they make excel- 


lent, practical gifts. This year we are offering 


a4 you an increased margin as an inducement for you to 
oe , promote Irwin Auger Bit Sets during this great buying 
s season. Records show that more Auger Bit Sets are 


sold during the holiday season than at any other time. 


Irwin Auger Bit Sets are wrapped in‘ brightly colored 
i Christmas paper and are available in Genuine Irwin, 
Bluwin and Clinton grades in a wide range of sizes and 
prices. You may have your choice of Six Bit, Ten Bit and 
Thirteen Bit Sets packed in the beautifully finished wood 
Borchest Case, or the high-grade leatherette Borkit Roll. 
Both make ideal gifts for those customers who are look- 
ing for something different 


| 

| 

| 

\} Since you can buy these sets at reduced prices, you'll 
i want to buy enough to take care of your future require- 
| ments for some weeks to come. If you haven't pushed 
] Auger Bit Sets as Gift suggestions, do so this year with 
Irwin and make more profit doing it. 


Ask your jobber for Irwin Borchest and Borkit Auger 
Bit Sets right now. Display them prominently and with 
the help of our FREE Xmas Sales Material with each set 
you'll sell them quickly. Order your sets today. These 
reduced prices prevail until December 10, 1937. 








BORCHEST: Hardwood, 
beautifully finished. Bits 
held in place: by tool 
steel clips so that any 
size bit is instantly avail- 
able. Three sizes, 6, 10 
and 13 Bits. 


FREE Xmas Sales Helps 
With Each Set 











Attached to each set of Irwin Auger Bits you’ll find a FREE 
packet of attractive Xmas Sales Helps Window and store signs, 
ef Bits price cards, spot displays, package inserts, etc., are included. 
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EVENTY years of manufacturing experience bridge the 
S production of these two pairs of LAMSON carriage 
bolis. Holding steadfastly to their job for 70 years—having 
to be cut out of the wooden paris they joined—the two 
old wrought iron bolts of LAMSON & SESSIONS’ earliest manu- 
facture reveal the existence of the integrity of materials 
and workmanship that has always been associated with 
the names of their makers. 


Contrast them with LAMSON carriage bolts of today—made 
of heat treated steel, with threads so uniformly accurate 


that all bolts and nuts of the same size are completely 
interchangeable —and at least 50% stronger than their 
predecessors. 


All LAMSON products are packed in the Prize Winning 
LAMSON carton—or package—trade-marked so distinctive- 
ly they can be mistaken for no other brand. All LAMSON 
cartons are three times stronger than any carton used be- 
fore! Ask your Jobber for them when you fill in your stocks. 
THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio. Plants 
at Cleveland and Kent, Ohio; Chicago and Birmingham. 


BOLTS « NUTS « COTTERS « CAP SCREWS 


BLAMSON & SESSIONS 








BROAD EN your Profit Base 


with the 


WASHINGTON LINE 


eet | yg MOKING AND Lo EVERY 


Miss no sales . . .. dominate and sell your entire range 








PURPOSE 
FUEL 


and heater market with the Complete Washington Line. 
With recent tremendous expansion of manufacturing 
facilities and the latest automatic equipment, Gray & 
Dudley are among the leading producers of ranges and 





heaters . . . evidence that Washington Products are in 
Table Top. Btertrte Manse overwhelming favor with the buying public. 











The 1937 Washington Line is the triumph of 75 years 
adherence to quality and progress... the finest ranges 
and heaters... the biggest VALUES... that the mod- 
ern methods can produce. Now is the time to join up 
with Gray & Dudley leadership. Write today for full 


details of the Washington Line and money- 
making dealer proposition. 





GRAY & DUDLEY COMPANY 
NASHVILLE, TENNESSEE 
Established 1862 


“WORTHY OF THE NAME" 





No. 3718-4-6 
Martha Washington Cast Range 


| 
| cttth 
HUNLENN) 


| 








No. 3618-4-$ General Washington Het. -Biast Modernistic Washington Hot-Blast Century Washington Hot-Blast 
George Washington Cast Balanced Range Super-Furnace for Super Furnace for Wood Super-Furnace for Oil 
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JOBBERS SAY 
“Cleveland is OK’! 


FEATURE THE CLEVELAND 
LINE NOW FOR EXTRA PROFITS 



























Hardware Jobbers know from expe- 
rience that Cleveland Chain is a dependable source of 
E supply. Years of constant, careful attention to the manu- 

facture of chain for every purpose has won this reputation 

for CLEVELAND. Four modern CLEVELAND plants lo- 

cated from Coast-to-Coast are daily producing the finest 

d types of welded and weldless chain. Whatever the need 

may be you can depend on CLEVELAND for chain of 
highest quality accurately made to specifications and 
shipped promptly on order. You are sure of pleasing 


e your customers and winning their confidence if you sell CLEVELAND 
? this long-established, guaranteed brand. ORDER FROM oni 
YOUR JOBBER. This attractive 


metal display stand 
gets chain out on 
the sales floor—sells 
it faster. Keeps 








space. Chain is 
simply unreeled and 
cut to length. 


A FEW CLEVELAND ITEMS THAT ASSURE PROFITS 
COW TIES PROOF COIL CHAIN UTILITY LOG CHAINS 


ia 
Electrie or fire welded—Tested. Straight = a a 


or twist link. Self-colored or hot galva- For general use about the farm, towing, tying 
pe or dragging. 











é DOG AND HALTER CHAINS 
ica Electra Ohio Pattern Cow Ties—All sizes 
and lengths. Bright and coppered finish. No. 220 
BREAST 
CHAIN 


BUCKEYE COIL CHAIN enh mikes 


center slide snaps 
and end snaps. 
Polished XC plate 
or imitation rub- 
ber finish. 


Packed in 100 ft. lengths or on reels. 8 Buckeye or Brown Pattern Chain. All stand- 
sizes. All standard finishes. ard sizes and finishes. 








LET THE FAMOUS RED SWIVEL DOUBLE YOUR TRACE CHAIN SALES 


CLEVELAND CHAIN 


ME. Cleucland Quality Chain Wins Steady Customers « 
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Announcing a New 
Member of the DOO-K.IP 


Family that's 


LOADED 


with PROFIT. 
POSSIBILITIES 





Doo-Klip WIRE TIGHTENER 





There’s Nothing Like It... Every 
Farmer and Fence Owner Needs One 


Now, for the first time wire lines, fences, etc. can be tightened 
as easily as they can be cut. The Doo-Klip Wire Tightener 
takes the slack out of drooping fences in a jiffy — by “‘crimp- 
ing” the wire. These crimps do not weaken the wire and are 
not easily pulled out. Each crimp is equivalent to removing 
about one inch of wire from the fence line. No pulling, haul- 
ing or loosening staples. 

The Doo-Klip is ruggedly built to last a lifetime, and sells 
on sight to farmers, growers, etc. In fact, it has a ready wait- 
ing market wherever wire is used. Pays for itself the first 
time used. 

The Dodo-Klip Wire Tightener is one of the hottest items 
offered the hardware trade in years. It has no competition 
and is priced for big profits on a volume basis. Nationally 
advertised. Get complete information on this new Doo-Klip 
product today — see your jobber or, write direct. (Sample 
sent on request.) 


ALLIANCE MFG. CO., ALLIANCE, OHIO 
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Doo-Klip ... the World’s 
Finest GRASS SHEAR 


An old “stand-by” that has been a steady profit- 
maker for years. Customers like it for its “feel”, 
its balance and long-lasting efficiency. It’s made 
to fit the hand and will not tire the user. Priced 
for a generous profit, too. 

Specifications: Overall length 1134”. Cutting 
capacity 514". High carbon, cold rolled steel 
blades cadmium plated to resist rust or acid. 
Patented toggle action stud assures constant 
self-tension and self-sharpening. No adjusting, 
springing or pinching. Single nut takedown for 
easy Cleaning. Finished with jade green enam- 
eled handle. 

Doo-Klip Grass Shears sell faster and bring 
more profits. 








SOLD ONLY THROUGH YOUR 


JOBBER 
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VAUGHAN HAMMERS 


Fine workmanship, fine quality, 
are combined in the production 
of these hammers designed to 
give every advantage possible 
to this type of tool. The spring 
eyes, non-slip claws and fulcrum 
tops are points which make 
outstanding hammers. 


VAUGHAN AXES 


Two high grade steels, each 
chosen for its purpose, com- 
bined by the patented electric 
fusing process make the 
Vaughan Axe a perfect tool. Its 
Open Adze Eye construction 
guarantees against handle 
breakage, a weakness found in 
other type heads. The fine bal- 
ance of these axes, is the 
result of careful designing. 
There is one especially made 
for every purpose. 


OTHER VAUGHAN TOOLS 


include hatchets, planes, chis- 
els, machine punches and bits, 
wrecking bars, pincers and 
nippers as well as a complete 
line of other products useful to 
the mechanic. Each is made 
with the guarantee of perfec- 
tion and long life. 


——— 


projects like Radio City have their start on drafting 























boards, but the real work is done by skilled mechanics using fine tools. 
Vaughan tools are the kind any man can rely upon to meet the rigid tests 
they must pass to qualify for the finest work. The background of Vaughan 
is an assurance of uniform quality and a guarantee of perfect workmanship. 
Their long life and especial usefulness are features that have always been 
recognized by master craftsmen. That's why they have such a fine reputa- 
tion where tools are important to the success of a job. 





MA 
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VAUGHAN & BUSHNELL MFG. COMPANY 
2114 Carroll Avenue 


UGHAN Scot 


Chicago, Illinois 
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SPECIAL MATERIALS... 
alloy low sulphur, rust-resisting steel, Gray Diamond 
begins with a basically stronger, tougher wire, devel- 
oped in the Wickwire Brothers, Cortland mills. 


made from our copper 


CHITA 
iH) Vf, , f if, 


, 
4 M 
v4 


WELDED JOINTS... hold the more uniform mesh so 
stiff that when unrolled, this patented fabric stands erect 
like sheet iron. Stronger, tougher, this perfected Gray 
Diamond is more rigid than twisted netting. 


UNROLLS FLAT... and goes easily and smoothly into 
use without sagging or bulging. Requires only minimum 
of stakes and often reduces installation to a one-man 
job. Our exclusive non-extendible selvage edge adds 


D E A L E R S to atenati long life and fine appearance. 
































Ask your jobber. If he cannot TWO SIZES AND WEIGHTS... Heavy —150-ft. 
immediately supply this fast bales; 2, 3 and 4 ft. wide, 18-gauge wire, 1-in. mesh. 
moving welded fabric, write us Light — 150-ft. bales, 20-gauge wire, l-in. mesh. Also ; 
and we will tell you the near- 2-in. mesh in same widths, 18-gauge. Hot galvanized i 
est Wickwire Brothers source, or green painted. y 
and send catalog promptly. a 
WIRE « WIRE CLOTH e POULTRY NETTING © HARDWARE CLOTH e¢ WIRE NAILS 2 
Fi 
WICKWIR | | 
F B RO H E R sy ; 


Mis hoor rea 


CORTPTEAN D-- NEW YORK:: U.S.A. 
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GET A GRIP 
ON SALES.. 
WITH THE 





It's been a profit item for more than 68 years. 
Walworth Genuine Stillson Wrenches have 














; . ; 
the quality that sells easily ...stays sold... WALWORTH 
and builds profits and reputation for you. GENUINE 
; oe STILLSON 
The Genuine Stillson is stronger and 4 waseeene 
tougher than ever before. They have been 7 _ Walworth Genuine Stillaons 
sy come with steel han in 
modernized through the use of the best ob- as sizes from 6” to 48°; with 
‘ , ee wood handles in sizes from 
tainable steels and a new heat-treating proc- ae 6" to 14”. 
ess. With the ever-growing demand you can 
get a better grip on sales by carrying an WALCO 
adequate stock. WRENCH 









Genuine Stillsons are available with steel 
handles in sizes from 6” to 48”; with wood 
handles, 6” to 14”. Your regular jobber can 
take care of your orders. 


WALWORTH 


COMPANY 


60 EAST 42nd STREET, NEW YORK 


The new 
Walco Wrench 
is for heavy 


duty—the strongest 





LS 


and safest of all 


with renewable teeth 





on the lower jaw. Made 


in sizes from 6” to 48”. 

















Distributors in Principal Cities throughout the World 
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RIVETS may be small in size— but | 
their job is a BIG one—recommend 


and sell the BEST 

















The BEST tubular rivets cost so little that it ceases 






to be a worthwhile economy to gamble with their 


quality. A saving in cost usually means a sacrifice in 


efficiency! Rivets made by TUBULAR RIVET & 
STUD COMPANY are true to gauge, thoroughly 
dependable and 100% usable. TR &S RIVETS are 


made to standard — not to a price. It's to your own 





advantage to recommend and sell only the BEST! 


TUBULAR RIVET & STUD COMPANY 
BOSTON + + +« MASSACHUSETTS 










Southern Rep. Western Coast Rep. 
CAVERT AND LIPSCOMB T. C. DE LOACH 

Nashville, Tenn. Postal Telegraph Bidg. 
Cal. 







Dallas, Texas San Francisco, 
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EVERYTHING 


for your 


Profit.... 


If you believe you ought to sell more bicycles and 
are in dead earnest about making more money in 
the bicycle business, consider these facts: 


@ Sixty years of time-testing its methods, 
materials and man-skill has established 
Westfield’s reputation as the undisputed 
leader in quality. 











Model Bé4TS 


A fully equipped 
po er aati To unmatched quality Westfield has 


extra-value. 
added the appealing beauty of ad- 
vanced design and the practical advan- 
tages of the most modern equipment. 








NEW HORNLITE 


Westfield's own design 
ultra-streamline—a beauty. 


These are familiar facts to your customers. They 
want to buy Westfield-made bicycles. They know 
they will get extra value for the price they pay. 
Is there a sounder basis for growth and profits in 
like it! your bicycle business? Let’s get together and sell 
these customers what they want. 


INSTRUMENT PANEL 


Tells speed and time. An 
exclusive feature—nothing 








THE WESTFIELD MFG. CO. 
NEW! FRONT HUB BRAKE WESTFIELD, MASS. 


Available on any 
WESTFIELD BICYCLE 


In line with its policy to give its Dealers 
the finest in equipment Westfield offers a 
strong, positive-acting Front Hub Brake. In- 
ternal expanding type powerfully constructed 
and road-tested for many years. Instantly 
responsive to slight pressure on hand lever 
conveniently located on handlebars. Supplied 
at reasonable extra charge on any Westfield- 
built bicycle. Ask our salesman or write for 
complete details. 
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If you do not yet know the real 
significance of this SYMBOL... 
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and if you are interested in learning 
what itis... 


ask any one of the thousands of Hardware 
Retailers who Do know and who are bene- 
fitting by it. 

e@ee 





Why do more and more successful regulation hardware retailers concentrate on 
the Tools and the Plans made famous by Peck, Stow & Wilcox? 


Why have more and more of the leading jobbers become distributors of Pexto 
Plans . . . and given these tools top positions in their own sales efforts? 


Simply because practical, hard-headed thinking has supplied . . . under these 
trademarks . . . the real VALUES that the public IS buying today. 


ASK YOUR JOBBER 


RRS 





THE PECK, STOW & WILCOX COMPANY - SINCE 1785 - SOUTHINGTON, CONNECTICUT 
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“These J&L nails 
drive straight .. 
hold tight.” 


‘‘T found that 
out...that’s why 
I am back for 


” 
more. 


- 


LL nails look alike, yet there 

is a difference. If your cus- 

tomers buy one lot of inferior 

nails that are not perfectly pointed 

... bend or break in driving... 

your reputation for selling good 
merchandise suffers. 

Therefore ... be sure you stock 
the best. Buy J&L Nails . . . they 
are made of steel especially se- 
lected for uniform strength and 


stiffness ...are accurately formed 


and pointed by special automatic 
machinery. J&L Galvanized 
Nails, in the Green Keg, are 
smoothly coated by an improved 
hot process for resistance to cor- 
rosion... for long life and 
economy. 

For repeat sales to satisfied cus- 
tomers ... for faster turnover... 
stock J &L Nails and other Jones 
& Laughlin Wire Products. See 
your J&L Distributor . . . today. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 
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Upon Captain George H. Monsell, Sailing Master of the 
Ranger, fell the important job of selecting the sailing cord- 
age, as well as picking and training the crew to handle it. 
Masterful sail handling and setting were important factors 
in the brilliant performance of America’s Bath-built Cup 
Defender. 


HE major part of the Ranger's sailing ropes—the lines 
— that did the active sailing work—were Columbian Pure 
Manila. She used it in the tune-up trials . . . in the elimina- 

tion and cup races. She uses it now. 

Sailing rope was one of her most vital points. One failure in 
the manila strands singing tautly under the mighty strain of her 
clouds of canvas might have meant disaster. 

But Captain Monsell—seasoned to the ways of sail and rope 
and racing sloops—pinned his faith to Columbian Cordage. 
Result—victory! Read his letter—see how Columbian again 
“demonstrated its excellent quality.” 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street 
AUBURN, “The Cordage City,” N. Y. 


LUMBIAN ROPE 
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American Steel and Wire Co., Cleveland, Chicago and New York 





How you can build your 


NETTING SALES 


by a simple demonstration 


You can make more netting sales—more quickly—by simply 
showing your customers why American Hex-Cel Poultry Net- 
ting is the best buy. Use this simple sales procedure. It works. 





ND this is more than a matter of appearance. 
Hex-Cel’s trueness makes it easier to erect. 
No top or bottom boards are needed. It holds its 
shape—tight and straight. Made of rust-resisting, 
copper-bearing steel, this lustrous netting is 
further fortified against weather and chicken yard 
chemicals by a heavy, even coat of galvanizing. 
Hex-Cel looks better and holds its shape longer 


because it is made right .. . known better because 
it is well advertised—and yet it costs no more than 
ordinary netting. Order a stock of Hex-Cel now. 


U-S-S American Wire Products for the farm are 
available for prompt shipment from our mills and 
warehouses and from nearby jobbing stocks. Write us 
direct or see your jobber. 


U-S°S AMERICAN HEX-CEL POULTRY NETTING 


Other American Brands: Hextraline, Straightline 


Columbia Steel Company, San Francisco, California 


Tennessee Coal, lron & Railroad Co., Birmingham, Ala. 


UNITED STATES STEEL 





United States Steel Products Co., New York, Export Distributors 





Farmers Everywhere 
Enthusiastic Over the New 


Startsfharger 


WASHER-MOTOR 


ELECTRIC CRANKING ... WASHING ... BATTERY CHARGING 


No farm equipment in years has caused so much favor- 
able attention. Farmers and their wives are flocking to 
stores where they can see demonstrations of gasoline driven 
farm washers equipped with the new Briggs & Stratton 
Start-Charger Washer Motor. . . . Are you getting your 
share of all this new business? Think what this new 
motor does! It’s self starting like a motor car. And it 
charges radio and other storage batteries—while doing the 
washing. No wonder farmers are even discarding their 
old washers and buying the new Start-Charger Models. 


Share in the extra profits that the Start-Charger Motor 
is bringing so many dealers—get in touch with 
your washer manufacturer immediately. 
BRIGGS & STRATTON Corp. 


Milwaukee, Wis. 
U.S.A, 


ary 


for many years. Why pass up 
this business when you can 
make plenty of sales now on 
Start line wash- 


a Fa |)| BRIGGS & STRATTON 


HARDWARE AGE 





AADAADMADD AAA AA AAA LU a 


OAAMRADAAAAARAAAL 


a, ~SOQRIARI 


y? 


SS URS 


N 


YS 








Vol. 140 No. 8 





GEORGE H, GRIFFITHS 
President and General Manager 


CHARLES J. HEALE, Editor 


Associate Editors 
KENNETH A. HEALE 
GEORGE M. SANGSTER 
RUDOLPH 8S. WILD 


ALBERT J. MANGIN 
“Who Makes It?’ Editor 


L. W. MOFFETT 
Washington Representative 


JOHN G. WILCOX 
Circulation Manager 


ADVERTISING REPRESENTATIVES 


New YORK: 
HAL BLODGETT, 239 W. 39th St. 
LOSTON: 
CHAUNCEY F. ENGLISH, 140 Federal St. 
CLEVELAND: 
WILL J. Fepvery, 709 Union Bidg., 1836 
Euclid Ave. 


(CHICAGO: 
L. V. ROWLANDS, 802 Otis Bldg. 


SAN FRANCISCO, CAL. = 
R. J. BigcH, oo Sansone St. 


tas oe ES, CA 
. BircH, $46 ‘So. Broadway 


SUBSCRIPTION PRICE—Unitted States, its possessions: 
one year $1.00. Mezico, Central America, South 
America, Spain and its colonies: one year $1.00. 
Canada $2.00. Foreign countries not taking domestic 
rates, one year $2.50. Single copies 15 cents each. 


Owned and Published 
by 


© 


CHILTON COMPANY 
(Incorporated) 


Editorial and 
Executive Offices 
239 West 39th _ 
New York, N. Y. 


Publication Offices 


Chestnut and 56th Sts., 
Philadelphia, Pa. 


Officers and Directors 
C. A. MUSSELMAN, President 
FRITZ J. FRANK, Executive Vice-President 
FREDERIC C. STEVENS, Vice-President 


JOSEPH 8. HILDRETH, si 
GEORGE H. GRIFFITHS, 7 
EVERIT B. TERHUNE, = 
ERNEST C. HASTINGS, wt 


WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JOHN H. VAN DEVENTER 
JULIAN CHASE 

THOMAS L. KANE 

CHARLES 8. BAUR 

G. CARROLL BUZBY 

P. M, FAHRENDORF 


WARE 
GE 


Editorial and 


Published Every 
Other Thursday 


Publication Offices 


Chestnut and 56th Sts., Executive Offices 
Philadelphia, Pa. 239 West 39th St., 
New York, ° 


Established 1855, succeeding and embodying “Hardware” of New York; “Stoves 
and Hardware Reporter,” St. Louis; **The Western Hardware Journal,” Omaha; 
“Iron Age Hardware,” New York City; “The Hardware Reporter,” St. Louis; 
“Hardware Salesman,” Chicago; “Hardware Dealers Magazine,””’ New York and 
“Good Hardware,” New York. 


EDITORIAL CONTENTS OF THIS ISSUE 
OCTOBER 21, 1937 


Just Among Ourselves, by Charles J. Heale 67 
Taking the Mystery Out of Builders’ Hardware, by Adon H. Brownell 70 


The Story of the Chicago Convention 73 
Prominent wholesalers and manufacturers of the hardware 
industry discuss: Tariff Problems, Price Trends and Price 
Practices, Wages and Hours, Sales Policies, and Problems of 
Management and Warehousing. This is the complete story of 


what happened and what was said at this important meeting. 


News of the Trade ' 98 
Hardware Age Window Displays .. . 110 
How’s the Hardware Business? ......... 112 
What's New? . Te Ore ee eee 134 


You Are Safer in Your Own Hardware Store at 40, 
by Saunders Norvell 140 


A Hardware Man Visits Europe, by J. H. Crowe . 148 
Coming Conventions and Events .... 184 


ee) al ee : 190 


Copyright 1937 by Chilton Company (Inc.) 


Advertising Index, Page 194 



















































































































































































to an Ideal 


IGHTSEERS in the city of Washington are 
~ usually directed to a simple monument of 

stone rising out of the ground some five 
hundred and fifty feet. It is grandly unpreten- 
tious, merely a gigantic shaft, yet its simple out- 
lines express more clearly than volumes the 
regard of a great people for the ideals of a great 
man. It expresses the strength of unswerving 
loyalty to righteous faith. 
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INCE the birth of Empire LEVELs, a little 
Sy over four years ago,* we have attempted to 

adhere to a strict program of quality manu- 
facturing as clearly defined as the outlines of the 
great Washington monument. It has been no 
easy task, especially during the tempestuous years 
just past. The temptations to cut quality have 
been great and the deviations we might have 
affected seemed of small importance. But slowly 
and surely our ideal has been shaping itself. Ever 
increasing numbers of Hardware men are help- 
ing us to raise the monument of dependable Level 
accuracy higher and higher into the air. Many 
are kind enough to tell us that the Empire Level 
is the finest tool of its kind in the land. When 
that opinion is universally accorded then we shall 
have realized our ideal. 








_ Empire Levet Mre. Co. 
MILWAUKEE, WIS. 
MANUFACTURERS OF A COMPLETE LINE OF 
QUALITY LEVELS 





























* This Advertisement first appeared in 1922. We have reproduced it regularly each year since, as a public mani- 
festation of the ideal that has assisted us in putting our BEST efforts into our products. 
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CONTRACTS :— 


Despite all warnings to the con- 
trary, hardware merchants con- 
tinue to sign contracts with previ- 
ously unknown salesmen, _rep- 
resenting previously unknown 
sources of supply. Too often these 
contracts are legally bullet-proof. 
Technically, even an obviously 
raw deal has often the cloak of the 
law to shied it when all stated con- 
tractual conditions have been ful- 
filled. The trouble is that we do 
not read and consider these con- 
tracts before we sign. All of our 
thinking and worrying is done 
after we are stuck with a bad bar- 
gain. As Andy told Amos, or vice 
versa, about contracts—“The big 
types gives it to you and the small 
type takes it away from you.” 
That’s about it. If you must take 
apparent “batgain deals” from 
people you do not know, read all 
conditions on the contract before 
you sign it. 


LABEL IDEA:— 


Without further comment I 
quote from the letter of an Arizona 
reader who writes: 

“There ought to be a law or at 
least a gentlemen’s or hardware- 
man’s agreement on a subject that 
we spend a lot of time talking or 
cussing about, but, like Mark 
Twain’s weather, never do any- 
thing about. 

“It may not do this writer any 
good because my span is about 
spent, but the suggestion may ben- 
efit the boys whose duty it will be 
to continue to mark up goods with 
cost, selling price, stock numbers 
or what have you and not a spot 
left on the package to use. 

“Could those responsible for 
covering every available space on 
the surface of containers, packages 
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By CHARLES J. HEALE 
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and wrappers with printed matter, 
especially of the small variety, be 
brought to realize what a favor 
could be conferred by leaving a 
reasonable blank space for the use 
of the fellow who marks up the 
goods? 

“The question is how could it be 
brought to the attention of design- 
ers who get up copy for packages? 
By hardwareman’s rights, the right 
hand side—facing the front or title 
end of a package or box should be 
left blank for his use or at least a 
reasonable portion of it.” 


CREDIT SALES :— 


If a retailer is going to extend 
credit, either as a general prac- 
tice or on special occasions, it 
should be extended in a cheerful 
manner. A store doing a strictly 
cash business will not offend a 
consumer with a proper explana- 
tion of that policy. But once credit 
is granted there should be “credit 
with a smile.” Last Sunday I had 
an interesting experience with my 
local news dealer. For 16 months 
I have been buying my _ news- 
papers, cigars, cigarettes, tobacco, 
ginger ale and ice cream from this 
store. Approximately $5.00 per 
week of my hard-earned money 


goes to this dealer and of course, 
all transactions have been on a 
cash basis. He knows where my 
home is located, sees me at least 
once a day and, because he is 
somewhat curious, he even knows 
my method of earning a living. 


ANNOYANCE:-— 


Despite this, I had an annoy- 
ing experience with him. I had 
been fishing all day and naturally 
was wearing old clothes. I took 
some folks to the railroad station 
and on my way back home de- 
cided to obtain 50 cents worth of 
cigars. When I got into the store 
I found I did not have any money 
in my pockets so I asked the deal- 
er if my credit would be good for 
a couple of hours or for over 
night. He extended the credit all 
right but in such a way that I felt 
as though I had robbed a blind 
man’s bank or the church poor 
box. He asked me to spell out 
my name, give my initials and got 
out a big book in which he made 
an entry of the charge. By this 
time I had already put one cigar 
in my mouth. He didn’t say much 
and he didn’t do much, but all 
that he did was discourteous and 
made me feel that I was neither 
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Step-up Your far Kitchen Hardware Sales! 


Colordoned” 








N 1369 Brass 
Ne 1368 Stee 
REVERSIBLE erat Ivory finished metal display mounted with 
sitive in Action, Ultra-Ne a selection of the most popular items. 
Panel 9''x 12", small, neat, compact. 









YOU PURCHASE 
ONLY 

THE HARDWARE 
ON IT 









NO OBLIGATION - WRITE FOR COMPLETE INFORMATIONS 





Again National Brass smashes through with another 
powerful sales builder, packed with Double Selling 
punch — and Extra Profits for You! Men like the 
glistening tarnish-proof Crome, the clever new catch, 
the smart designing, the idea of smooth operating 
kitchen doors and drawers. Women like the gayness 
and crystal “spic and span” look, these dashes of 
vivid color and sparkling Jewel-like Crome give 
their kitchens. 


You can Cash-in! The “cream” of the business is 
yours, if you go after it. Place this Display out-in- 
front on your counter — catches the fancy of both 
men and women — sells on sight. A perfect com- 
panion to our other displays. Helps sell paint, too. 
Get all the facts, no obligation, write direct to us. 


_ 
National Brass Co., Mfrs., Grand Rapids, Mich. 


lat Builders’ * Cabinet * Screen Door Hardware 


Color toned" Copyright 1937 N. B. C. 














welcome nor entitled to 50 cents’ 
worth of credit in his store. As 
a result I drove home immediately 
and got some money and returned 
and paid my debt within 20 min- 
utes. His only comment on pay- 
ment was “So soon?”. I may meet 
this dealer on the street some 
time but I don’t think I will go 
into his store, willingly, for some 
time. 


CASH BASIS :— 


Had he told me that he was 
doing a strictly cash business, 
which would not be strictly true, 
I would probably have agreed 
with him that that was the way to 
do business and it would not have 
been a hardship to have returned 
home without the cigars or to 
have gone home, obtained the 
money and made the purchase. So 
I repeat, if you are going to ex- 
tend credit do so on a basis that 
wins a friend and not on a basis 
that makes the customer wince in 
discomfort. I am perfectly sym- 
pathetic with hardboiled credit 
regulations but I would do all the 
hardboiled part before granting 
credit. Once the sale has been 
made on the credit basis under- 
standing I believe the customer 
should be made to feel as welcome 
as possible to this little extra ser- 
vice. All people are annoyed at 
small discourtesies and, of course, 
I am no exception. 


CHICAGO :-— 


It was the largest convention 
ever held by wholesalers and man- 
ufacturers of hardware. From 
Oct. 18 to 21, 1937, the Palmer 
House in Chicago was jammed 
with hardware men. It was the 
43rd annual convention of the 
National Wholesale Hardware 
Association and the 75th semi- 
annual meeting of the American 
Hardware Manufacturers’ Asso- 
ciation. A comprehensive story of 
what happened appears in this 
issue, delivered to you less than 
one week after the convention 
closed. 


Mr. McLAUGHLIN :— 


One of the most practical con- 
tributions to the Chicago conven- 
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tion was an illustrated talk by 
E. H. McLaughlin of Union Hard- 
ware & Metal Co., Los Angeles, 
Cal. He outlined his firm’s ware- 
house bin construction and num- 
bering system, and displayed giant 
photos to illustrate each point. 
An extensive illustrated descrip- 
tive article of this system was fea- 
tured in the Oct. 7, 1937, issue of 
HarpwarE Ace. Reprints of this 
article have been made and as long 
as the supply lasts readers may 
obtain a copy of this article on 
request. 


STOCK MARKET :-— 


During the first two days of the 
Chicago convention, the stock 
market took a nose dive. Basic 
stocks went down distressingly. 
As many as 8,000,000 shares were 
sold in a single day. There was 
excitement aplenty but no panic. 
The downward slide ceased and 
the sale of shares sold was cut in 
half on the third day. One hard- 
ware executive expressed the situ- 
ation very clearly when he said: 


“Any time there are 8,000,000 





...I am still of the deep- 
rooted opinion that hard- 
ware stores should seek 
greater sales volumes, 
partly through the more 
aggressive promotion of 
electric refrigeration, 
stoves, radio, washing ma- 
chines, etc. Given every 
price equality on the gen- 
eral run of hardware stock, 
sales could not be materi- 
ally improved without a 
higher individual unit of 
sale. But it is a fair argu- 
ment to say that given 
more equitable prices on 
standard, “run of the mill” 
merchandise, hardware 
stores would enjoy greater 
store traffic that would en- 
courage more opportunity 
for selling the many major 
items that are closely akin 
to hardware items. 
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shares sold it must be remembered 
that there are 8,000,000 shares 
bought. Many companies thus ac- 
quired, at very low cost, their own 
stock and retired it, giving them 
a stronger set-up. Wise investors 
knew that prices were low and 
values good those two or three 
days and so this time it won’t con- 
tinue.” And as we go to press: 
this view appears well justified. 


MR. PATMAN :— 


Wright Patman, congressman 
from Texas addressed the Wednes- 
day joint session of the conven- 
tion. He traced developments since 
passage of his famous Robinson- 
Patman Law and outlined the 
probable developments under the 
closely related Tydings - Miller 
Law. At the close of his remarks 
he told of a new measure he will 
sponsor. This proposed legisla: 
tion would prohibit retailing by 
the same firm or individual in 
more than one state. Obviously 
aimed at large national chain store 
groups, such a law may hit a re- 
sponsive chord in the hearts of 
many independents. But the best 
legal opinion that I can obtain 
suggests that such a law would be 
declared unconstitutional and be 
considered as unreasonable dis- 
crimination and interference with 
legitimate commerce. Not being 
a lawyer, I don’t know who is 
right, but from the distribution 
standpoint I doubt that such a 
law could work to any advantages 
for independent retailers. To avoid 
chain store taxation, several large 
operators, notably in the service 
station field, are reported to be 
giving employee-managers’ short 
term leases so_ that” individual 
places of business are ostensibly 
and technically individually owned 
and operated. The leases are said 
to have clauses that would permit 
recovery by the parent corpora- 
tion at will within 24 hours. This 
seems plausible and understand- 
able and obviously would nullify 
any such measure as Mr. Patman 
now suggests. Taking a cue from 
his own remarks about “not crowd- 
ing law-makers or the courts” to 
avoid overplaying the trend to- 
ward regulatory legislation, it 
might be well to suggest that he 
follow a similar procedure. 
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By ADON H. BROWNELL 


N the preceding issue of HARDWARE 
| AGE you read the 12th and final chap- 
ter of our elementary course on the 
subject “Taking the Mystery Out of 
Builders’ Hardware.” 

In that elementary course I tried to out- 
line for you in the simplest manner pos- 
sible the stock of a small dealer in build- 
ers’ hardware, how to put that stock 
away and how to keep stock records. 

Next, you were given a plan of a modest 
home that you might learn to read blue- 
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prints. During several chapters that fol- 
lowed you were instructed step by step on 
how to equip and sell the hardware for 
every door, cupboard, window, shutter 
and miscellaneous item required to com- 
plete the necessary hardware for that 
house. 

Suggestions were made on getting kin- 
dred hardware items while the house was 
being erected and after the owner had 
taken possession. 

Methods of estimating, listing and ser- 
vicing the work were carefully outlined. 
At the conclusion of this elementary - 
course you should be able to handle build- 
ers’ hardware in a modest way for the 
inexpensive homes even though you might 
have been only a beginner when you read 
the first chapter. 

Even if you had been only clerking in 
a store you should have been greatly aided 
in your selling over the retail counter, 
providing, of course, that you have studied 
the subject matter carefully as you went 
along. 

Whether these objectives have been ac- 
complished or not is, after all, something 
that is up to you as an individual. 

Now comes a most important step for- 
ward in your builders’ hardware educa- 
tion. The Intermediate Course in “Tak- 
ing the Mystery Out of Builders’ Hard- 
ware.” 

Considerable comment has been made 
to me and to others who have passed the 
word on that the chapters so far have 


HARDWARE AGE 





in This 


OF HARDWARE 


1e| Intermediate Course 


Outstanding Editorial Educational Series 


been too simple. My answer would be 
that if it is true I am very grateful. 

The term “elementary course” would 
in itself signify it should be simple and 
I am happy indeed if it proved to be to 
all the readers. 

Our intermediate course, I think I can 
safely say, will not be so simple, neither 
is it so hard. It’s really “intermediate.” 

If you have mastered the elementary 
course I am sure that you will not find 
the intermediate course difficult. 

The editors of HARDWARE AGE, still 
feeling that at this particular time resi- 
dential hardware is by all odds comprising 
the major part of the building program 
have, I feel, been very wise in suggesting 
that the intermediate course should large- 
ly be confined to residential hardware for 
the homes of our country. 

Therefore, we will not take up the sub- 
ject of builders’ hardware for other 
types of buildings until we reach our ad- 
vanced course. Many of the things you 
will learn in the intermediate course will 
help you materially in the advanced 
course, just as the elementary course just 
completed should help you materially in 
this intermediate course. 

So I ask you to keep in mind as we 
study the intermediate course that in writ- 
ing it I have principally in mind—residen- 
tial hardware. 

The intermediate course will open in 
the next issue of HARDWARE AGE with a 
very complete description of all the base 
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metals used in the making of builders’ 
hardware. Having mastered that chapter 
you should be well equipped to intelli- 
gently discuss the values of all base metals 
from which builders’ hardware is manu- 
factured. 

In the chapter immediately following 
the one on base metals will come one on 


Paces from the elementary 
series now completed. 











hardware finishes. Incorporated in this 
chapter will be a comparative finish list 
of practically every builders’ hardware 
manufacturer in the country. 

Whether you are a beginner or the 
best builders’ hardware engineer in the 
country I believe you will find this com- 
parative list decidedly valuable. 

Similar comparative lists will be found 
in later chapters on butts, hinges and 
locks. Manufacturers have been extreme- 
ly cooperative in supplying us with their 
comparative numbers and I wish to take 
this opportunity of expressing my appre- 
ciation to them. 

Following the discussions on butts, 
hinges, locks and lock sets will come an 
outline of schools of design. Tubular and 
cylindrical locks will have a chapter to 
themselves. 

Various types of cupboard hardware, a 
chapter on modern kitchen cabinet hard- 
ware and a greater development of the 
subject of window hardware should add 
greatly to your knowledge of the subject 
of residential builders’ hardware. 

Space will also be devoted to rough 
hardware. You will be instructed on how 
to estimate sash weights, sash cord or 
chain and garage door hardware. 

Miscellaneous plus business items for 
the home will be found among the later 
chapters of the intermediate course. 

In all, there will be 18 chapters devoted 
to this course and when you have finished 
these you will be a long way toward your 


development as a well-rounded builders’ 
hardware engineer. 

Before starting this intermediate course, 
however, may I urge you to again care- 
fully read over the elementary course. 
If you find anything in it that you do not 
understand ask the salesman who sells 
you your builders’ hardware to explain it 
to you or write direct to me, care of 
HARDWARE AGE and I shall be pleased to 
answer you as fully as I am able. 

Following is an outline of the chapters 
which follow in the intermediate course. 

Chapter 13 Base Metals 

Chapter 14 Hardware Finishes 

Chapter 15 Butts 

Chapter 16 Hinges 

Chapter 17 Bit Key Locks 

Chapter 18 Cylinder Locks 

Chapter 19 Lock Trim 

Chapter 20 Lock Sets 

Chapter 21 Schools of Design 

Chapter 22 Schools of Design 

Chapter 23 Tubular and Cylindrical 
Locks 

Chapter 24 Cupboard and Secret Door 
Hardware 

Chapter 25 Hardware for Modern 
Kitchen Cabinets 

Chapter 26 Window Hardware 

Chapter 27 Window Hardware 

Chapter 28 Miscellaneous Rough and 
Finish Hardware 

Chapter 29 Miscellaneous Rough and 
Finish Hardware 

Chapter 30 Summary and Introduction 
Advance Course 


The first article in The Intermediate Course of the series “Taking the Mystery 
Out of Builders’ Hardware” will appear in our next issue, dated November 4, 1937 








The Christmas Merchandising Number! 


HE November 4, 1937, issue of HARDWARE AGE will be 

the Christmas Merchandising Number, and will be de- 
voted primarily to presenting a solution to the holiday prob- 
lems of the hardware dealer. This issue will contain a 
description of ideas and methods telling how other hard- 
ware dealers have increased volume and profits as a 
result of promotions at Christmas. Watch for this issue! 
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The Story of 


The Chicago Convention 


Registration approximately 2,000 smashing 


all previous records. 


Wholesalers discuss 


management and operating problems, legis- 


lation and taxation. 


Shannon Crandall re- 


elected N.W.H.A. president. Manufacturers 
consider tariff situation, hours, wages, prices 
and re-elect Robert G. Thompson as presi- 
dent for third term. Palmer House, Chicago, 
was headquarters from Oct. 18 to 21, 1937. 


OR the past three years attend- 
ance records have been broken 
for the annual October conven- 
tions held jointly by the National 
Wholesale Hardware Association 
and the American Hardware Manu- 
facturers’ Association. This year, at 
Chicago, all previous attendance rec- 
ords were completely smashed. Ap- 
proximately 2000 registered with the 
customary relative quota of those 
present who neglect to register. The 
fourth floor Hardware Lobby at the 
Palmer House, Chicago, was a veri- 
table beehive from Oct. 18 to 21, 
1937. It was the forty-third annual 
convention for the wholesalers and 
the seventy-fifth semi-annual gather- 
ing of the manufacturers. 
Secretaries Fernley and Rock- 
well may very properly feel happy 
and proud of their 1937 joint con- 


OCTOBER 21, 1937 


vention. It was a real success and 
so heavily attended that the conven- 
tionites hardly realized that it rained 
heavily outside much of the time and 
that the stock market had taken a 
couple of nose dives. A quick ap- 
praisal of the informal comments 
heard would suggest that 1937 will 
be recorded as a good year for both 
manufacturers and wholesalers with 
relations between these two groups 
more satisfactory than has been re- 
ported in many years. That fall 
business has not been quite as good 
as expected was fairly apparent, yet 
most hardware firms find their ag- 
gregate business for the year most 
satisfactory. The very heavy conven- 
tion attendance proves that. 
Naturally, the strange antics of 
the stock market were discussed very 
generally but with a reassuring calm 


The Palmer House, Chicago—scene 
of the convention. Above is shown 
a portion of the Chicago skyline. 
Chicage photos by Kaufman-Fabry. 


that eloquently testified the confi- 
dence of business leaders in the 
basic outlook for the remainder of 
the year and for 1938. 

The wholesalers gave special at- 
tention to management and operat- 
ing problems seeking more efficient 
methods for the wholesale distribu- 
tion of hardware and kindred prod- 
ucts. They discussed inventory prac- 
tices, replacement costs, price trends, 
competition, compensation for sales- 
men, pricing methods, warehouse op- 
erations and such legislation as the 
Robinson-Patman and Tydings-Mil- 
ler Laws. 

Tariff problems, wages, hours and 
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prices were discussed in the manu- 
facturers’ sessions. Concern over the 
costs of government and the ever- 
increasing taxation burdens of busi- 
ness were prominent topics with 
both groups, with particular atten- 
tion given to current tax levies on 
undistributed earnings. 

The wholesalers went on record 
urging producers to extend, univer- 
sally, at least a 2 per cent cash dis- 
count. They also heartily endorsed 
support of the Celler Bill to modify 
undistributed earnings, taxes, and 
reaffirmed their 1935 resolution ask- 
ing that manufacturers base their 
prices on the functions performed 
and not solely on the basis of quan- 
tity. The full text of these resolu- 


“bet risen. 


Looking north on Michigan 
Avenue 


tions is published elsewhere in this 
issue, in connection with this report 
of the Chicago Convention. 

Another resolution thanked the 
hardware trade papers for their con- 
tinued support and especially 
thanked Harpware Ace for again 
sponsoring a special train to this 
annual convention. 

Presidents Shannon Crandall and 
Robert G. Thompson of the whole- 
salers’ and manufacturers’ associa- 
tions, respectively, were re-elected 
to serve another year each. This 
will be Mr. Thompson’s third term. 

In the pages immediately follow- 
ing are the major portions of the 
important addresses and other de- 
tails of the big Chicago Convention. 


Wholesalers’ Resolutions 


Wholesalers’ Resolution 


Reaffirmed Use of 


Functional Pricing Basis 


Wuereas, there is a tendency on 
the part of some manufacturers to 
base their prices upon quantity 
rather than upon functional services 
performed by the buyer, and 

Wuenreas, failure to properly rec- 
ognize the functional service which 
the wholesaler performs is an in- 
equitable, discriminatory and unfair 
practice, and 

Wuereas, the wholesaler in the 
performance of his service as such. 
carries adequate stocks, renders 
prompt and efficient service to the 
retail trade, extends credit facili- 
ties, and acts as general distributing 
and sales agent for the manufac- 
turer, which functions are not per- 
formed by others who may buy 
from manufacturers on a quantity 
basis, and 

Wuereas, the functional service 
of the wholesaler was clearly rec- 
ognized by the National Recovery 
Administration, by President Roose- 
velt in signing the General Whole- 
sale Code, and also has been rec- 
ognized in notable court decisions, 
especially the decision in the Men- 
nen Case, and 

Wuereas, sales based on quantity 
alone which do not give the whole- 
saler the recognition to which he is 
rightfully entitled, result in market 
demoralization and unfair discrim- 
ination against the wholesaler and 
independent retailers; therefore, be 
it 
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Resotvep, by The National 
Wholesale Hardware Association in 
convention assembled at Atlantic 
City, Oct. 24, 1935, that the pricing 
of merchandise by manufacturers on 
a basis of quantity without recog- 
nition of wholesalers’ function is un- 
fair and tends to disrupt orderly 
distribution, and_ is, therefore, 
looked upon with disfavor by our 
members. 


Originally passed by the National 
Wholesale Hardware Association at 
Atlantic City, N. J., Oct. 24, 1935. Re- 
affirmed at Chicago, Oct. 21, 1937. 


Undistributed Earnings 
Tax Resolution 


WHEREAS, notwithstanding the 
fact that the revenues of the national 
government are the highest in peace- 
time history, the annual budget defi- 
cits have not decreased proportion- 
ately because expenditures have 
steadily increased, and 

Wuereas, a reduction of the ex- 
penditures of the federal govern- 
ment would permit equitable tax 
readjustments, and 

Wuereas, the tax on undistrib- 
uted corporation earnings is a bur- 
den upon business, restricts the nor- 
mal development, limits the growth 
of small enterprises, tends to in- 
crease unemployment, and prevents 
the rehabilitation of corporations 
whose capital was seriously im- 
paired by the depression; therefore, 
be it 

Reso.vep, by the members of The 
National Wholesale Hardware As- 


sociation and The National Asso- 
ciation of Sheet Metal Distributors 
in convention assembled at Chicago, 
Oct. 21. 1937, that we favor a modi- 
fication of the undistributed profits 
tax as expressed in the Bill H.R. 
7550 introduced at the last Session 
by Congressman Celler, of New 
York; and be it 

FurTHER REsoLvep, that the sec- 
retary be instructed to forward a 
copy of this resolution to members 
requesting that they communicate 
with their congressmen and senators 
urging their support of the provi- 
sions contained in the Celler Bill. 


Passed by the National Wholesale 
Hardware Association, at Chicago, IIl., 
Oct. 21, 1937. 


Cash Discount Resolution 


Wuereas, the vast majority of 
manufacturers recognize the fact 
that the long established terms in 
the hardware trade have been two 
per cent for cash, and realize that 
our members must permit their cus- 
tomers to make settlement subject 
to the customary premium of two 
per cent for cash and, therefore, 
extend such discounts to wholesal- 
ers; therefore, be it 

RESOLVED, that we hereby urge all 
manufacturers to conform to the 
widespread and almost universal 
practice of allowing wholesalers of 
hardware and kindred lines of at 
least two per cent cash discount. 


Passed by National Wholesale Hard- 
eee at Chicago, IIl., Oct. 
el, Pol. 
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President Shannon Crandall's 
Address 





Shannon Crandall, California Hardware Co., Los Angeles, Calif., presents 
his annual message as president of the National Wholesale Hardware 


Association as opening feature of Jobbers’ Tuesday session. 


Reviews 


year’s progress, trend of inter-industry relations and predicts 1938 will 
be reasonably satisfactory and prosperous year. 





OLLOWING our convention 
| year, for a period of some 

five or six months. many whole- 
salers and retailers foresaw advanc- 
ing prices caused by higher mate- 
rial costs, increased wages and the 
possibility of inflation, and, there- 
fore, increased their inventories to 
a very high point. In fact. many 
wholesalers purchased a year’s re- 
quirements in some lines. 

The early part of this year, the 
industry assumed some of _ the 
aspects of a boom—wholesalers plac- 
ing unusual orders in anticipation 
of delayed shipments from the fac- 
tories. 

I am a firm believer in certain of 
the old-fashioned economic laws. 
For instance, I am a believer in the 
“law of supply and demand” and 
the lull that we have recently experi- 
enced in many sections of the coun- 
try is, in my opinion, just the per- 
fectly natural reaction from the near 
boom conditions of eight or ten 
months ago. 

In many ways it would have been 
most unfortunate if the conditions 
which existed in January and Febru- 
ary had continued. Prices were 
being advanced entirely too rapidly 
and the urge for increased produc- 
tion in the factories was no doubt a 
contributing cause to labor unrest. 

Most hardware manufacturers. 
with possibly the exception of those 
closely allied to the building indus- 
try, kept their feet on the ground 
and did not unduly increase their 
prices; but in various other lines, 
particularly in the building indus- 
try, prices were increased to such 
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an extent that many building proj- 
ects were suspended until material 
and labor costs reach a more rea- 
sonable figure. 

In our business we are quite for- 
tunate. While the hardware _busi- 
ness has always regarded itself as 


SHANNON CRANDALL 


conservative, it cannot be said that 
it has remained dormant; and if we 
will examine the merchandise we 
are handling today, we will notice 
that hundreds of items did not ap- 
pear in the stocks of our members 
when our association was founded, 
nor even a few years ago, and we 
are constantly adding new items and 
eliminating the obsolete—thus pro- 
gressing in keeping with the business 
world and as we should. 

It can truly be said of hardware 
wholesalers and retailers that while 


we are not always the first to grasp 
the new and unproven idea, neither 
are we the last to cast the old aside. 
This applies not only to merchan- 
dise, but to ideas as well. 

We are believers in 
laws. We believe in the wholesaler 
of hardware and in the value of the 
service he performs. I believe we 
must so plan our business that we 
are working upon very definite prin- 
ciples. We should perform the ser- 
vice of distribution just as efficiently 
and economically as is possible. We 
must be constantly striving to re- 
duce our costs and to eliminate un- 
necessary frills and services which 
materially increase our overhead 
expense—yet we must render to our 
retailers a reasonable amount of 
sales assistance that will enable 
them to sustain themselves in com- 
petition with the direct factory 
buyers and large chains. 

During the past two years in 
almost every section of the country 
the results of our business have 
been quite satisfactory. but I be- 
lieve that considerable of the net 
profit can be ascribed to advances 
in the value of our merchandise in- 
ventory. When the price structure 
is stabilized or recedes we must 
realize that owing to wage advances, 
higher taxes and increases in all 
other items of expense, our per- 
centage of overhead expense will be 
higher and in many cases our gross 
margins will be the same or lower 
—plus the decline in our inven- 
tories. 

It is our first duty, therefore, to 

(Continued on page 154) 
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Business Has Done Its Part 





Robert G. Thompson, vice-president, Lufkin Rule Co., New York City, in 
his semi-annual address as president of the American Hardware Manu- 
facturers’ Association, tells that body's Tuesday morning session that 
business has always done its part in building the nation’s social and 
economic development. Stresses seriousness of current taxation. 





HE record of the years makes 

clear that no particular group 

of our citizenry has held mo- 
nopoly on love of country, devotion 
to fundamental ideals of personal, 
political and religious liberty, or 
regard for the general welfare of 
the people. 

Along with labor, agriculture and 
the professions, business has ever 
done its part in the upbuilding and 
maintenance of the nation. It is 
therefore not inappropriate at the 
opening of a gathering such as this 
to emphasize that industry is equally 
concerned with Government in any 
and every effort to solve the eco- 
nomic and social problems which 
directly affect the lives of every 
man, woman and child. In today’s 
broader conception of life and its 
obligations. the old proverb “busi- 
ness is business” has come gener- 
ally to have a new and enlightened 
interpretation. 

Reports of sagging operations and 
predictions of production dips in 
several important industries have 
generated a pessimism in some fi- 
nancial quarters that seems not alto- 
gether warranted. Employment and 
payrolls, production and distribution 
came through the summer months 
with most of their earlier gains in- 
tact. Industrial payrolls and farm 
income are running far ahead of the 
level of the corresponding period 
of last year. Since the cost of liv- 
ing is unlikely to show material in- 
crease during the remainder of the 
year, purchasing power should thus 
continue above the 1936 mark dur- 
ing most of the last quarter. In 
fact, as late as mid-September, there 
was justified expectation that indus- 
try would continue steady advance 
through the months immediately 
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ROBERT G. THOMPSON 


Elected president of the Man- 
ufacturers’ Association for his 
Third Term. 


ahead. But there is general realiza- 
tion that the capabilities of immedi- 
ate business advance will depend 
largely upon influences beyond bus- 
iness control and which center in 
Washington. 

It is to be assumed that the con- 
gressional battles over controversial 
legislation which marked the recent 
session will be resumed not less 





1938 Southern Convention 
at Memphis, Tenn. 


The 1938 spring convention 
of the Southern Hardware 
jobbers’ and the American 
Hardware Manufacturers’ As- 
sociations will be held at 
the Peabody Hotel, Memphis, 
Tenn., during the week of 
April 11, 1938 











aggressively at the next. The major 
issue will be clear-cut and funda- 
mental. It involves the question as 
to whether further powers such as 
are embodied in the wage and hour 
bill shall be vested in the Federal 
Government. Those who oppose 
centralization and _ regimentation 
must prepare to meet the issue 
squarely by continuing to emphasize 
the dangers and unwisdom of such 
a plan. 

The tax situation has not ceased 
to be a cause for serious concern. 
The two primary motives have 
guided the formulation of practical- 
ly all the new tax legislation enacted 
during the past four years. First, 
more money has been sought for 
the Government by increasing rates 
of existing taxes and by the imposi- 
tion of new levies, such as the surtax 
on undistributed corporate profits. 
Secondly, a great deal of emphasis 
has been placed upon tax avoidance 
and the need for “plugging loop- 
holes” through which taxpayers may 
reduce the amount of their tax pay- 
ments. 

But taxation has broad economic 
implications that must supplement 
these two considerations. The effect 
of taxation upon the ability of busi- 
ness enterprises to raise needed cap- 
ital is of vital importance. Any 
system of taxation that encourages 
excessive dividend payments by cor- 
porations inevitably has this effect 
as well as weakening their ability 
to withstand depressions, and re- 
quires overhauling. Taxes that tend 
to exaggerate recurring fluctuations 
in business and security prices are 
not desirable. Furthermore, tax leg- 
islation and administration must 
take into account the many prob- 

(Continued on page 158) 
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Volume and Overhead in 1937 





Wn. H. Terstegge, Stratton & Terstegge Co., Louisville, Ky., analyzes trend 
of overhead advances including primarily increased wages and taxa- 
tion. Urges jobbers’ Tuesday session to maintain percentage mark-ups 
to protect margins against unexpected cost advances. 





centage is a very vital subject. 

It would be nice if we could 
increase our percentage and have 
nothing else to worry about. Today, 
with the mail order houses and the 
chain store competition which we 
have had in other fields and which 
seems to be invading the hardware 
field, it is a very ticklish proposition 
to try to raise your margin of profit. 
The solution to me would seem to 
be on the other side. We are going 
to have to do something about ex- 
penses. 

First of all, let us look at the in- 
creased expenses. First in the minds 
of most of us, are wages. In 1933 
the NRA raised wages generally and 
this year labor organizations—and I 
might say even labor racketeers, as 
I would prefer to call a lot of them 
—with the help of the Wagner Act, 
have raised wages very materially in 
most of the wholesale hardware 
houses. 

Then we have Social Security 
taxes, corporations are subject to 
higher income taxes, and in our own 
state just this past year we have had 
a state income tax. A good many 
of the members have already had 
that, and the ones who haven’t it, 
I think have it to look forward to. 
We also have the undistributed 
profits tax and the excess profits 
tax, and then we have higher cost 
on supplies and services which we 
purchase. In ordinary times we 
have had to find ways of increasing 
our gross margin to meet these in- 
creased costs on the same volume 
of business. 

Now all these expenses exist with 
all of our sources of supply as well 
as ourselves. All manufacturers 
have the same problems. Their situ- 
ation has been met mostly by higher 


ia subject of increased per- 
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prices to the trade. Some few have 
been enabled to put in efficiencies 
which did not raise prices, but I be- 
lieve they are the exception rather 
than the rule. A great deal of the 
answer to this topic of discussion 
depends on the definition we give to 
increased volume. 

It is possible for our dollar volume 
to increase while our physical vol- 
ume or tonnage actually decreases. 
The policies of the national govern- 
ment being largely responsible for 
the increased cost of doing business, 
the movement is universal and any 
given tonnage of merchandise should 
increase by the same percentage. I 
shall assume for the purpose of il- 
lustration that costs have risen uni- 
versally 25 per cent. To make the 
point clear, if a house did a million 
dollars’ worth of business two years 
ago, and this year does a million and 
a quarter dollars’ worth of business, 
it has not increased its physical vol- 
ume. It does not need a larger per- 
sonnel than it had two years ago. 
It can, on the other hand, due to its 
increased dollar volume, afford to 
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pay higher wages and other items 
which increase the expense budget. 
In ordinary times a house increasing 
to a million and a quarter dollar 
sales would naturally expect to in- 
crease its personnel to handle this 
business. Under present conditions, 
however, a house having this experi- 
ence has not increased its tonnage 
and is not warranted in having a 
larger personnel today than it did 
when it was doing a million dollars’ 
worth of business two years ago. 

Your mark-up must always keep 
at least the same percentage as 
previously. If you formerly sold a 
dollar item for $1.25 and this item 
today costs you $1.25, you must keep 
your rate of mark-up, which would 
be 31 cents instead of 25 cents gross 
you had two years ago. 

You may have had your costs 
raised ahead of the process and for 
a temporary period be at a disad- 
vantage.* I mean by that, a labor 
organization may have gotten to you 
before it got to some of your com- 
petitors, but I think that is a tem- 
porary period, and whether you are 
at an advantage or ‘a disadvanatge, 
it is only a temporary matter. This 
movement is universal and I think 
costs will universally go up to some 
given figure which is not today as- 
certainable. 

I, for one, think this move is 
bound to be universal. I mean by 
that that your dollar volume will 
increase for a stationary tonnage 
volume. It is our job to see that this 
dollar volume carries the same per- 
centage of gross margin as it former- 
ly did. It gains us nothing if we 
made $200,000 gross on a million 
dollars’ worth of business, to in- 
crease that dollar volume on the 
same tonnage to a million and a 

(Continued on page 151) 
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Americas Balance Sheet 





Henry Heimann, executive manager, National Association of Credit Men, 
New York City, analyzes current stock market break, much discussed 
business “jitters” and tells manufacturers’ Tuesday session that con- 
sumers did not follow nor accept price rises, which he attributed largely 
to unresponsible labor leadership and unwarranted demands by labor. 
Finds America's national debt less startling than debts faced by Euro- 
pean countries. Urges business men to have greater and more practical 
interest in government. Stresses interdependence of farmer and business. 





HENRY HEIMANN 


OU have had a stock market 

break, and I think before I go 

into my subject I might give a 
little thought to that. I know it has 
been on your minds, as it has been 
on my mind, and I have heard many 
reasons advanced as to the cause 
of the market break. Some of these 
may be sound; others I dispose of 
rather readily. 

I may repeat some of the reasons 
that are usually assigned, and then 
I will give you the result of my own 
analysis, not because it is infallible. 
but merely to promote and provoke 
thought. 

First, at either end of the ex- 
tremes, I have heard the suggestion 
made with respect to one extreme 
that the market break has been de- 
liberately caused by the present Ad- 
ministration, the thought being that 
it is most difficult to secure the type 
of farm legislation that the Admin- 
istration may be interested in when 
business is reasonably prosperous 
and when recovery is under way, 
and that a more disturbed condition, 
perhaps, might be conducive to a 
more speedy program with respect 
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to the legislation that is desired. 

I pass that off; I don’t think it is 
sound. For whether or not I agree 
with the New Deal, I do credit them 
with having more political astute- 
ness, and I know that this market 
break is a distinct liability and not 
an asset to them. 

On the other hand, at the other 
end of the extremes, you hear it 
stated that a certain group, a po- 
litical myth, as I am apt to call it— 
namely, a certain group in Wall 
Street who seem to possess this 
magical or mystical influence—have 
deliberately sought to embarrass the 
New Deal, and that consequently 
they have used their force to bring 
about a crash in the security market. 

Well, I question very much 
whether any man or any group of 
men would deliberately cut off their 
noses to spite their faces. And if 
you don’t think they have the blues 
around Wall Street, you ought to 
be in that district with me. So I 


dismiss that as not having any 
foundation in fact. 

The third reason you hear men- 
tioned is the fact that markets are 
thin, that due to the S.E.C. regula- 
tion, when the plunge occurred it 
was a precipitated plunge. Well, 
there may be some _ technicality 
to that, but I submit that if you have 
a thin market and the underlying 
factors are sound, your stock would 
rise as rapidly as it would fall, so 
I can’t take that too seriously. 

Now, then, let us begin to get 
down to some of the reasons for the 
market break. Another reason as- 
signed is the international situation. 
To my mind, there can be no doubt 
but that that has contributed some- 
what, for the international distur- 
bance has had a very adverse effect 
in this country. 

Yet I would only ascribe to that 
reason a contributory factor, a con- 
tributory rather than a major reason 
for the break. 
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The second reason that you hear 
frequently mentioned is that busi- 
ness has the “jitters,” that it does 
not know what to expect from Wash- 
ington, that with the present taxa- 
tion policies, the rigidity that is 
sought in the labor situation, has 
caused a loss of confidence and 
therefore the market tumbled. 

I think you can credit that reason 
a little more heavily than the one 
on the international situation. But 
the two principal reasons, I believe, 
for the stock market break are as 
follows: First, I think we have had 
the break because the market was 
extremely high. I think it was too 
high. I believe it ran ahead of busi- 
ness recovery, and [ think it was due 
for a healthy correction. 

Certainly some of the stocks in 
certain lines of industry were selling 
on a basis of this year’s earnings 
when this year’s earnings in those 
industries were peak earnings. If 
I can run a hundred yard dash in 
10 seconds, it does not follow that I 
can run a thousand yards in a hun- 
dred seconds by any means, and no 
speculator appraises the value of a 
stock on that basis. A speculator 
might, but when he does, let any- 
thing occur of a disturbing nature 
and the market collapses. 

Finally, the major reason to my 
mind of the tremendous crash we 
have had is due to the fact that we 
had price rises, price rises that the 
consumer failed to follow. For in 
the last analysis, it is not the man- 
ufacturer who makes the stock price, 
it is not the broker who makes the 
stock price; in the last analysis it is 
the consumer. And when he is un- 
willing to follow a market rise in 
prices, orders are not placed, and 
the market collapses. 


May I say further that this mar- 
ket rise in my opinion was due to 
the unwarranted labor demands by 
irresponsible labor leadership, and 
that if we should go into a tailspin, 
I predict that this depression, if it 
were to become serious, might well 
be known as the “unionization de- 
pression of America”? 

I don’t think that the business de- 
pression is going to parallel the 
stock market collapse. It never has 
when we have had conditions as we 
have them now. Why do I not think 
that business is going into a nose- 
dive or into a tailspin? For this 
reason: I never knew it to when the 
farm income was as high as it will 
be this year. You cannot have ap- 
proximately one-third of the people 
enjoying prosperity without it 
feeds out and without it aids in the 
development and expansion of busi- 
ness. 

Secondly, you can never have a 
condition where the average labor- 
ing man is doing as well as he is at 
the present time—and I refer to the 
average man, rather than the union 
employee. He has better purchasing 
power, and the moment he sees bar- 
gain prices he is going to turn to 
and do some buying. 

Third, I never knew business to 
go into a tailspin when you had rea- 


sonable earnings in industry, and 
the average return upon the capital 
invested in industry this year will 
be very satisfactory. 

And what are your industrial 
earnings? Are they something to be 
ashamed of, something we need 


apologize for? Not at all. Indus- 
trial earnings are merely the realiza- 
tion of more purchasing power upon 
that which we have expended on the 
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production of goods. Those earn- 
ings may be reinvested in the busi- 
ness, in which event they bring great- 
er employment. It may be paid out 
in the payment of dividends, in 
which event the stockholder will 
have greater purchasing power. And 
finally, it may be given to your fac- 
tory workers, in which event the 
wage earner has greater purchasing 
power. 

I never knew business to go into 
a tailspin of serious proportion 
when we have had a credit condition 
that was easy and good, and banks 
are willing and anxious to make 
sound commercial loans. 

Now, I do look for a recession for 
the simple reason that you cannot 
have a market break of the kind 
that we have had without the psy- 
chological influence which will bring 
about a sharp recession in business. 
But I do believe that, even though 
the earnings in the latter part of 
this year will be less than they were 
during the first six months of the 
year, and even though the earnings 
in the first six months of next year 
will be less than they will be the 
last six months of this year, you will 
find that business will come out of 
it and that it will not parallel the 
stock market slump. And I believe 
that by spring or late summer of 
next year, we will once again be 
on the road to recovery. 

The subject that has been as- 
signed to me is the subject of 
“America’s Balance Sheet.” In a 
democratic form of government we 
never reach our problems when we 
are young and growing. A demo- 
cratic form of government is essen- 
tially suited to an infant nation 
possessed of the vast natural re- 
sources that this country possesses. 

As a pattern for this government, 
we have a document known as the 
Constitution. It is so liberal in its 
provisions that frequently in my 
native City of New York, men avail 
themselves of it for the very pur- 
pose of seeking to overthrow the 
document itself. 

I have time after time seen 
these meetings wherein they railed 
against the Constitution, even though 
they would be the first to complain 
and to claim the privileges given in 
the Constitution so as not to be dis- 
turbed in their railings. I don’t say 
that we would have it otherwise. 
I merely cite it as one of the illus- 
trations of the freedom that we 
enjoy. 

In a democratic form of govern- 
ment. theoretically you have a gov- 
ernment by the majority. In prac- 
tice, you usually have a govern- 

(Continued on page 128) 
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Price Fluctuations 1927-1937 





L. H. Bronson, The Bronson & Townsend Co., New Haven., Conn., outlines 
and interprets the price movements of the past ten years based on his 
own studies. An address before the Manufacturers’ Wednesday session. 





HE question of price fluctua- 
Tio is a thing of very real 

importance to us. Some years 
ago we found it of such great im- 
portance that we determined to find 
out in our own business what these 
fluctuations were from year to year. 
and so we developed a weighted 
commodity list of hardware prod- 
ucts such as we carried in our stock. 

The weighting was developed in 
this way: We took 85 per cent of 
our total sales, or in other words, 
the lines that make up 85 per cent, 
or approximately, of our total sales, 
and assigned to each the weightings 
of those sales, the result being that 
if we sold $10,000 worth of a line 
and if we sold $1,000 worth of a 
line, a change of 10 per cent in 
price levels would cause a shift of 
ten times as much in our index of 
the $10,000 line as the $1,000 line. 
In other words, the change in price 
levels varied as the weight of the 
line in our sales. 

With that simple explanation of 
the way the chart is made up. we 
will turn to the figures which the 
chart shows. The chart was devel- 
oped right after the World War, at 
a time when we were in a rapidly 
advancing market. We do not show 
the weightings of those early years 
except in brief, because the discus- 
sion has to do with the changes with- 
in the past ten years or thereabouts. 
I would call your attention, how- 
ever, to the figures at the top. 

We did work it backwards to 
July 1, 1914, which we felt was 
the approximate low point of hard- 
ware prices in the period immedi- 
ately previous to the war, and the 
index at that point is 6,103. The 
high point shown on this chart was 
July 1, 1919, but actually a few 
months later the chart goes up from 
10,100 to 10,600 odd. In other 


words, in our index, November, 
1920, was the actual high. From 
then on there was a decline of 30 
per cent, if we take the actual low, 
which was in June, 1923. We have 
June, 1921, 11,005, but there was a 
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still further small reduction from 
that point, which brought the total 
decline of 30 per cent. Agdin a 
recovery of 12.5 per cent, and final- 
ly a gradual decline of 7.5 per cent 
until prices flattened out for a 
period of time between 1926, ’27, 
28 and ’29. In this weighted index 
of ours the fluctuation up or down 
during that period of time didn’t at 
any point amount to 5 per cent. 

So to start with, 1928 are the fig- 
ures on the chart in the center, 
showing the first half of that year, 
8,824, the second half, 8,799, or for 
the year as a whole 8,812. We will 
just review the figures and then 
your eye will give you the picture. 
In 1929 there was approximately the 
same average. Beginning with 1930 
we began to show the decline. If 


I showed you in detail the figures 
from month to month you would see 
it more clearly, but it would take 
too big a chart. The average for 
1930 was 8,371; 1931 was 8,057; 
down to 7,901 in 1932, a flattening 
out at that point, and showing a 
little rise in 1933. Then the rather 
rapid advance that came from the 
bottom in 1933 to a point between 
8,600 and 8,700 where it stayed for 
the years 1935 and 1936, and then 
in the last half of ’°36 we want to 
get the rise which amounted to near- 
ly 12.5 per cent inside of one year. 
the rise that we all know about— 
that is, the current rise, or it was 
the current rise until recently. 

The subject was brought up at 
this time because there seems to be 
no question about the future of 
prices perhaps, that future being 
answered, so we don’t need to have 
it for discussion. As a matter of 
fact, if you had the monthly figures 
which I have you would find that 
the advance to a large extent took 
place in a very few months, one of 
the sharpest advances that this 
chart shows. In four or five months 
we got the total. really, of the ad- 
vance; since March, at which point 
the figure was 9,660, to the high 
point in September it was only 
9,877. In other words, the chart is 
showing just what a chart should 
show, the flattening out of ten- 
dencies or trends, from which you 
can perhaps gauge something of the 
coming trend, and I have on my 
own list figures. Here we are up 
only to June, I believe. Perhaps 
you would be interested in the fig- 
ures since June. There 9,849 is the 
June figure. The July figure was 
9,863; the August, 9.877; and Oc- 
tober is 9,801, your first decline. 

My purpose is simply to show the 
statistical facts in regard to the 
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trend of hardware prices through 
a period of time, through an index 
weighted to cover the lines which 
we happen to handle in our business. 
Just one explanation in that par- 
ticular. It is probable that our type 
of business is not quite the average 
type, and that these products and 
their price trends influence this 
chart and our figures somewhat 
more than they would in an average 
wholesale hardware business. 


Commodity Index Showing Price 
Fluctuations of Hardware and 


Kindred Lines 





July 1, 1914 6,103 
July 1, 1919.. . 10,100 
June 1, 1921 . 11,005 
June 1, 1923 8,834 
June 1, 1926 9,253 


Price Index For Past Ten Years 














Ist 2nd 

Half Half 

Year Year Year 
1928 8,824 8,799 8,812 
1929 8,847 8,774 8,823 
1930 . 8617 8,322 8,371 
|. | as 8,128 7.987 8,057 
1932 . 7,908 7,893 7,901 
ae 7,761 8,291 8,026 
re 8,647 8,635 8,642 
|. ee 8,583 8,645 8,614 
ee 8,668 8,817 8,742 
| 9,540 

‘1937 By Months _ 

January ... . 9,081 
February m . 9,071 
March ...... ; 9,660 
April ... , S72 
May . . 9,804 
er 3 his chats, veces 9,849 
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X Club Holds Dinner at Chicago 


The X Club held its semi-annual dinner at the Palmer House, Monday night, October 18, 1937, during the Chicago 
Convention. This club composed of all past presidents of hardware associations participating in the fall whole- 
salers and manufacturers and the Southern conventions holds its semi-annual dinners at these two major gather- 
ings. C. J. Whipple, Hibbard, Spencer, Bartlett & Co., Chicago, is now “Ex Chief X” having presided at the Chicago 
dinner. He was succeeded by S. Horace Disston, Henry Disston & Sons, Inc., Philadelphia, who will serve as 
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Chief X for one year. 
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The Changing Times 





Charles L. Wheeler, Salt Lake Hardware Co., Salt Lake City, Utah, ana- 
lyzed for jobbers’ Tuesday session the competitive changes, and the trend 
of buying, selling and advertising practices urging jobbers to learn from 
their past experiences how to cope with their future problems. Stresses 
aids wholesalers must provide dealer customers because of these changes. 





Y first step will be to chal- 
MI lenge the topic assigned to 

me—“The Changing 
Times.” Have times changed? No 
sane person will question the state- 
ment that the whole merchandising 
picture has changed greatly during 
the past ten years, but let us analyze 
just a little and see just what has 
happened and why. We may then 
offer some suggestions when we 
really know what the problem is. 

Why did we go into the wholesale 
hardware business in the first place 
and is our function now as impor- 
tant in the orderly and economical 
distribution of hardware as then? 
That, in my opinion, depends on 
what we now accept as our responsi- 
bility and, regardless of the fact that 
we do not like to talk about chain 
stores and, like the Two Black 
Crows, “would rather not hear any 
more about it,” the fact remains that 
the greatest change in distribution 
in the past ten years is the direct 
result of chain store activities and, 
therefore, we cannot ignore them in 
any intelligent discussion of any 
merchandising subject. They are 
here; they have a perfect right to 
be here and if they render a service 
to humanity, they will continue to 
be with us indefinitely. 

What has changed? Fundamentals 
have not changed; consequently, it 
must be methods that have changed 
so greatly. What do we mean by 
“fundamentals”? Simply this—the 
basic elements in any distribution 
cycle; namely, buying, service, 
prices, profits, promotion and mer- 
chandising. These are as unchange- 
able as the sun, moon and stars— 
they are basic. 

What has changed methods ? 


” 
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When you and I were youngsters, 
the hardware store was the only 
place that hardware could be ob- 
tained and we formed the habit of 
looking on the hardware store as 
the one indispensable institution in 
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every community. We, as kiddies, 
went to town with our parents and 
always went to the hardware store 
for our hardware needs because the 
hardware store alone could furnish 
the many articles daily used in our 
homes. 

But today, and for more than ten 
years past, what happens? When 
the kiddies go to town they go with 
their mothers to the chain store be- 
cause the chain store makes an irre- 
sistible appeal to all women folks. 
These stores are clean, beautifully 
lighted, with merchandise attractive- 


ly displayed out where it can be ex- 


amined leisurely and it is only nat- 
ural that they like to go there. The 
youngsters tag along and they too 


get the thrill which well displayed 
merchandise gives to any normal 
person. They see 39 cent items 
dolled up to look like dollar bar- 
gains; and then when they get home 
at night, Mother tells what a bar- 
gain she got and what a grand place 
“Whosits Store” is to shop; and 
who dares to question the influence 
of the mother’s approval on the plas- 
tic mind of a growing child. The 
chain store habit is thereby formed 
and that is exactly what the chain 
store merchandiser back at head- 
quarters intended. 

So what? After totally ignoring 
the chains as merely racket stores 
for many years we wake up in 1937 
to find that just about every profit- 
able item that can be sold in a hard- 
ware store is being beautifully mer- 
chandised by these master merchan- 
disers—the chains and the depart- 
ment stores. 

If your business is largely indus- 
trial you will have little or no sym- 
pathy with what I am saying be- 
cause you probably haven’t felt the 
pinch of chain competition, but if 
your business is largely through re- 
tailer channels, as is our own, then 
it is high time we recognized the 
fact that methods have changed and 
that unless we do something about 
it we will be out-merchandized out 
of business. 

Oh yes, I can almost hear some 
self-satisfied wholesaler say that 
there is plenty of business for us all 
and that we will always be the chief 
suppliers of hardware; also that our 
customers know us and want good 
hardware rather than chain store 
“junk.” Now don’t let anyone fool 
you about chain store quality—they 
have plenty of it. 
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Also let us not overlook the fact 
that those kiddies who tagged along 
with their mothers eight or ten years 
ago are practically grown up today 
and they are our dealers’ potential 
customers; yet they know very little 
about hardware stores and apparent- 
ly care less. In other words, hard- 
ware dealers, generally, have not 
kept pace with the new hardware 
merchandising methods employed by 
the chains and I contend that that 
is our baby for we, as wholesalers, 
cannot ignore our responsibility. 

It was my privilege a few weeks 
ago to hear Dr. Koo, noted Chinese 
missionary, preach a very wonderful 
sermon in which he emphasized how 
man had failed to progress as fast 
as science and this was his example. 
A few years ago, as a missionary, it 
took: Dr. Koo 43 days to make the 
trip from Shanghai to North China. 
Today, by airplane, that trip is 
made regularly in 11 hours—but, 
said Dr. Koo, “the sad part about 
the whole matter is that although 
man covers the ground in 11 hours, 
he is just as big a fool at the end of 
his li-hour trip as he was at the 
end of his 43-day journey.” 

There is another important factor 
that has been responsible for the 
changing methods in merchandising. 
Our high schools, colleges and uni- 
versities are annually pouring out 
graduates by the tens of thousands. 
These students are taught modern 
methods in home economics, manual 
training and other vocations and 
during their training they are pro- 
vided with the very last word in up- 
to-the-minute equipment with which 
to experiment. These groups, alone, 
over the past five or six years repre- 
sent a very sizeable percentage of 
our home makers of today—and, re- 
member, these customers are not in- 
terested in gray granite dishpans or 
cheap kitchen ware of any kind. 
They want, demand and will have 
up-to-date kitchen equipment—and 
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the outer drive of Sheridan road on the north side of Chicago. 





who is making the strongest bid for 
their business? You need only visit 
the hardware departments of any 
chain or department store for the 
answer. 

This new group of home makers 
have no quarrel with the hardware 
man. The facts are they do not even 
know he exists because he has, 
through his own passive attitude to- 
ward merchandising, made no bid 
for their business. 

A great many wholesalers have 
really done and are now doing some- 
thing constructive about this prob- 
lem and the strides that have been 
made by thousands of progressive 
dealers, as a result of this whole- 
saler help, is simply amazing for it 
shows conclusively what can be done 
when we have a plan and work that 
plan cooperatively with retailers. 

But altogether too few wholesal- 
ers and retailers are working on 
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Wright & Wilhelmy Co., 
Omaha, Nebr. 
Vice-President, N.W.H.A. 


any plan, with the result that the 
chains are gaining too fast for the 
comfort of any of us. A few of us 
can’t do the job alone. It is defi- 
nitely an “Industry” proposition, 









and unless and until we recognize 
it as an “Industry” problem, the 
progress will be slow. It is a job 
the retailer simply cannot do alone, 
no matter how smart he may be— 
he must have back of him the buying 
power of the wholesaler. 

How can it be done? I know of 
nothing better to recommend than 
something that is actually working 
right now—not a theory; not a brain- 
storm—but a sound, common sense, 
workable plan that makes the retail 
hardware merchant just as good, if 
not a better, merchandiser than the 
chain store for, after all, these chain 
store managers are just average nor- 
mal human beings, even as you and 
I; and their success comes not from 
being super-men, but through the 
fact that they are good merchan- 
disers. 

How can the hardware retailer be- 
come a merchandiser? Well, first 
of all, it isn’t some magic trick that 
you can pick out of the hat—there 
is a whale of a lot of work to it but 
surely we should be willing to work 
as hard to hold our customers as 
the chain stores are working to take 
them from us. 

There are exactly six basic and 
fundamental factors in the merchan- 
dising cycle. There aren’t seven or 
five—there are six. It is true you 
can split any one of these six factors 
into a dozen groups but there still 
remain exactly six basic and funda- 
mental factors—no more, no less. 
They are, in their chronological 
order: 

1. Purchasing—not just buying, 
but really analyzing the market and 
purchasing on the basis of what the 
consumers will buy. 

2. Service—not merely fast ship- 
ments and quick invoices, but plac- 
ing in the hands of the dealer the 
facts about what we have bought 
and why. 

3. Prices—finding out by personal 
shopping just what chain store 
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prices are and getting our own deal- 
er’s prices in line—not lower; in 
fact, a trifle higher is even better. 

4. Profit—sharing the available 
profit in ratio to operating costs 
which in our industry happens to be 
one-third to the wholesaler and two- 
thirds to our dealer. 

5. Promotion—helping our deal- 
ers to tell their story to Mr. and 
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Worcester, Mass. 
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Mrs. Consumer through better store 
and window displays, broadsides, 


newspaper advertising, radio pro- 
grams, etc. 

6. Merchandising—which simply 
means showing the dealer what to 
do with his customers once he gets 
them into his store. 


There is no mystery about this 
program. It is sound and it works 
if intelligently used. True, it re- 
quires a lot of work but is well 
worth the effort. 

We spend considerable money to 
come here to exchange ideas and 
always get more than enough out 
of these conventions to pay for com- 
ing, largely because we come with 
open minds. 

Why then shouldn’t we be smart 
enough to accept with equally open 
minds and without a penny’s cost to 
us, the experience of the chains who 
spend thousands of dollars experi- 
menting before they actually mer- 
chandise any line. Frankly, that is 
exactly what we do in our own or- 
ganization and rather than condemn 
the chains, I feel we owe them an 
everlasting debt of gratitude for 
showing us how to do a better mer- 
chandising job on our own lines. 

I do not fear the competition of 
the chains in the least. True, they 
have a hot special now and then but, 
generally speaking, any aggresive 
retailer who works with a merchan- 
dising minded wholesaler can not 
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only meet chain competition but can 
actually dominate the situation in 
his community. I do not admit for 
one minute that any chain organiza- 
tion can out-merchandise the hard- 
ware retailer who is properly set up 
with a merchandising minded whole- 
saler because, after all, it is purely 
a question of methods. 

Some Doubting Thomas is going 
to say that we folks out West, espe- 
cially in this sparsely settled Inter- 
mountain Empire, do not have com- 
petition and, consequently, we do 
not know the real problem. Well, 
in one block in Salt Lake City there 
are 29 merchants on the two sides 
of the street. Twenty-four of these 
29 are national chains; three are 
independent clothiers and two are 
independent jewelers; and_ that 
block does not include either Sears 
or Wards. both of whom are on the 
same street less than a block away; 
and when you consider that in the 
whole area we serve, which extends 
500 miles west, 400 miles east, 400 
miles north and 400 miles south, 
that there are actually only 1,274,- 
000 souls—far less than many indi- 
vidual cities in many of your terri- 
tories— you will begin to realize 
that we do have a competitive prob- 
lem. The facts are when one of our 
dealers loses a customer to a chain 
store, it is a tragedy for there isn’t 
a single customer to spare and none 
to take his place when one is lost. 

Does such a program pay? I can 
only answer by saying that when 
150 dealers in a sparsely settled ter- 
ritory such as ours voluntarily give 
us credit for placing them in a posi- 
tion to stay in business; and when 
our own business reflects a condition 
favorable with the best in the in- 
dustry, IT would unhesitatingly say, 
“Yes—very definitely, it pays.” 

Getting back to my topic—times 
really haven’t changed much—only 
methods—and the situation as I see 
it can be summed up about as fol- 
lows: 

We often fail to get the true pic- 
ture because we are flitting around 
in the air, helplessly trying to put 
our finger on the problem when the 
facts are if we keep our feet on the 
ground and work at it we find that. 
after all, fundamentals haven’t 
changed at all—it is only methods 
that have changed. 

As an example, our silver-tongued 
radio artists would have us believe 
that the human body has gone 
through some sort of a magical 
change and unless we use their par- 
ticular product, the end is near. The 
facts are that every function of every 
organ in the human body is exactly 
the same today as it was 2,000 


years before the Christian era. 

This is equally true in merchan- 
dising—methods have changed but 
fundamentals in our business are as 
sound today as 50 or 100 years ago 
and will continue to be until the end 
of time. _ 

Let us not lose sight of the fact 
that there are many other groups of 
merchandisers than the chains that 
are bidding for the consumer’s dol- 
lar. The modern department store, 
the furniture store, and the major 
appliance specialty shop are outsell- 
ing the hardware dealer simply be- 
cause they are taking full advantage 
of the fine advertising and promo- 
tion programs of the manufacturers. 

Our dealers should learn to mer- 
chandise these high unit sales items 
and we in turn should show them 
how. In our own organization we 
have proved beyond any shadow of 
doubt that an aggressive retailer, 
backed by an aggressive wholesaler 
merchandising plan, can profitably 
sell these high unit sales items, such 
as radio, electric refrigerators, elec- 
tric ranges, electric water heaters, 
water softeners, etc., and hold his 
own with any other type of distribu- 
tion. 

If we will work as hard to hold 
our customers as the chain and de- 
partment stores are working to take 
them away and if we will use the 
same kind of bait to hold these cus- 
tomers that the chain stores are us- 
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ing to lure them away, it is reason- 
able to believe that we can not only 
hold our own but give the chains 
plenty to worry about so far as hard- 
ware lines are concerned. 

If we are to save the hardware 
business for the hardware man, we 
must do more than sympathize with 
the retailer at these conventions. We 
must accept our responsibility as the 
retailer’s strong right arm and do 
for him and with him those things 
which he cannot do for himself. 
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The Present Price Level 





C. J. Whipple, Hibbard, Spencer Bartlett & Co., Chicago, IIl., addresses the 
Jobbers’ Wednesday session on the subject, “The present price level and 
its effect upon the demand for hardware and kindred lines.” Says there 
should be definite relation between the general price level and total 
national income. Cites records of past as guides for studying problem. 
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N discussing this subject. I think 
we are all more interested in 
the effect upon the future de- 
mand for hardware and_ kindred 
lines. From what I can learn up to 
date, jobbers and retailers have en- 
joyed a very satisfactory year. Quite 
naturally, all of us are wondering 
what is going to happen next year 
when the consumer receives the full 
effect of the steadily advancing 
prices which we have experienced 
in the past year or year and a half. 
It is always difficult to predict 
what the future holds for us. Per- 
haps that is more true now than 
ever before because we have factors 
entering the picture, such as legis- 
lation, that, in the past, we did not 
have to contend with, so if we base 
our predictions. as to the future 
upon what has happened in the past. 
it may not work out in these times. 
It is my feeling that there should 
be some definite relation between 
the general price level and the total 
national income. Following is a 
tabulation developed by the Depart- 
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ment of Commerce with the col- 
laboration of the National Bureau 
of Economic Research. showing the 
total income of the United States 
for the years 1929 to 1936 inclusive: 
Year Total Income — Per Capita 
(millions ) Income 
1929 $78.630 $647 
1930 72,930 592 
1931 61.700 197 
1932 18.360 387 
1933 14,940 oat 
1934 50,170 396 
1935 53,590 120 
1936 62.000 183 
1937 (est.) 70.000 500 


Preliminary estimates of _ this 
year’s total income will be in ex- 
cess of $70,000. with the per capita 
approximately $500. 

From this you will note that the 
estimated income for 1937 is ap- 
proximately 10 per cent less than 
for the year 1929. 

Then if we take the wholesale 
commodity prices as developed by 
the Bureau of Labor Statistics of 
the Department of Commerce, we 
have the following: 

1926 Equals 100 
1/1/29. ..96. % 1/1/34...708% 
1/1/36... 93. 1/1/35. . .76.9 
1/1/31. . .79.6 1/1/36. . .80.9 
1/1/32. .68.6 1/1/37. . 84.2 
1/1/33. .62.6 * 87.5 
* Current Level. 

The depression low was 63.9 per 
cent registered in June, 1932; the 
post-depression high was 88.9 per 
cent registered in April of this year. 

You will note that again the cur- 
rent level is approximately 10 per 
cent below that of 1929 and that 
the two curves show the same gen- 
eral characteristics. 


In my own company, for a good 
many years we have made a calcu- 
lation each month of the average 
value per ton of our shipments. By 
that I mean we merely take our 
sales and divide by the number of 
tons shipped. Below is our record 
which goes back as far as 

1928 1929 1930 1931 1932 
$484.80 $491.40 $476.59 $415.78 $346.57 

1933 1934 1935 1936 
$314.24 $338.51 $824.42 $333.45 

For seven months in 1937 it has 
averaged $354.57. Of course, these 
figures cannot be taken literally 
because there have been changes in 
the character of the merchandise 
that we handle. You will note that 
this curve shows a far greater dif- 
ference between the 1937 value and 
the 1929 value than either of the 
other curves referred to. 

With the assistance of our sales 
manager and some of our buyers. | 
have made up a list of staple hard- 
ware items. a copy of which has 
been handed to you. We tried to 
limit this to only the most common 
hardware items (avoiding special- 
ties) and, at the same time, to goods 
that we have carried and that all 
jobbers carry and have carried for 
20 years. 

We have set down in front of 
each item the quantity in which the 
particular item is ordinarily sold: 
then have extended and footed the 
list. You will note that the value in 
1916 increased from $296.65 to 
$510.18 in 1920; then declined to 
$386.51 in 1929, and at the low 
point of 1933 was down to $297.08 
practically where we started, and 
now is up again to $365.47. or with- 
in 6 per cent of the 1929 figure. 

It should be stated that this list 
of merchandise does not take into 
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account the change in demand that 
occurred during the depression 
years. I think we were all faced 
with this change on the part of the 
consumer and the dealer for some- 
thing less expensive, and during the 
period from 1930 to 1935 there was 
a tremendous increase in the sales 
of semi-finished merchandise scat- 
tered all through hardware and 
kindred lines. Perhaps that ex- 
plains the variation between the av- 
erage value per ton of shipments 
and the extended price of this par- 
ticular list. 

From these figures and curves 
you can draw your own conclusions. 
It is my feeling that up to the pres- 
ent time the average rise in hard- 
ware prices has not been inconsis- 
tent with the increase in our na- 
tional income. Please understand I 
am referring only to averages, as 
there are some individual items in 
the list which seem to have risen 
out of all proportion. 
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This chart gives data in connection with Mr. Whipple’s address. 


Pricing Orders 





W. F. Kennedy, Ott-Heiskell Co. Wheeling, W. Va., considers pricing 
orders an important part of the salesman’s job and an admittedly difficult 
rule to follow and obtain necessary accuracy. Urges Jobbers’ Tuesday 
session to insist that this plan be followed and that salesmen check and 
double check orders and prices before sending them into the house. 





TAKE it that most houses here 
issue catalogs and that we aim 
to have uniform catalogs in the 
hands of all our respective salesmen, 
whether they be in the house or on 
the road. I believe that a universal 
plan, or an almost universal plan, is 
followed of pricing or inter-leaving 
between those illustrated pages, a 
price sheet that is corrected from 
day to day or week to week or month 
to month, or whenever we feel the 
necessity of sending out changes. 
In our case we have followed for 
a great many years the plan of issu- 
ing a revised sheet whenever a suffi- 
cient number of items had changed 
on that page to warrant making up 
a new sheet. And as we sent them 
out sometimes twice a week, some- 
times oftener, but in all cases at 
least once a week, the return of the 
old sheet by the various members of 
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our sales force was’in itself acknowl- 
edgment of the receipt of a new one 
to take its place. 





W. F. KENNEDY 


Thus we always have felt that our 
catalogs were uniform. Now since 
they were absolutely uniform, there 
is no reason why every item, as the 
item is put down on the order sheet 
or written up at night—it doesn’t 
matter a whole lot what plan we fol- 
low. I recall from my own days 
on the road that I used to jot it all 
down in a little passbook, and in 
that dim and distant past in the eve- 
ning we used to burn the midnight 
oil in editing or writing up those 
orders in legible fashion, completely 
pricing them. 

I felt that not only was that one 
of the requirements, but it was one 
of the things that we desired to do. 
In other words, I very much pre- 
ferred to do the pricing on the 
orders myself to having somebody 
else do it. 

I was probably aided a little in 
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that by my superiors who felt that 
was one of the things for which I 
was being remunerated. It was my 
job to put down the number of the 
catalog as well as the price. I sim- 
ply put down: 1 padlock, $2.00. Let 
somebody else figure out what the 
customer would like to have for his 
two dollars. 

We also found that it made for 
more accuracy in the writing up of 
the order if the salesman were 
charged with going over the item 
again. It is remarkable how many 
things you can catch yourself on, 
gentlemen, if you just look over a 
thing a second time. 

One of our chief troubles in our 
little organization is to have a fel- 
low sometimes put down one item 
and then put down the price of an- 
other item, so we keep hammering 
away at that. 
ing that the item be gone over a 
second time before the order is 
transmitted to the house, we are 
generally much surer of getting the 
article that was sold to the customer 


Chicago Old Timers Get Together 


During Chicago 
Convention 


ON TUESDAY NIGHT, Oct. 19, 
1937, during the Chicago conven- 
tion a group of the alumni of the 
one-time famous Chicago Hardware 
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I find that by insist-. 


at the price he was expecting to pay. 

I repeat that we consider that as 
part of the salesman’s work. We 
compensate him for doing that. In 
other words, if he is simply an order- 
taker and just writes down a long 
list of items, many of which have 
been taken from a want book, I 
think we all agree that he is more 
or less an order taker rather than 
a salesman. He feels that he is too 
important a man to do any pricing 
and that, perhaps, some younger 
person in the house, or if not a 
younger person, an individual who 
may happen to be a great deal 
busier than the fellow on the job on 
the road, should do it. We insist, 
then, that our salesmen price each 
and every item before transmitting 
the order to us. 

We have an invariable rule in our 
little concern that at no time are 
both our sales manager and his as- 
sistant away. If one of them is away 
the other one is bound to be at the 
office. Those two men are very 
familiar not only with our line of 







Club met for dinner at Gus’ Restau- 
rant with a few invited guests. The 
purposes of the gathering was to 
form a hardware salesmen’s club 
with this group as the nucleus. The 
committee work was handled by 


goods and our prices, but they are 
likewise pretty familiar with all ou 
customers, because in addition to 
the salesmen we have one or two or 
three and sometimes four men from 
the house who are likewise quite 
familiar with the individual custom- 
ers. It gives us a tie between that 
customer and the house, of which I 
do not need to emphasize the value. 
We have not only one man who 
knows the customer and knows some 
of his traits and habits, but in addi- 
tion to the man on the road, we have 
the man in the house. 

With an order from that cus- 
tomer coming in correctly priced, it 
can be seen at a glance that at 
least two men, of supposed knowl- 
edge and with information enough 
relative to our line and our custom- 
ers, have looked at that order and 
have looked at the prices. 

During the past week I had a 
rather unusual experience with one 
of our men. An order came in. 


Well, I think every item on the 
order was at a ridiculously low 








Will J. Feddery, Harpware Ace, 
and Ben Leve, The Carborundum 
Co. Mr. Feddery served as _ toast- 
master and chairman. 

The group decided to form a per- 
manent organization and will later 
announce its name and other details. 
Allen Coleman, A. J. Coleman & 
Co., was chosen as first president 
and Ned Swift, The Stanley Works, 
is the vice-president. Ben Leve was 
elected secretary-treasurer. 
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C. R. SWISSHELM 


Crescent Tool Co., 
Jamestown, N. Y. 
Newly Elected Member 
A.H.M.A. Executive Committee 


price, too low. We have never estab- 
lished a reputation for being a price- 
cutting house. We have sometimes 
been referred to as highwaymen, but 
never as price cutters. This order 
looked very unusual and the boys 
brought it to me. Across the bot- 
tom of the order was written, “Please 
fill this order and whatever more you 
think you ought to have please 
charge to me, because I need this 
customer to keep me informed on 
prices.” 

“Well,” I said, “that may be all 
right in your view, but it is a pretty 
costly way. If it is really that you 
want to know the exact cost, we can 
furnish it to you at less cost than 
this is costing us all. I think in 
the future we can give you that in- 
formation without resorting to such 
drastic methods to keep you in- 
formed as to what that particular 
customer thinks his goods might be 
worth.” 

| had a little answer from the 
salesman, thanking me for my re- 
marks and telling me that probably 
in the future he would avail himself 
of another method of learning what 
goods ought to command in the mar- 
ket. We really haven't gotten to 
the point where we want to buy or- 
ders at perhaps 5 per cent over 
actual cost of the goods. 

The fact that these orders have 
come to us and have been priced 
completely by the salesman and 
looked at by another competent man, 
enables us to pass those orders right 
along for filling and shipment. We 
are just so old-fashioned that when 
we do get an order, it does not lie 
around on some credit man’s desk 
for three or four hours and it does 
not lie on some fellow’s desk for 
another hour or two to be edited or 
checked. I say we are just old- 
fashioned and fovlish enough to go 
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to work and fill that order if we have 
the goods, and we try to have the 
items that are on that order, striv 
ing to have our men sell only what 
we have and what we can ship com- 


plete. Therefore. the back order 
problem—and I[ am not boasting—is 


really no problem for us because we 
try to have our men sell only that 
which we have. 

We do not rely on Uncle Sam to 
deliver the mail to our place of busi- 
ness, but at 6 o’clock in the morning, 
which is a decent enough hour to be 
on duty in our section, and every 
hour thereafter our little truck will 
pick up mail from the post office 
and take back any mail that may be 
ready; therefore, we never have any 
accumulation of mail, and orders 





that come in early in the morning, 
whether they are going by parcel 
post, express or freight, or can be 
called for or delivered by truck. 
start moving at 9 o'clock, and by 
9.30 or 10 or 11 the goods are on 
their way. and since the order was 
completely priced, it has been 
passed right on to our invoice de- 
partment and the bill has been made 
and the invoice is on its way. That 
same little truck that goes for mail 
at the post office, at 10 o’clock is 
taking along the order that I re- 
ferred to before that may be going 
by parcel post, and it may carry at 
the same time the invoice covering 
the order, and so in the evening 
there is no vast accumulation of 
mail. 





P. B. Noyes, Oneida, Ltd. 


pired terms. 





OFFICERS 
of the 
AMERICAN HARDWARE MANUFACTURERS 


ASSOCIATION 
Elected at Chicago, Ill., Thursday, Oct. 21, 1937 


President 
Robt. G. Thompson, The Lufkin Rule Co 


Vice-Presidents 
*H. B. Wilson, Mathias Klein & Sons 
Houston Dudley, Gray & Dudley Co. 
*Richard Harte, Ames Baldwin Wyoming Co 


Secretary-treasurer 
Charles F. Rockwell 


Executive Committee 
1940 
*C. R. Swisshelm, Crescent Tool Co. 
*Spencer T. Olin, Western Cartridge Co 
*H. O. McCulley, Russell, Birdsall Ward Co 
1939 
Mark J. Lacey, Peck, Stow & Wilcox Co. 
N. D. Perine, Pennsylvania Lawn Mower Works 
W. Withington, The American Fork & Hoe Co. 
1938 
P. E. Barth, Sargent & Co., New Haven, Conn 
Geo. H. Halpin, Minnesota Mining & Mfg. Co 
*Paul M. Dillon, Northwestern Barb Wire Co. 


Advisory Board 
Robert Garland, Garland Mfg. Co. 


Fayette R. Plumb, Fayette R. Plumb, Inc. 

F. H. Payne, Greenfield Tap & Die Corp. 

Isaac Black, Russell & Erwin Mfg. Co. 

S. Horace Disston, Henry Disston & Sons Co., Inc 

D. A. Merriman, American Steel & Wire Co. 

J. E. Stone, The Stanley Works 

A. E. Alverson, Greenlee Tool Co. 

A. P. Van Schaick, The American Chain & Cable Co. 


*Newly elected. All others reelected or serving unex- 
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Construction of Warehouse Bins 


and Numbering Systems 





E. H. McLaughlin, Union Hardware & Metal Co., Los Angeles, Calif, 
presents illustrated talk on assigned subject explaining to Jobbers’ 
Tuesday session his company’s methods for simplifying certain ware- 
house problem with properly constructed storage facilities arranged 
for specific departments. 





N 1906, when our building was 


built, the merchandise that we 


then had on hand could very 
nicely have been put on one floor. 
As new lines were added, and as 
addition of sizes were made to old 
lines, we found ourselves with three 
outside warehouses, full from door 
to door, and our main warehouse 
crammed to such an extent that it 
was impossible for us to efficiently 
carry on. 
About that time a gentleman came 
to us who had a great deal of ex- 
perience in several large mercantile 
establishments. We had at that time 
the usual rectangular bins that most 
of you are familiar with, about 10 
ft. high, 2 or 3 ft. in depth, divided 
off into sections of approximately 18 
by 24 in. He convinced us that we 
should at least try one section of 
adjustable bins for merchandise 
that had been giving us a great deal 
of grief and trouble. Following his 
suggestion, these were tried out, and 
as a consequence, we were so sur- 
prised and pleased with the results, 
saving over 25 per cent in floor 
space alone, that at the present time 
we have all of our bifs in the new, 
adjustable type. Making an analy- 
sis of what we wanted to accomplish, 
we found three main faults with our 
old system that we wished to over- 
come—first, not to have more than 
one item in a bin; second, to re- 
duce the height of the bins so that 
there would be no climbing to get 
the merchandise; and lastly, to re- 
duce the amount of waste space that 
was occasioned by having only one 
uniform height and depth. 
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E. H. McLAUGHLIN 


Epiror’s Notre 


stock bins, numbering system etc., 


covered in this convention talk by 
Mr. McLaughlin were completely 
described and 
Oct. 7, 1937, issue of HARDWARE 
Acre. Readers may obtain a re- 
print of this informative article 
upon request to 

HarpwareE AGe, Editorial Dept. 
239 West 39th St., New York City 


In lining up merchandise we have 
always endeavored to get all of a 
kindred line in one section. For in- 
stance, we put all the flat head 
bright screws in one section. all 
round head brass in one section, 


all braces in one section, ham- 


mers, etc. In lining up our flat head 
bright screws, for instance, we took 





The warehouse 


illustrated in the 


the smallest size first and followed 
on down to the largest. The small- 
est size, of course, took up a very 
small space, some of the better sell- 
ing sizes could have used quite a 
large space. As a consequence, we 
found ourselves putting as high as 
four, five and even six numbers in 
one of the old style bins. The re- 
sults were that due to the fact that 
the bins were 10 ft. high, and that 
to reach the uppermost bin the 
order fillers stepped on the lower 
shelves, mixing up the stock, and 
as a consequence, continually filling 
orders with the wrong merchandise. 

At the start of the lineup we 
start in with 14 x 0 screws and run 
down to 2 in. screws. The amount 
of waste Space is quite evident in 
this type of bin. Our new, adjust- 
able type bins are built somewhat 
like a big box and are in overall 
dimensions 8 ft. 4 in. high, 5 ft. 
6 in. wide, and the depth depends 
on what type of merchandise is 
placed therein. Twenty-eight in. 
from the top horizontal boards are 
nailed in, and in the middle of this 
horizontal base, vertical uprights are 
placed. The lower part of the bin 
has three uprights, to which are 
nailed horizontal strips 1 by %4 in. 
and nailed 7 in. apart. When the 
hin is completed, it has two parts 
at the top and four sections beneath. 
On these horizontal strips _ slide 
shelves, and depending upon the size 
of bin wanted or needed, depends 
on what runners these horizontal 
sections are placed. When smaller 
bins are required, uprights are 
nailed to the horizontal shelves. In 
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this way the bin may be divided 
into two, three or more equal parts. 
Some of the cap screws have two 
divisions and some three, depending 
upon the amount of stock carried 
in each one of these slides. 5 by %& 
would not require as large a space 
as ¥% by 114. 

Where really small merchandise 
such as parts are kept, we have 
tacked small bread pans on a silid- 
ing board and have made as many 
as twenty-one small bins out of one 
regular size bin. For large saws, 
such as two-man saws, this gives 
you an idea for bins built particu- 
larly for this class of material. The 
main section of the bin is the same 
as those described to you a few min- 
utes ago, but instead of having only 
three uprights, besides the ends, we 
have used twelve uprights. 

On our third floor, which we call 
the double check floor, merchandise 
is marked for the customer and sent 
directly to the shipping room with- 
out going through the packing room. 





We have made special bins for this 
purpose. These bins are also adjust- 
able, but made to take merchandise 
of much larger proportion than the 
bins just explained. These bins, be- 
sides taking full cartoned merchan- 
dise, are also adapted to shovels, 
steel goods, large handles, etc. 

One of the very essential parts 
to the bin system is the bin ticket 
holder. These ticket holders are 
made so that they may carry as 
many as four or five cardboard tick- 
ets placed in them. First, we place 
in these ticket holders the number 
of the bin, or the number of the 
merchandise. As no merchandise is 
carried for bin stock beyond the six 
foot level, when we have reserve 
stock placed on the ledges, we place 
in these ticket holders a small red 
ticket which shows the location of 
the ledge reserve carried for this 
particular bin. Underneath the 
ticket carrying the number of the 
merchandise, is a warehouse reserve 
stock ticket that sticks out approxi- 


Kaufmann & Kubry 


The Chicago River as it appears to the spectator look- 
ing westward from above the Michigan Ave. bridge. 
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mately 44 in. beyond the ticket 
carrying the number. This gives 
anyone, at a glance, a complete pic- 
ture of just how much merchandise 
of a particular number that we have 
in stock, that is, the bin stock, ledge 
stock and warehouse stock. 

Our old way of marking the bins 
was to paint the number or the size 
on the bin itself. These new bin 
ticket holders are very essential to 
our whole system. These hang down 
from the top and are put in with 
two poultry netting staples, and as 
the merchandise is put in, the ticket 
holders slide back with the mer- 
chandise, and when merchandise is 
taken out the ticket holders slide 
forward. A regular stock stamp is 
used to number the bin tickets and 
it is surprising how fast these can 
be numbered. 

After these new bins were com- 
pleted and in endeavoring to reduce 
shortages as much as possible, we 
hit upon this very simple procedure. 
Each morning the stock clerk, as 
his first order of business, goes up 
one aisle and down the other mak- 
ing a note of first, empty bins, and 
secondly, any bins that he feels the 
merchandise is lower than it ordi- 
narily should be. This is what we 
call our “Daily Low and Out Re- 
port.” The original of these reports 
are sent to each buyer’s office before 
nine o’clock in the morning. The 
record clerk fills out columns 4, 5 
and 6 and hands the above to the 
buyer. In the last column the buyer 
shows the “disposition,” as we call 
it, and returns it to my desk before 
1 o’clock of the same day. The 
buyer has six choices as to what 
he may do with these empty bins. 
He may order the merchandise to 
be cancelled on all orders, to be 
back ordered, to be purchased on 
the outside, to substitute another 
article, or to let ride another ar- 
ticle. If the merchandise is discon- 
tinued, a discontinued disposition 
card is placed on the bin until the 
merchandise has been removed from 
our catalog, then the bin is killed 
and may be used for other merchan- 
dise. 

This, we believe, has reduced our 
shortages materially, and at the 
same time, has prevented a lot of 
arguments between our checkers and 
the floors as to substitutions, let 
rides, back orders, etc. Periodically 
every two weeks a complete check 
of all empty bins is made and passed 
on to the buyer for his information. 
Anyone can, therefore, walk along 
any one of our aisles and tell imme- 
diately how much stock we have on 
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hand, or where there is no stock in 
the bins, just what will be done in 
case an order comes through for 
some of this merchandise. 

In making another analysis of 
our business after these bins were 
completed, we found that approxi- 
mately 75 per cent of the errors 
were due to the numbering system 
then in vogue. We found that ap- 
proximately 60 per cent of our mer- 
chandise carried no numbers. I 
have reference to such big lines as 
screws, bolts, pipe fittings, nails, 
etc. We also found that 25 per cent 
of the factory numbers meant noth- 
ing to dealers or the consuming 
public, and that quite frequently we 
ourselves changed these numbers to 
suit our own convenience. We did 
find, however, that on about 15 per 
cent, at the most, of our items in 
stock, the factory number meant 
something to both the dealer and 
the consumer. I have specific refer- 
ence to such items as No. 11% 
Maydole hammers, No. 5 Stanley 
planes, etc. 

Going to our Sales Department, 
we convinced them that some num- 





WHOLESALERS EXPRESS APPRECIATION 


FAYETTE R. PLUMB 


Fayette R. Plumb, Inc., 
Philadelphia, Pa. 
A.H.M.A. Advisory Board 


bering system of our own would be 
very advantageous as far as filling 
orders were concerned, and that it 
would be very much to their advan- 
tage to have their customers get the 
correct merchandise once it was 
ordered. The big stumbling block, 


as they saw the problem, was the 
15 per cent of the merchandise just 
described on which they did ngt® 
wish to lose the identity of the num- 
ber so familiar to the dealer. We 
compromised, therefore, and _ they 
agreed to have our salesmen. 
wherever necessary, use first our 
number and then the factory num- 
ber. At the present time, until com- 
plete new catalogs are issued to our 
trade, our salesmen are instructed, 
wherever the customer requires it. 
to use both the new number and our 
old number. 

We, on the Coast, I believe, carry 
a much larger stock of industrial 
and mill supplies than is usually 
found in the middle west or the 
east. By actual count, the number 
of items, considering each size as an 
item, number 75,000. We, therefore, 
divided our departments and gave 
each a letter heading as follows: 


R—Steel 

B—Heavy Hardware 
E—Electrical 
L—Automotive 
Z—Brass & Copper 
M—Supplies 


FOR HARDWARE AGE SPECIAL 


Just a few of the sixty-five eastern hardware wholesalers and manufacturers who traveled to the Chicago Convention 
on board the HARDWARE AGE SPECIAL, via Pennsylvania Railroad. In appreciation for the sponsoring of this special 
train by this publication the National Wholesale Hardware Association, on Oct. 21, 1937, passed the following resolution: 
“RESOLVED, that we express our appreciation for the publicity the trade papers have given our convention, and to 
the HARDWARE AGE for sponsoring the special train from New York to Chicago, which added so much to the 
pleasure of those attending from the east.” 


OCTOBER 21, 1937 
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S. HORACE DISSTON 
Henry Disston & Sons, 
Inc., Philadelphia, Pa. 
Member A.H.M.A. 
Advisory Board and 
new Chief X of the 


X Club 
N-—Teols 
\—Paint 


I’—Household 
G—Linoleum 
H—Toys 
W--Mill Supplies 
T- - Builders’ Hardware 
U— Builders’ Contracts 
J—Sporting Goods 
V—Fishing Tackle 
K—Guns and Ammunition 
C—China & Glass 
S—-Plumbing 

We first expcrimented with the 
builders’ hardware department, the 
one department where most of the 
mistakes were made and where fac- 
tory numbers were extremely long 
and intricate—some of our regular 
factory numbers had as many as 26 
numbers, letters, crosses. dashes, 
etc. When these bins were com- 


R. E. PRITCHARD 
The Stanley Works, 
New Britain, Conn. 
Retiring vice-presi- 
dent A.H.M.A. 


PAUL W. DILLON 
Northwestern Barb 
Wire Co., 
Sterling, Ill. Newly 
elected member 
A.H.M.A. Executive 
Committee 


pleted and the merchandise lined 
up in proper shape. we took the 
first bin in this department and gave 
it No. 1, the second bin No. 2, and 
the third bin No. 3, ete.. with the 
prefix letter “T” before it, and con 
tinued on down until the last of the 
bins were reached. This meant as 
orders were written up that out 
order fillers could look at the num- 
ber and could immediately know by 
the number the location of the mer- 
chandise, eliminating thereby any 
chance for errors because of the 
failure of salesmen to write up the 
proper description. 

Not only has this new numbering 
system facilitated to a great extent 
the filling of orders, but it has 
helped as well practically everyone 
on the inside organization to speed 
up their work. 


A. J. KIECKHEFER 
National Enameling & 
Stamping Co., 
Milwaukee, Wisc. 
Retiring member 
A.H.M.A. Executive 
Committee 








A. P. VAN SCHAICK 


American Chain & 
Cable Co., 
Bridgeport, Conn. 
A.H.M.A. Advisory 
Board 


This is particularly applicable to 
the Price Department. Formerly. 
each item on an order was priced 
by a price clerk having one of ow 
large catalogs, and the procedure 
was to turn to each one of the items 
in the catalog and get the price be- 
neath the cut and the description. 
We now have printed numerical in- 
dexes and as the orders come 
through, the price clerk merely re- 
fers to the number and the letter 
designating the department, getting 
his price from this numerical index 
without thumbing the catalog. 

For those of you who might be 
interested, my suggestion would be 
that you do as we did in the begin- 
ning, try a few bins and number one 
or two lines to see how it works out 
in your own organization. 
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Low Stocks and Shortages 





L. L. Johnson, Harper & McIntire Co., Cedar Rapids, Iowa, opens Jobbers’ 
Tuesday morning discussion on the question: “When perpetual invento- 
ries are not kept what is the best method for reporting low stocks and 
shortages to the buying department?”. Explains his company’s card index 
control system and stresses need of accurate inventory data. 





HE first consideration in dis- 

cussing this subject is to decide 

upon the definition of stock 
keeping. In that connection, since 
it is the speaker’s ideas rather than 
Webster’s which are to be discussed, 
I will use my definition rather than 
Webster’s of stock keeping. 

It seems that it could be defined 
somewhat as follows: 

The faculty of having any and all 
items of merchandise in stock at all 
times with only a minimum quan- 
tity of any seasonable items on hand 
at the close of the current season. 
Inasmuch as stock keeping and turn- 
over are very closely related, there 
will probably be some _ reference 
made to turn-over. 

Naturally, it is almo-t impossible 
to conduct a business without records 
of some kind. In our own particu- 
lar instance, we do not keep any rec- 
ord of outgoing merchandise, but we 
do make use of about 10 cabinets of 
Kardex slides on which are entered 
all shipments of incoming merchan- 
dise. This file shows the items in 
our catalog exactly in the order in 
which they appear in the catalog. 
The cards in the individual slides 
are divided up into yearly columns 
so we are able in a moment’s notice 
to look back to find out how many 
pieces of any given item of mer- 
chandise we purchased in any par- 
ticular year. As new items are added 
to stock, cards are inserted in the 
proper position in this file, on which 
the proper entries are made from 
time to time. As it becomes neces- 
sary to close out merchandise the 
cards covering the items to be closed 
out are taken from the regular file 
and moved into a set of special 
slides in which all close out mer- 
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chandise is listed. At the time these 
cards are moved there is entered on 
them the number of pieces of that 
particular item together with the 
date on which the entry was made. 
It is assumed of course, that dispos- 
ing of merchandise which is no 
longer salable is as much a part of 
stock keeping as the sale of regular 
items of merchandise. 

In our buying record we, of 
course, keep copies of all orders 
placed with the factory. At the time 
the factory invoices are received 
they are checked against the order 
copies to make sure that quantities. 
prices, and terms are as specified. 
This also gives us a guide regarding 
the movement of merchandise. In 
other words if an invoice has not 
been received for a certain order it 
is only natural to assume that it has 
not been shipped by the factory. 

The chief difficulty encountered in 
this system, however, is it is neces- 
sary to page through the buying rec- 


ord to ascertain just which orders 
have not been filled. On season- 
able merchandise you are more apt 
to be on the lookout for shipments 
of this kind and watch them more 
closely. On staple items of mer- 
chandise, however, it is quite easy 
to think that this item or that item 
has been ordered and not pay any 
particular attention to a follow-up 
to make sure that prompt shipment 
is made. In other words my mind 
is open to some suggestions as how 
best to follow up items of this 
kind to insure prompt shipment. 

Several things are important in an 
organization such as ours. In order 
to keep stocks up to the necessary 
point it is necessary that everyone 
having anything to do with the move- 
ment of merchandise have a good 
knowledge of the movement of mer- 
chandise, gained by association with 
it over a period of time. This is not 
only true of the buyers in the office. 
but also of the men in charge of the 
stock on the various floors. 

In our organization, it is not 
enough for a floor man to receive 
his copies of orders. fill them and 
check them off, and forget about 
them. It is necessary for him to 
watch from day to day the move- 
ment of all items of merchandise on 
his floor, and advise the buyers of 
any irregular movement of merchan- 
dise. Each day after the orders are 
worked the floor man goes over his 
copies of orders on which he has 
made notes during the day of mer- 
chandise which he was out of, on 
which the stock was low. From these 
notations he makes up a shortage 
list which is turned in every night. 
Seasonable merchandise is quite 
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The Importance of Manufacturers 





Mark Lyons, McGowin-Lyons Hardware & Supply Co., Mobile, Ala., opens 
the Jobbers’ Wednesday discussion saying that proper long range view- 
point requires clearly defined sales policies and that fair, honest and 
constructive policies should be openly declared and rigidly followed. 





¥ 71TH the intensive competi- 
tion which now prevails. 


along with increasing pres- 
sure for higher standards of business 
practice, either through. voluntary 
effort or through governmental reg- 
ulation—it seems essential, from the 
long range viewpoint, that every bus- 
iness organization have a clearly 
defined sales policy. And if that 
policy is fair, if it is honest, if it 
is constructive, then there should be 
no hesitancy in stating it openly 
and observing it scrupulously. 

When we say that a manufacturer 
should have a definite sales policy, 
we do not necessarily mean his sales 
policy should be entirely partial or 
favorable to the jobber, but in keep- 
ing with the accepted meaning of 
the word “definite,” we mean that 
he should have a fixed, or positive 
policy—one that when announced 
is so precise or limited in meaning 
as to leave no question in our minds 
regarding the anticipated sales ac- 
tivities of that manufacturer. 

We as distributors advocate the 
manufacturer to distributor to deal- 
er method of distribution as most 
efficient and economical, but that is 
not the point of this discussion. We 
feel that even the manufacturer 
whose policy it is to disregard the 
distributor entirely should have and 
announce a definite sales policy. If 
he does so, the wholesaler or dis- 
tributor is then in position to de- 
termine for himself whether or not 
that policy merits his continued 
patronage. 

Again, if a manufacturer’s policy 
is definitely announced, the distribu- 
tor knows what to expect of that 
manufacturer in the way of sales ac- 
tivities. If it is his policy to disre- 
gard the distributor, then the inde- 
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pendent retailer is equally justified 
in wanting to know the degree in 
which he will be able to compete 
with department stores, chain stores, 
catalog houses, and others on that 
manufacturer’s product. 

Our argument then, for a definite 
sales policy on the part of the manu- 





MARK LYONS 
Vice-President, N.W.H.A. 


facturer is not so much a conten- 
tion that the wholesaler must be 
recognized in his policy, but that it, 
regardless of whom it may favor, 
should be definite and fixed. The 
selling outlets decided upon by the 
manufacturer as his source of dis- 
tribution should be just as well 
posted as to that manufacturer’s 
sales policy as is his own organiza- 
tion. 

A successful hardware manufac- 
turer was recently asked for his 
ideas on this subject. And he re- 
plied, in effect: 

“I can’t speak for other manufac- 
turers, of course, but in our own 
case we've found it highly important 


to maintain a clearly defined policy 
of selling only to jobbers—and not 
soliciting any catalog house busi- 
ness. It’s important because we need 
the sales and warehouse facilities 
of the jobbers—and because we 
could not hope to make our prod- 
ucts so easily available to the re- 
tailer in any other way, at so low 
a price as we pay for the jobber’s 
services.” 

That is one manufacturer’s view 
of the importance of having a defi- 
nite policy. We are not suggesting, 
of course, that other manufacturers 
must necessarily adopt that same 
policy. In fact, the limitations of 
this subject do not permit of sug- 
gesting what policy any manufac- 
turer should or should not adopt. 
We are simply urging the impor- 
tance of a manufacturer having 
some kind of definite policy, and 
observing all details of that policy 
scrupulously. 

For one thing, we need the confi- 
dence which is generated by the 
knowledge that a definite policy is 
being maintained. We need this 
confidence that there may be the 
proper coordination of effort in the 
distribution of a manufacturer’s 
products, that suspicion and dis- 
trust may be eliminated, and that 
we may build on the basis of per- 
manent relationship with our sources 
of supply. 

As you know, your association has 
compiled at considerable work and 
expense a register of the announced 
sales policies by many of our lead- 
ing manufacturers. A study of this 
register shows a surprising number 
of manufacturers who have replied 
to the questionnaire and announced 
a sales policy, yet an indefinite pol- 

(Continued on page 90) 
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Having Definite Sales Policies 





Leslie M. Stratton, Stratton-Warren Hardware Co., Memphis, Tenn., sup- 
plements discussion opened by Mr. Lyons at Jobbers’ Wednesday session. 
Holds that when wholesaler knows and understands manufacturers’ 
policies there is less difficulty in determining desirability of handling 
lines and that such policies aid in making lines profitable to handle. 





S a wholesaler I believe that it 
is important that every manu- 
facturer have a definite sales 

policy for the very good reason that 
wholesalers find it very satisfactory 
to distribute the products made by 
manufacturers who do have a defi- 
nite sales policy and they likewise 
find it unsatisfactory to distribute 
the products of a manufacturer who 
does not have such a policy. 

When a wholesaler knows defi- 
nitely what the sales policy of a 
manufacturer is he has no difficultv 
in determining whether or- not it 
would be desirable for him to handle 
the products of*such manufacturers. 
If that manufacturer’s sales policy 
recognizes the functional services per- 
formed by the wholesaler and is will- 
ing to protect the wholesaler’s 
interests in his sales policy, naturally 
the wholesaler appreciates such a 
position. Likewise the wholesaler 
can easily determine his attitude to- 
ward a manufacturer whose sales 
policv refuses to recognize the func- 
tional services of the wholesaler and 
who seeks his volume through other 
channels. 

The manufacturer who 
the greatest problem to the whole- 
saler is that manufacturer who re- 
fuses to announce a sales policy and 
who by evasion and_pussyfooting 
seeks to create the impression that 
he is the wholesaler’s friend and yet 
does not hesitate to place himself in 
direct competition with the whole- 
saler whenever he thinks it best 
serves his interests to do so. 

One of the reasons. or rather ex- 
cuses, often heard as to why manu- 
facturers do not adopt and declare 
a definite sales policy is the difficul- 
ty of determining who is a whole- 
saler. 


presents 
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The approved definition of a 


wholesaler, as set forth in the Code 


of Fair Competition for the Whole- 
saling and Distributing Trade dur- 
ing the NRA, read as follows: 

“A ‘wholesaler’ or ‘distributor’ 
shall be defined as any individual, 
partnership, association, corpora- 
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tion, or other firm, or a definitely 
organized division thereof, definitely 
organized to render and rendering 
a general distribution service, which 
buys and maintains at his or its 
place of business a stock of the lines 
of merchandise which it distributes ; 
and which through salesmen, adver- 
tising, and/or sales promotion de- 
vices, sells to retailers and/or to 
institutional, commercial, and/or in- 
dustrial users; but which does not 
sell in significant amounts to ulti 
mate consumers.” 
This definition has 
nized by the Department of Com- 


been recog 


merce as well as the Federal Trade 


Commission, and it would seem that 
any manufacturer could easily de- 
termine the status of the houses in 
the various territories covered by 
their salesmen. 

It seems hardly necessary to men- 
tion the importance of the whole- 
saler in distribution when the Bu- 
reau of the Census shows the net 
sales in wholesale distribution of 
all lines for 1935 as $42,800.000,000. 
The same authority shows the sales 
of hardware wholesalers for 1935 as 
$428,249,000, and the increase in 
business during the past two years 
should easily bring this figure up to 
$600,000.000 for 1937. 

Manufacturers, naturally, wish to 
distribute their products through the 
most economical channels, otherwise 
they are handicanped by their com- 
petitors who seek such methods of 
distribution. 

We make no complaint against 
the manufacturer who elects to dis- 
tribute his products entirely through 
the retail trade, the catalog houses 
and the chain stores. It was proven 
to the satisfaction of the Federal 
Trade Commission that it costs Bird 
& Son 29 per cent more to distribute 
their products direct to retailers and 
manufacturers selling exclusively to 
wholesalers effect a proportionate 
saving in their cost of distribution. 
Wholesale distribution does not add 
to the cost but actually reduces the 
cost of distribution and the individu- 
ality and independence of maniffac- 
turers denend npon the preservation 
of a large hody of independent re- 
tailers. 

Manufacturers with a reputation 
for fair dealings naturally recognize 
that they could not expect the full 
cooperation of wholesalers in the 
distribution of their lines if they 
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adopted policies of undermining the 
business of the wholesaler by selling 
his customers on a_ basis which 
would make it impossible for the 
wholesaler to compete and realize a 
satisfactory margin. 

To those manufacturers who do 
desire to establish and maintain fair 
and equitable cooperative relation- 
ships with wholesalers, the National 
Wholesale Hardware Association of- 
fers a very well-defined method of 
procedure. The association has de- 
veloped a system of reports, to its 
members, voluntarily supplied by 
manufacturers, all of whom are in- 
vited to submit a statement of their 
sales policies to the office of the 
association. Some 1200 manufac- 
turers have taken advantage of the 
opportunity to definitely define and 
place before the members of our 
association their sales policies in the 
distribution of their products. Thus, 
many manufacturers are convinced 
that sales policy is more important 
than price. 

In this connection it seems an ap- 
propriate time to mention the fact 
that some manufacturers are of the 
opinion that because of laws that 
have been recently enacted they can- 
not continue to allow wholesalers a 
fair differential for the services they 
perform in the distribution of their 
products. Nothing could be _ fur- 
ther from the facts which will, no 
doubt, be explained by Congressman 
Patman in his address tomorrow. 

The attention of manufacturers is, 
therefore, called to a _ resolution 
which was adopted at our 1935 con- 
vention, and which read as follows: 

“Whereas, there is a tendency on 
the part of*some manufacturers to 
base their prices upon quantity 
rather than upon functional services 
performed by the buyer, and 
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“Wuereas, failure to properly 
recognize the functional service 
which the wholesaler performs is 
an inequitable. discriminatory, and 
unfair practice, and 

“Whereas, the wholesaler in the 
performance of his service as such, 
carries adequate stocks, renders 
prompt and efficient service to the 
retail trade, extends credit facilities, 
and acts as general distribution and 
sales agent for the manufacturer. 
which functions are not performed 
by others who may buy from manu- 
facturers on a quantity basis. and 

“WHEREAS, the functional service 
of the wholesaler was clearly recog- 
nized by the National Recovery Ad- 
ministration by President Roosevelt 
in signing the General Wholesale 
Code, and also has been recognized 
in notable court decisions, especial- 
ly the decision in the Mennen case, 
and 

“WHEREAS, sales based on quan- 
tity alone which do not give the 
wholesaler the recognition to which 
he is rightfully entitled. result in 
market demoralization and unfair 
discrimination against the whole- 
saler and independent retailers. 

“THEREFORE. BE It RESOLVED, by 
the National Wholesale Hardware 
Association in convention assembled 
at Atlantic City, October 24, 1935, 
that the pricing of merchandise by 
menufacturers on a basis of quan- 
tity without recognition of the func- 
tions of the wholesaler. is unfair 
and tends to disrupt orderly distri- 
bution, and is, therefore. looked 
upon with disfavor by our mem- 
bers.” 

In the adoption of sales policies 
by the manufacturers we are not 
unmindful of the increased cost of 
production as a result of advances 
in raw material, higher taxes and 
increased wages, but the manufac- 
turers should realize that the operat- 
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ing expenses of wholesalers have 
likewise increased and should ar- 
range their costs and selling sched- 
ules so that the margin of the 
wholesaler may be maintained. 

Summing up the situation, the fol- 
lowing are some of the reasons why 
manufacturers should have definite 
sales policies. 

1. The business of wholesalers 
and manufacturers is so closely in- 
terwoven that a policy of complete 
frankness and cooperation is essen- 
tial for the success of both. It is 
sound merchandising for a manufac- 
turer to place his policy on public 
record. 

2. A manufacturer has no right to 
ask, or expect, wholesalers to invest 
their capital in his lines, in the ab- 
sence of a statement of policy by 
which wholesalers are able to deter- 
mine in advance whether it will be 
to their advantage to do so. 

3. Orderly distribution so essen- 
tial for enlargement of markets and 
adequate profits, requires a frank 
statement of policy on the part of 
the manufacturer for the intelligent 
guidance of wholesalers. 

4. Failure to announce details of 
his policy will not conceal unsound 
and uneconomic practices on the 
part of the manufacturer. And, once 
it becomes known that the manufac- 
turer indulges in inequitable prac- 
tices, wholesalers lose their interest 
in his products. 

5. New economic conditions exist. 
Some years ago demand for products 
of all kinds exceeded our productive 
capacitv. It was easy to sell what 
we produced. Today the reverse is 
true. Demand must be created. 
Manufacturers must recognize this 
change by adopting and announcing 
policies which assist their whole- 
salers to successfully merchandise 
their products. 
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Are you “cashing in” on the greater value of 
these new TRUE TEMPER Forks? Two out 
of every three customers in your store will 
pick them every time. They can SEE THE 
DIFFERENCE and they can FEEL THE DIF- 
FERENCE. The select Northern grown ash 
handles are natural white finish, so no defects 
can be covered up. They can see the new pat- 
ented TRUE TEMPER tubular ferrules which 
add 25% more strength. They have our as- 


surance that the tines are forged from spe- 
cial analysis steel, 25% stronger and tougher 
than regular fork steel. They can FEEL THE 
DIFFERENCE. The balance is perfect—the 
handles are sanded, waxed and polished to 
slide easily in the hand. Have you had an op- 
portunity to examine one of these new forks? 
If you have not, write us. We will see that you 
have such an opportunity because these forks 
will increase your sales and your profits. 


THE AMERICAN FORK & HOE COMPANY 
Makers of Essential Tools CLEVELAND, OHIO 
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icy. particularly with reference to 
price schedules. 

It must be realized that price 
schedules are not essentially a pri- 
mary part of a sales policy, yet, 
from the distributor viewpoint, the 
price differentials are such a vital 
factor, that the relationship of the 
price schedule to the sales policy 
must be recognized. For that reason. 
it is interesting to note that many 
manufacturers quote a varying dif- 
ferential at which they are willing 
to sell large retailers. chain stores, 
department stores, catalog houses 
and others beyond the prices they 
quote wholesalers. 

In varying price schedules to the 
same or similar classes of trade, 
there is also the danger of highly 
competitive conditions revealing the 
fact that one buyer is enjoying bet- 
ter prices from the same manufac- 
turer than another in the same class 
of business. I do not believe it 
necessary to picture the results of 
this condition for you. You can see 
it for yourself. 


Differential Too Small 


Furthermore, we find in many 
instances the differential allowed the 
wholesaler under the prices quoted 
large retailers, department stores, 
chain steres. syndicate buyers, and 
others, is too small to even cover 
the cost of soliciting the business, to 
say nothing of the handling, de- 
livery, bookkeeping. collecting and 
other factors involved in the whole- 
saler’s operating expense. 

No manufacturer is justified in 
expecting a distributor to invest 
capital in his line and expend an 
effort in the promotion of his prod- 
uct without some assurance that the 
distributor wil! be placed in position 
to profitably compete with the man- 
ufacturer on the overlapping con- 
tacts of the two. A manufacturer 
should not expect the distributor to 
serve as his warehousing. selling, 
shipping, bookkeeping and _ collect- 
ing agent on the smaller accounts 
which the manufacturer cannot 
otherwise profitably contact, and 
then by indefinite and unfair sales 
policies, create unethical competi- 
tion that makes it unprofitable for 
the distributor to contact the larger 
buyers. 

The distributor is, in a_ sense, 
merely an extension of the manu- 
facturer’s sales organization. And 
he cannot operate at a maximum 
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efficiency in the distribution of the 
manufacturer’s products unless he 
knows that the manufacturer has a 
clearly defined sales policy. and 
knows what that policy is. He may 
not agree that the policy is all that 
it should be; but at least he respects 
the manufacturer for his willingness 
to place the cards on the table and 
play the game fairly. 

It is said that there is no senti- 
ment in business. I, for one, can’t 
subscribe to that statement. It seems 
to me that sentiment must enter very 
largely into our business relation- 
ships—in the sense that to do a 
really efficient sales job, we must 
believe enthusiastically that the 
product is not only made right but 
is sold right, by an organization in 
whose policies we have confidence. 

It has been said in these conven 
tions that our competition today is 
competition between methods of dis- 
tribution—and that is no doubt true. 
Yet the combined cost of distribu- 
tion of the efficient wholesaler and 
efficient independent retailer is fair- 
ly close to the cost of distribution 
through the chain store organization. 
And if our marketing structure is 
supported on the firm foundation of 
honest and constructive manufac- 
turing policies, then we should have 
no great difficulty in maintaining 
our place in the distribution of hard- 
ware. 

Briefly summarizing the thoughts 
submitted on the subject. we reach 
the conclusion that if a sales policy 
is definite, honest and fair, and if 
it is scrupulously adhered to, it has 
many important adyantages. 

It enables the wholesaler to de- 
termine for himself his attitude to- 
ward the products of each individual 
manufacturer. 

It insures the wholesaler’s confi- 
dence in the manufacturer—elimi- 
nates distrust---and gives the whole- 
saler a feeling of security as to his 
status in the distributing scheme of 
the manufacturer. 

It establishes an element of har- 
mony and satisfaction in the rela- 
tionship of the manufacturer and 
wholesaler—an element essential to 
the success of both. 

It leads to a definite understand- 
ing between manufacturer and 
wholesaler as to their respective ob- 
ligations to each other, and promotes 
a conscientious effort on the part of 
both to fulfill these obligations. 

It places the wholesaler confi- 
dently in his proper place as an 


essential part of the manufacturer’s 
selling force. 

It creates added confidence and 
good will on the part of the whole- 
saler, which gives the manufacturer 
the full benefit of sound and eco- 
nomical methods of distribution. 

It encourages the wholesaler to 
regard his stock of a manufacturer’s 
product an investment rather than 
a gamble. which element may be 
created by uncertainty as to the 
manufacturer's attitude toward com- 
petitive sources of distribution. 

It prevents chaotic conditions in 
the manufacturer’s own sales or- 
ganization. All inquiries from the 
same class of trade would be han- 
dled on an equal basis, eliminating 
the confusion of different prices to 
the same class of trade, and in 
many instances to the same cus- 
tomer. 

It enables the distributor’s sales- 
man to solicit his trade on the man- 
ufacturer’s product with a feeling 
of security and confidence in his 
own policy. He need not be em- 
barrassed by unethical competition 
from the manufacturer himself, or 
other sources, on the same product. 

It enables the manufacturer to 
establish a working condition and 
remuneration for the distributor that 
will prompt the distributor to great- 
er efforts in behalf of the manu- 
facturer. 

It tends to create a unity of pur- 
pose and consistency of activity in 
all branches of the distributing sys- 
tem. 


Stabilizes Prices 


It tends to stabilize prices—a 
condition which most manufacturers 
have zealously courted since this 
country united in a campaign to de- 
feat the depression a few years ago. 

It tends to alleviate, and to a 
great extent. eliminate discrimina- 
tions. 

It tends to increase the good-will 
of the dealer and promote a greater 
effort by him in behalf of the manu- 
facturer and his product. 

If the limitations of this subject 
permitted it, there are other points 
that might be emphasized—such as 
the importance of clearly defined 
jobbing policies and the need for a 
jobber encouragement of manufac- 
turers who maintain and adhere to 
an ethical policy in the distribution 
of their products. For our interests 
are inter-related; the manufacturer. 
the wholesaler and the independent 
retailer are dependent upon one 
another; and all are concerned with 
the maintenance and_ continued 
strengthening of the jobbing func- 
tion. “he 
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Wage, Hour and Price Problems 





A summary of an address by Dr. Harold G. Moulton, president, The 
Brookings Institute, Washington, D.C., before the Manufacturers’ 


Wednesday session. 





ORKING hours, money 
wages, and commodity prices 
in their inter-relations consti- 

tute the paramount problem with 
which the American people are now 
confronted. They comprise the fun- 
damentals of the program of or- 
ganized labor, they constitute one 
of the primary problems with which 
the government will grapple this 
autumn and winter, and they repre- 
sent the most baffling issues with 
which private business enterprise 
has to grapple. Upon the trends in 
these relationships will largely de 
pend the prospects for American in 
dustry in the near future. 

Why are hours, wages, and prices 
of such fundamental significance? 
In simplest terms they are of vital 
importance because: first, the num- 
ber of hours worked has an impor- 
tant bearing upon total production 
and hence on the standard of liv- 
ing; and, second, it is through the 
wage and price mechanism that the 
goods and services produced are 
distributed to the masses of the 
people. The issues involved are of 
particular significance at this junc- 
ture because of the confused state 
of public thinking and the conse- 
quent danger of developments that 
tend to restrict economic progress. 


Reduction in Hours 


Over the generations the continu- 
ous improvement in productive proc- 
esses has made possible a substan- 
tial reduction in the length of the 
working day. Between 1900 and 
1930. for example, the average num- 
ber of hours worked per week was 
reduced by about 13 per cent and 
at the same time the per capita vol- 
ume of production was expanded by 
about 38 per cent. Thus society 
realized part of the gains from in- 
creased productivity in the form 
of shorter hours, but a much larger 
part in the form of a greater volume 
of goods and services. 

Between 1929 and the present 
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time the average length of the work- 
ing week has been reduced by ap- 
proximately 20 per cent. During 
these years there has been some 
increase in productive efficiency, es 
pecially in manufacturing industries, 
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but far from proportional to the 
shortening of working hours. It is 
urged now both by labor and gov- 
ernmental leaders that the way for- 
ward is presumably to be found in 
further reductions in hours—accom- 
panied by further wage increases. 

The total volume of national pro- 
duction and hence national income 
in 1936 was about 85 per cent as 
great as it was in 1929. The primary 
need, therefore, is an increase in 
the total volume of national produc- 
tion. No matter how much we in 
crease money wages, if the volume 
of goods available for purchase re- 
mains stationary, real standards of 
living will not be raised. A_short- 
ening of hours may be a means of 
absorbing some of the unemployed 
but if increasing production does 
not result there will be no increase 
of goods and services available for 
consumption. 

In current discussions it is as- 
sumed that reductions in working 
hours should be accompanied by 


increased wages per worker—-which 
means a double force operating to 
increase wage disbursements. The 
same force operates to increase 
money costs of production; and 
hence there is a strong pressure for 
higher prices. In some industries 
it is possible to raise prices, but in 
others there is strong resistance 
hence the outcome may be restric- 
tion of production and increasing 
unemployment. 


Trends of 1937 


At the beginning of the present 
year we had sharp increases in 
money wages accompanied by fur- 
ther reductions in hours. The result 
was a sharp increase in costs and 
rising commodity prices. Some lines 
of business were stimulated for a 
time by the inflationary situation; 
but within six months difficulties 
began to appear in certain fields of 
enterprise. In some cases the rising 
costs were passed on—for a time; 
but in such fields as housing and 
railroad reconstruction the rise in 
costs and lessened margins of profit 
served to check the expansion al- 
ready underway. The increase in 
production costs has undoubtedly 
been a major factor in the current 
business recession. 

Increases in wages depend upon 
increasing efficiency. It is essential 
to economic progress that currently 
produced income be broadly dis- 
tributed among the masses of the 
people, either by means of price 
reductions or money wage increases. 
But an improvement in the ratio of 
wages to prices depends fundamen- 
tally upon increasing efficiency. Be- 
tween 1934 and the end of 1936 


. wages were increasing relatively to 


prices, an improvement made _ pos- 
sible by the gradual increase in 
productive efficiency that was oc- 
curring. Since the beginning of 
1937, however, the sharp advance 
in wages has been unrelated to effi- 
ciency; and dislocations have been 
the inevitable result. 
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Shown in the panel at the left 
are just a few of the McKay 
brand marks—brands that spell 
profits for you, and satisfaction 
for your customers. 


ALL McKay Chain, whether 
it's welded or weldless—from 
Trace Chains and Tie-Out Chains 
to Crane Chain and Ship's An- 
chor Chain—is made to one stan- 


dard of quality—the HIGHEST! 


Here are five important rea- 
sons why you should insist on, 
and get, McKay quality: 


(1) The Company—Substantial. 
Founded over 50 years ago. 
Most modern plants, latest- 
type equipment, tremendous 
production. National reputa- 
tion for high quality, through- 
out the hardware trade. 

(2) Highest-Quality Materials, 
all carefully checked by la- 
boratories before being used. 

(3) Greatest Care in Welding. 

(4) Most Careful. Testing and 
Inspecting. 

(5) ““McKay’s fifty years of 
knowing how'' « The McKay 
Company, McKay Building, 
Pittsburgh, Pennsylvania. 


INSIST ON THESE BRANDS WHEN YOU BUY CHAIN FROM YOUR JOBBER! 


WEL ae 8S 4 
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Compensation of Salesmen 





W. W. Townley, Townley Metal & Hardware Co., Kansas City, Mo., outlines 
his company’s plan for compensating salesmen but suggests that jobbers 
continue any workable existing plan which they and their salesmen 


understand. Addresses Jobbers’ Tuesday session. 





E have reached the point 

where we must consider 

whether or not changing con- 
ditions make it necessary to change 
methods of compensation for sales- 
men in order to increase the eff- 
ciency of our sales forces. 

There was once a king who had 
pretty much the same sales problem 
as we have today. For a great many 
years the kingdom had been exceed- 
ingly prosperous and as a result the 
bins and barns were overflowing and 
the warehouses were filled with per- 
fumes and spices. The courtyards 
were filled with camels and ele- 
phants and whatever gocs to make 
up a kingdom with the abundant 
life. In fact the kingdom was so 
crowded with merchandise that the 
king decided to do something about 
it. 

The king called in his advisers 
who decided to sell this merchandise 
at a profit, rather than give it away 
or plow it under. Working on the 
problem of what territory in which 
the merchandise would be sold it 
was decided to sell it in nearby 
countries where warehouse service, 
freight rates, price and competition 
were at least on a par with his 
kingdom. 

The next problem seemed to be 
that of setting up a value on the 
merchandise. Some lines were 
marked up 33 1/3 per cent, others 
but 15 per cent. They tell me that 
the king could never figure out just 
how the prices were arrived at. For 
example, Damascus swords were 
marked up 33 1/3 per cent while 
elephants had a mark-up of but 10 
per cent. When the king questioned 
these prices he was told that the 
swords were getting rather scarce 
but that the elephants were in great 
demand for parades. The _ king 
finally agreed on these mark-ups, 
but he could not help but remember 
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that Damascus swords did not keep 
on eating hay. 

The next problem was methods of 
distribution. Some advisers wanted 
to issue a royal catalog with flashy 
pictures of complete harem outfits, 
others wanted to start royal coop- 
eratives and some qdvisers wanted 
chain stores. The king said that he 
had a lot of ambassadors in nearby 
countries and as they weren’t doing 
much anyway he would put them to 
work as supersalesmen. He said 
that changing conditions made it 
necessary to change methods of com- 
pensation in order to increase the 
efficiency of his ambassadorial force, 
if that is the correct word. The king 
said he would work out a feasible 
compensation plan that would be 
fair to everyone, fair to the ambassa- 
dors and to the king. 

The king called home the am- 
bassadors to outline his plan and to 
one group he offered a straight sal- 
ary, saying, “Now boys, there is a 
fair plan. It is simple. It is easy to 
understand. It doesn’t require much 
clerical work. The better ambassa- 
dors will receive better salaries. In 
times of depression we won’t go 


through any disturbing readjust- 
ments. Some of the ambassadors 
who might worry about salary won’t 
have to under this plan as salary 
will be assured.” He felt sure that 
he could control the situation at all 
times and that he could insist on the 
pushing of a new line of queen’s 
wear in which he was interested. 

Some of those ambassadors, who 
wanted more of an incentive, said, 
“Why, king, if we get out here and 
work hard and really sell a lot of 
this stuff for you, we ought to have 
more of a cut.” To that group the 
king said, “I will give you a com- 
mission,” but as he was a little 
afraid that they might stress volume 
rather than quality sales, he offered 
them 5 per cent commission on 
everything except elephants which 
carried only 2 per cent. The king 
suggested that they not call only at 
the biggest castles and that they not 
send in too many cut prices for ap- 
proval. 

Under some of these plans he of- 
fered drawing accounts. To one 
group he gave a sliding commission 
which increased as the volume in- 
creased. And to another group he 
said, “I will give you a commission 
based on the gross profit instead of 
on the net sales. To that particular 
group he upped the price of ele- 
phants just a little, and it soon be- 
came known to the ambassadors as 
the “royal house” cost. When the 
ambassadors found out about this 
cost and understood it, they ceased 
to worry about it and didn’t think 
they were getting gypped too much. 
As a matter of fact, I know more 
about that particular type of com- 
pensation than I do the other be- 
cause the ambassador who first used 
it willed it to my grandfather who 
brought it with him to Kansas City 
in 1884. 

A few figures might give you some 
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Retailers of America! Here’s MAJESTIC, a dry 

shaver designed to bring your electric razor busi- 

ness up into the volume brackets where you can 
et the turnover and make some real money! 

MAJESTIC definitely puts an end to the era of 
fancy prices for electric dry shavers. It’s as sweet 
a little dry shaving power plant as ever anni- 
hilated a stubborn whisker — and it retails for 
only $7.50. 

Think of it! This precision-built, faultless] 
engineered little marvel of shaving efficiency with 
convenient double-edged, two-way cutting head 
and self-sharpening blade, can now be had at a 
price which a year ago seemed out of the question! 

Just another demonstration of what can be 
done to tame costs and pare prices when demand 
reaches the point where large-scale production is 
possible. 

The MAJESTIC is a dry shaving electric razor 
that operates on either AC or DC current. It has 
been tested and approved by the Underwriters 
Laboratories, and is guaranteed fully for one year 
against defects in workmanship and materials. A 
guarantee certificate is enclosed with each shaver. 

Here is a potential market representing over 
40,000,000 customers and a gross volume of a 
quarter of a billion dollars annually. Only the 
upper crust of this market can afford the high- 
priced electric dry shavers of the past . . . but aver- 
age pocketbooks can afford MAJESTIC. With it 
you can tap this luscious market to the core! 
Come and get it! 





JOBBERS! Authorities esti- 
mate that 5,000,000 electric 
razors will be sold during the 
ensuing year. 


The MAJESTIC. retailing at 
$7.50, is a ‘‘natural’’, and alert 
jobbers can really go to town 
with it — because it is priced 
for the masses. 

Our production has been 
stepped up for volume and we 
are now open for a few whole- 
sale distributors who mean 
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business and have organiza- 
tions adequate to the job. 

For such we have an ex- 
tremely interesting distributor 
franchise; so we can’t afford to 
tie up with ‘‘sleepers!’’ 

Advertising and hard-hitting 
sales promotional cooperation, 
of course! 

If you are interested and can 
give us what we want, please 
wire for complete details. We 
are moving fast and must have 
action! 








The double-edged, 
two-way cutting head. 


FACTS about the MAJESTIC 
Precision-Built ELECTRIC DRY SHAVER 


1. The MAJESTIC comes in a 
genuine leather traveling case 
and is attractively packaged 
for retail display and stock— 
compact and mess-proof. 


2. Priced for volume with a 
profit margin that is a golden 
incentive to go after that vol- 
ume. 

3. Hard-hitting promotion 
material is provided to all our 
distributors. 





4. The MAJESTIC has been 
approved by Underwriters 
Laboratories and is fully guar- 
anteed for one year. 

5. The MAJESTIC is being 
sold by leading department 
steres and chains throughout 
the country and advertised on 
a national scale. It will move 
rapidly. 

6. The retail price is main- 
tained. 





PRECISION-BUILT 
ELECTRIC DRY SHAVER 


$°750 


RETAIL 


ise Mart » CHICAGO, ILLINOIS — 


FOR AC OR DC CURRENT 
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real indication as to how that plan 
works. If an item costs 95 cents and 
the freight rate is five cents, we de- 
liver it in Kansas City for $1, and 
we will probably put a house cost 
on that item of five cents, making 
the total $1.05. That percentage 
might vary from 2 to 10 per cent, 
according to whether or not the item 
is a profitable one or according to 
the cost of handling it. If we sell 
that item for $1.25, the spread be- 
tween $1.25 and $1.05 is 20 cents, 
which is the gross profit on which 
the salesman’s compensation will be 
based. 

City salesmen will be given 25 
per cent of that gross figure and 
country salesmen 35 per cent. The 
city salesmen have the lower com- 
mission due to the expense of main- 
taining a fleet of trucks to make de- 
liveries and the use of inside sales- 
men on phones. They have lower 
traveling expenses, etc. All of the 
salesman’s expenses are paid out of 
his commission and he owns his own 
car. 

Personally [| am not so sure that 
I think that is such a hot plan of 
sales compensation, so I am _ not 
recommending it. To give you the 
actual cost based on sales, in our 
own experience for the first seven 
months of this year, we have 40 
salesmen, and the top 20 salesmen 
cost us 4.9 per cent on net sales. 
The 20 in the lower brackets cost 
us 5.7 per cent, making the average 
5.2 per cent. However, when we 
added in the expense of three sales- 
men whom we sent out to push three 
lines on which we have exclusive 
distribution, the cost for the house 
as a whole went back up to 5.7 per 
cent. You get that back down to 5.3 
per cent by adding in all of the sales 
on which you don’t have to pay com- 
missions. 

Our selling cost was 5.3 per cent 
and according to the national figures 
for 1936 for Missouri River jobbers. 
their selling cost was exactly the 
same. 

The main objection to that plan 
on the part of the king was that 
considerable clerical work was _in- 
volved. I don’t know the name of 
the Missouri River jobber (his num- 
ber is 108) who in 1936 did from 
one to three million dollars’ worth 
of business with a sales cost of 3.8 
per cent, but I should like very much 
to have that gentleman have lunch- 
eon with me immediately after this 
meeting. He is a doctor and not a 
patient. As a matter of fact, he 
ought to have been the one up on 
this platform. 

Probably the main difference be- 
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tween the operation of that house 
and ours is that it undoubtedly has 
more good salesmen. Now how to 
get more good salesmen when your 
company has failed to develop them 
itself and when you hesitate to hire 
them away from your neighbors is 
another question. Perhaps, it is no 
longer considered unethical to hire 
salesmen away from your competi- 
tors. According to some of the New 
Deal philosophy, that is being 
taught the younger generation, I 
think this is open to question. 
You know it used to be that when 
you wanted to get an increase in 
wages, you went to the boss and 
asked him about it. He said “yes” 
or “no” according to the circum- 
stances. Now you just go out and 
buy a blackjack and take over the 
warehouse until he says “yes.” 


When the king had those ambas- 
sadors out for about three years he 
called them all in and said to them, 
“We will look this situation over to 
see which of these methods of com- 
pensation is the best one.” He found 
that regardless of the method of 
compensation some ambassadors did 
a good job and that some did not. 

Conditions may be a little differ- 
ent now from the time of that king, 
but our methods of compensation 
are about the same because any of 
those methods are going to work if 
you handle them properly. My sug- 
gestion is that we accept the method 
that we and our salesmen under- 
stand, but that we give more and 
more attention to the work of the 
men in the field and more and more 
attention to the location, size and 
type of customer. 


The Necessity for Recognizing 
Replacement Costs 





H. J. Allison, Glasgow-Allison Co., Charlotte, N.C., 
tells Jobbers’ Tuesday session that replacement 
values should be factor in inventory appraisals. 





HEN dealing with the value 
of your inventory it is of the 
utmost importance that you 
do so on the basis of its replacement 
value. With price advances, which 
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have been more or less steady dur- 
ing the past few years, we must con- 
sider the replacement value of our 


inventories for if we do so when 
prices go down we will have no 
reserves built up to take care of 
these changes. 

Taxation is the big inventory 
problem facing us now, for the in- 
crease in the replacement value of 
our inventory appears as a profit at 
the end of the year. It never seemed 
to me that this increase should be 
considered as a profit. Yet on that 
increase in value, taxes have to be 
paid. If that increased value is con- 
sidered as a reserve, which it seems 
to me should be done, an undistrib- 
uted profits tax must be paid on that 
amount. Still it seems to me that it 
is even more important today that 
the replacement value of our goods 
should be taken into consideration 
than ever before, particularly if 
prices advance. 

In a declining market we must 
also consider the replacement value 
of our inventory. When prices de- 
cline, on merchandise, which we 
have in stock, we must also lower 
our prices if we expect to sell that 
merchandise. 
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YOU BE THE JUDGE 


By E. B. GALLAHER 
Treasurer, Clover Mfg. Co. 


OLLYWOOD PRODUCTIONS are de- 

scribed as colossal, stupendous, gigantic, 
amazing, super-this and super-that. Their spon- 
sors can exaggerate the merits of the movies to 
their hearts’ content because they only expect 
to catch you once. 


There is no law against advertising any 
product as the best in its field, but if users find 
it otherwise it, too, is likely to become a “one- 
time attraction” and, like last year’s movies, fade 


into oblivion. 


So you can understand the thrill of satisfac- 
tion I get in receiving orders day after day from 
some of the fine old hardware jobbers, who 
were buying Clover Valve-Grinding and Lap- 
ping Compound from us long before the cur- 
rent generatior of young business executives was 


born. 


Now, however, they include Clover Sand- 
papers, Emery Cloth and Technical Abrasives 
in their orders. They know after thirty years’ 
experience, that anything in the abrasive line 
made by Clover must be right. 


We would like a chance to show what the 
Clover Color-Stripe line of Coated Abrasives 
can do for you—better quality, better service, 
attractive containers and the right margin 
for yourself. 


I'd like you to be the judge. 
Let me send you samples 
and submit our proposi- 
tion. 


CLOVER MFG. CO. 


NORWALK, CONN. 


A complete line of Coated Abrasives 
for Wood-Working and Metal-Working. 
Clover Grinding and Lapping Compounds since 1907. 








SCREW DRIVER 


“WHAT AN IMPROVEMENT” 
- say Users 


They're right! The NON-SKID Point is the only practical 


improvement ever made in a screw driver .. . It grips the 
walls of the screw slot . . . C-L-I-N-G-S, and stays in the 
slot . . . the more you turn, the better it holds. 


It dfives and removes screws with half the 
effort, prevents damage to the screw slot; 
damage to smooth and polished surfaces; injury 
to fingers and hands. 


Carpenters, home owners, mechanics and 
electricians are buying NON-SKIDS. They 
like the exclusive NON-SKID Point, the 
lustrous black, highly-insulated EBONY handle, 
the chrome alloy steel blade, and the “feel” 
or balance of this high-quality tool . . . The 
starting assortment is only $5.90 with $2.95 
profit. Attention-getting 3 color merchandise 
display is FREE. Order through your Jobber 
or from us direct. The Bridgeport Hdwe. 
Mfg. Corp., Bridgeport, Conn., U. S. A. 


“BRIDGEPORT” 


We want to see the modern NON-SKID 
Send us the following, less 33 1/3% discount. 


MAIL 


( ) 3” @ .40c ea. ( ) 6” @ .75¢ €a 

(}£@sea ( ) ea 1 « 
T H I S i icin 5 

Address : 
COUPON Ciy .. OCR ON EES Sere eee 
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WHOLESALERS FORM NATIONAL COUNCIL 
TO ACT AS CLEARING HOUSE 
Representing hardware, drug, dry goods, motor equipment, 


etc., groups with estimated sales of $6,141,444,000 annually— 
B. W. Ruark will be chairman of newly formed organization 


Setting as its objective “the 
promotion of the position of the 
wholesaler,” the Council of Na- 
tional Wholesale Associations has 
been organized and has drawn up 


rules of procedure, Henry Mat- | 


ter, secretary, announced follow- 
ing the recent meeting of the 
Council in New York City. Di- 
visions of the wholesale industry 


which, in 1935, comprised 28,998 


concerns doing a total estimated | 
annual volume of $6,141,444,000, | 


were represented at the organiza- 


tion meeting and other divisions | 


have signified their intention of 
joining the movement, although 
they were not represented. 

The intention is for each 
wholesale trade group represent- 
ed individually to study develop- 
ments affecting the industry as a 
whole, and to use the council as 
a clearing house through which 
uniform policy may be 


and other matters. 
Divisions represented included 


groceries, of which, according to | 


the last census, there are 13,329 
wholesale establishments with an 
annual volume of $3,108,265,000: 


drugs, of which there are 1,423 | 
establishments with a volume of | 


$410,597,000; dry goods, of which 
there are 2,782 establishments 
with a volume of $610,548,000: 
hardware with 961 establishments 
whose volume is $310,397,000: 
paper, with 2,486 establishments 
with a volume of $395,731,000: 
motor and equipment, with 5,620 
establishments whose volume is 
$746,392,000, and electrical 
goods, with 2,397 establishments 
with a volume of $558,514,000. 
B. W. Ruark, general 
ager of the Motor and Equip- 
ment Wholesalers Association, 
Chicago, has been elected chair- 
man; J. D. Brown, <Austin- 


Nichols & Company, Brooklyn, | 


vice-chairman, and Mr. Matter, 
executive secretary of the Whole- 
sale Dry Goods Institute, secre- 
lary. 

Activities of the council are 
to be purely advisory and shall 
issue in the form of recommen- 
dations. According to the rules, 
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deter- 
mined with respect to legislation | 


man- | 


no action shall be binding upon 
any member. Action cannot be 
taken without favorable vote of 
80 per cent of the membership. 
These provisions, it was ex- 
plained, are designed to permit 
recommendations on matters of 
broad policy without committing 


individual member associations. 
National trade associations 
| whose active membership is 


comprised predominantly — of 
wholesalers and whose interests 
| are primarily those of wholesal- 


ing are admissible, but mem- 
bership applications must be 
approved by two-thirds of the 


council. 


WESTINGHOUSE AN- 
NOUNCES NEW APPOINT- 
MENTS 


D. C. Brooks has been ap- 
pointed sales promotion manager 
of the Westinghouse Electric In- 
ternational Co. and as such will 
head the company’s sales promo- 
tion division. Mr. Brooks has 
been associated with the mer- 
chandising division of Westing- 
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| house since 1928 and has also 
been connected with its London, 
| England, office. 

R. D. McManigal has been 
| made manager of the central sta- 
| tion and transportation division. 
| He joined the company in 1915. 





H. S. Reizenstein is now contract 
manager of the International 
Company and will have charge of 
the order division, stock control 
division, purchasing division, and 
clerical division. C. Blocksidge 
has been appointed assistant to 
the vice-president of the Westing- 
house International Co. and will 
handle all contracts with the Elec- 
trical Apparatus Export Associa- 
tion and similar associations, to 


ments. 
Messrs. Brooks, 


Reizenstein and Blocksidge, will 


Broadway, New York City. 





FRIGIDAIRE APPOINTS 
SEVERAL EXECUTIVES 


E. G. Biechler, general man- 
ager, Frigidaire Division, 
eral Motors Corp., Dayton, Ohio, 
has announced that J. B. Rush- 


manager of the electric range 
division and that W. I. Buchanan 
is now sales manager of the elec- 
tric washer division. E. 
is manager of the household ap- 
pliance engineering department, 
F. H. McCormick is chief en- 
gineer of the electric range en- 
gineering department and J. B. 
Dyer is chief engineer of the 
electric washer and_ laundry 
| equipment department. 

Messrs. Rushton and Buchanan 
will specialize in their respective 
divisions with distribution of 
both ranges and washers being 
carried out through the market- 
ing channels of  Frigidaire’s 
household division. Distribution 
and merchandising plans for the 
new products of the Frigidaire 
division, the manufacture of 
which will soon be started at the 
Moraine City plant, will be an- 
nounced soon. 








AMER. SPONGE & CHAMOIS 
PROMOTES ED RILEY 


Ed Riley, general manager of 
the American Sponge and 
| Chamois Co., Inc., 47 Ann St., 
New York City, has been elected 
vice-president of that company. 
Mr. Riley was first employed by 
the company 19 years ago as a 
clerk and during that time has 
worked his way up through vari- 
ous positions to general manager 
and now vice-president. 





Gen- | 


ton, has been appointed sales 


A. Fisher 





gether with other special assign- | 
McManigal, 


make their headquarters at 150 | 








ZIMMERMAN PROMOTED 
BY NORGE 
Paul B. Zimmerman of Norge 
Division Borg-Warner Corp., De 
troit, Mich., has been appointed 
vice-president in charge of sales. 





PAUL B. ZIMMERMAN 


Mr. Zimmerman was formerly 
sales manager of the General 
Electric Co. 


ALABASTINE CO. NAMES 
SALES REPRESENTATIVE 


The Alabastine Co., Grand 
Rapids, Mich., manufacturers of 
oil paints, enamels, varnishes and 
water paints, has appointed Ed- 
ward DeWitt as representative 
for its full line of Alabastine oil 
paint in southwestern Michigan. 
Mr. DeWitt, who has been iden- 
tified with the paint industry in 
Grand Rapids for some time, will 
serve the company’s agents in 
his territory. He has had wide 
experience in paint and varnish 
retailing. 

SOUTHWESTERN ASS‘N 

TO MEET NOV. 13-15 


Members of the Southwestern 
Wholesale Distributors Associa 
tion, comprising wholesalers of 
hardware and_ kindred lines, 
plumbing supplies, mine and in- 
dustrial supplies and steel, and 
steel fabricators from west Texas 
New Mexico and Arizona will 
meet Nov. 13-15, 1937, at the 
Hotel Playa de Cortes in Guay 
mas, Mexico. Benjamin Sher 
rod, Acting Secretary, may b« 
reached at P. O. Box 586, F: 


Paso, Tex. 
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GOVERNMENT TO STUDY CLOSELY 
ANTI-TRUST LAW REVISIONS 
Identical bidding on government specifications 
said to be major factor encouraging this move 
which likely will consider “basing point” practices. 


(Washington Bureau 
of HARDWARE AGE) 

Affecting grave concern over 
identical bidding, the New Deal 
administration, through Attorney 
General Homer S. Cummings, 
has renewed its campaign for 
overhauling of the anti-trust laws. 
One objective is to so revamp 
these laws as to bar such bidding 
whether on Government or priv- 
ate contracts. Inasmuch as the 
basing point system is charged 
with being one of the most im- 
portant factors, if not the most 
important one, in producing iden- 
tical bids the Administration has 
in mind either the elimination or 
modification of the system. 

The Administration insists that 
identical bids indicate, if they 
do not actually prove, lack of 
competition. As to the remedy, 
there is apparently a division of 
opinion within the Administra- 
tion, especially as between the 
Department of Justice om the one 
hand and the Federal Trade 
Commission on the other. The 
Attorney General, while hostile 
to identical bidding, clearly takes 
a broader view of the basing 
point system than does the FTC. 
The latter would, as noted by its 
past attitude and its present 
prosecution of basing point 
cases, arbitrarily eliminate the 
practice of quoting 


1 





| tical steel bids for PWA projects | 


| ducted at 


delivered | 


prices built upon basing points | 


and would substitute an f.o.b. 
mill basis of quotation. 

The Attorney General is more 
circumspect. At a recent press 
conference in again urging that 
a commission be set up to study 
the anti-trust laws for the pur- 
pose of strengthening them, he 
conceded that sudden elimination 
of the basing point system as 
used by the steel and other in- 
dustries producing heavy and 
similar commodities would be 
most disruptive to these indus- 
tries, to consuming industries 
and to employment. His remarks 
were interpreted to mean that 
the Department of Justice, what- 
ever it may do in the way of 
recommending legislation at the 
forthcoming cr a later session of 
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Congress, apparently will pro- 
ceed cautiously with respect to 
moves against the basing point 
system if indeed it makes such 
However, this does not 
mean that the Administration 


might not abruptly seek to up- 


moves, 


root the whole system since an- 
other agency of the Government, 
the FTC, clearly is proceeding 
in that direction. 

Indicative of the fact that the 
Department of Justice takes a 
broader view of the basing point 
system than does the FTC was 
the statement of the 
General that the mere presence 
of identical bids is not 
facie evidence that anything is 
wrong. He conceded that the 
Department of Justice could get 
no evidence of collusion in con- 
nection with an inquiry into iden- 


The inquiry was con- 
the request of the 
President. The inquiry, the 
Attorney General said, convinced 
him that no prosecution could be 
conducted under present laws. 

Talk of revision of the anti- 
trust Jaws is about as old as the 
anti-trust laws themselves. And 
it is widely agreed that the coun 


last year. 


Attorney | 


prima | 


ened out, by the proposed com- 
mission, which some legal au- 
thorities think could complete 
its work in six weeks, it is ad- 
mitted the effect would be whole- 
Fear is felt, however, that 


some. 
the Administration has in mind 
merely greater rigidity of the 


laws rather than their simplifica- 
tion and practicability, and above 
all else increased Government 
control of business. 


INTERNATIONAL HARVESTER 
MOVES GENERAL OFFICES 


The International Harvester 
Co., Chicago, Ill., has moved its 
general offices to the new Har- 
vester Bldg., 180 N. Michigan 
Ave., Chicago, to which all mail 
should hereafter be addressed. 


STANDARD ELECTRIC STOVE 
NAMES DISTRIBUTORS 
The Standard Electric Stove 
1712 N. 12th St., Toledo, 
Ohio, has appointed the follow- 
ing distributors: The Ridge Co.., 
South Bend, Ind.; The E. S. 
Cowie Electric Co., Kansas City, 
Mo.: The Ridge Motor & Ma- 


chine Co., Dubuque, Iowa; E. 


Co., 


| Garnich & Sons Hdw. Co., Ash- 


try has had almost 50 years of | 


anti-trust laws with the result 
that neither layman nor lawyer 
may pick his way through the 
brambles of legal uncertainty 
with any consciousness of escap 


| jumbus, Ohio. 


ing unscathed while on his way | 


to supply goods to the ultimate 
boss. 

Many lawyers and industrial 
alike are in accord with 
the view that if the country is 
to get out of the present statutory 
mess the Government must writ: 
plain prohibition against par- 
ticular practices and have the 
Court enforce suits of any person 
damaged by violation of the act. 
It is also the view of many that 
many sections of the various anti- 
trust laws are contradictory, con 
flicting, too rigid in some 
spects, trade restraining in other 
respects, and impracticable and 
unenforceable in many instances. 
If this straight 


ists 


situation were 


Fe- | 


Wis.; Delta Hardware & 
Supply Co., Escanaba, Mich.; 
Crannell, Nugent & Kranzer, 
Inc., New York City; Old Col- 
ony Stove Co., Mass. ; 
E. J. Gustafson Co., Sioux Falls, 
S. D. and Slayton, Minn.: Roy 
craft Co., Minneapolis. Minn. 
and R. C. Bohannan, Ine., Co- 
Other new 
tributors are: Carolina Hardware 
Raleigh, N. C.: 
Paper Co., Indianapolis, Ind.; 
R. M. Kaough Co., Fort Wayne. 


land, 


3oston, 


Co., 


Ind.; M. D. Larkin Co., Dayton, | 


Ohio; Kansas Electric Supply 
Co., Topeka, Kan., and R. II. 
Kyle Co., Charleston, W. Va. 


J. J. LEONARD JOINS 
HUTCHINSON HARDWARE 


John J. Leonard has joined the 
Hutchinson Hardware Co., 49-55 
Munroe St., Lynn, Mass., and is 
now making his home at 56 Sher- 
wood Rd., Swampscott, Mass. 
Mr. Leonard has had many years 
of activity in the retail hardware 
business in the metropolitan New 


York area. 


dis- | 


Capital | 


ELECT SUPPLEE-BIDDLE 
OFFICERS AND DIRECTORS 


At a meeting of the stockhold 
ers of the supplee-Biddle Hard 
ware Co., wholesale hardwar 
distributors, St.. 


511 Commerce 








| WM. GEO. STELTZ 


Philadelphia, Pa., held Sept. 27. 
Wm. Geo. Steltz was reelected 
president of the company. Other 
officers are: Charles M. Biddle, 
Jr., vice-president; Alfred Klein, 
vice-president; Llewellyn A. Hoe- 
flich, secretary-treasurer; Laur 
ence S. Adams, controller; M. 
Z. Fagan, assistant secretary and 
| W. Leroy Groom, assistant trea- 
surer. 

Members of the board of direc 
| tors are: Messrs. Steltz, Biddle 
4nd Klein; Martha Mcl. Biddle. 
| Marshall S. Morgan, J. Carl De 
| La Cour and Philip L. Corson. 
| 





OKLAHOMA DEALERS TO 
CONVENE FEB. 1-3, 1938 


The Oklahoma Hardware & 
| Implement Association will hold 
its annual convention and ex- 
position at the new Civic Audi 
torium, Oklahoma City, Okla., 
Charles F. 


| Feb. 1 to 3, 1938. 


| Nelson, secretary-manager, has 
his headquarters at 301 Key 


| Bldg., Oklahoma City. 


REEVES MFG. CO. HAS 
NEW CORPORATE NAME 


The Reeves Mfg. Co., Dover. 
| Ohio, manufacturers of 
metal building material, galvan 
| ized metalware, etc., has changed 
its name to Reeves Steel & Mfg. 
Co, 


sheei 





BIGELOW & DOWSE DINNER HOST 
TO 300 NEW ENGLAND HARDWARE DEALERS 


Dinner, September 15, 1937, winds up semi-annual 


exhibit and convention of National Hardware 
Stores Group sponsored by this wholesaler. 
The third annual fall conven- | petitive as well as better mer- 
tion and exhibit of the National | chants. 


Hardware Stores, Inc., a whole- 
saler-retailer cooperative mer- 
chandising plan, sponsored by 
Bigelow & Dowse Co., Boston, 
Mass., was held at the Boston 
City Club, Boston, on September 


15, 1937. About 300 attended the | 


dinner, that evening, the closing 
feature of the meeting and more 
than half of that number par- 
ticipated in the buffet lunch at 
noontime, about midway in the 
day’s program. Dealers from all 
six New England were 
present with several groups com- 
ing from Maine towns which re- 
quired leaving home as early as 
3:00 a. m. 

There were 32 special exhibits, 
20 of which were established and 
manned by _ representatives of 
that many manufacturers. 
12 house displays showed varied 
“store traffic” items grouped by 
retail selling price classification. 

The entire morning was 
voted to a study of the goods 


states 


de- 


| competitive prices and 


Charles J. Heale, editor, Harp- 
warE Acre, New York City, 


stressed the need for more con- | 
direct | 
distribution | 


centrated buying as a 
means for curbing 
costs. Speaking, he said, for no 


particular wholesale source, he 


the credit and financial side of 
the hardware business, offering 
dealers some ideas on handling 
such details in their own hard- 


ware stores. 


urged that dealers give greater | 
| attention to the selling end of 


the hardware business and tie-up 
with a wholesaler of their own 


Following the dinner which 
closed the formal part of the 
day’s program, a movie film on 
making rope products was shown 
through the courtesy of the 
Plymouth Cordage Co., Plym 
outh, Mass. 


METROPOLITAN DEALERS 
BANQUET ON NOV. 17 


Manufacturers, wholesalers and 
retailers of New York City and 


| the Metropolitan area will join 


choosing and demand in return | 


an ad- 
vertising plan that enabled them 
to keep the consumer posted. 
A talk on advertising prin- 
ciples was given by Harold Mc- 


| of advertising and explained the 


The | 


on display and to individual at- | 
plan and oultined some of the 


tention by house salesmen to the 
dealers present. The afternoon 
given over to a 
with President 
Dillingham as_ toastmaster 
the opening speaker. 

Mr. Dillingham outlined the 
progress of the National Hard- 
ware Stores, Inc., which he said 
had been started Oct., 1934, and 
now had 249 participating retail 
from all 


business 
. 


aud 


was 
session 


hardware dealers over 
the New England states. He said 


the purpose of this plan, spon- 


sored by his company, was to 
inspire more modern merchandis- 
ing programs among dealers on 
that 


a_ basis made them com- 


| offered 


simple facts of using advertising 
to promote better retail sales. 
Vice-president J. Frankland 
Miller, in charge of the com- 
pany’s buying, explained how his 


| ropolitan Hardware Dealers’ As- | 


Namee, Richards & Alley Co., 
Boston, Mass. He told of his | 
| own observations of the power | 


department was functioning in | 
oe a“ 
the National Hardware Stores 


competitive factors incident to 


this program. 
He was followed 


by Sales 


| Manager Joseph Kennedy, who 


inspirational help re- 
garding the sales angle of the 
wholesaler - retailer 
As the 
executive head in charge of the 
Plan he outlined sales 
for the 


ce operative 
plan under discussion. 


National 


and advertising plans 


coming fall and winter season, | 


stressing the Christmas holiday 


season plans for participating 


dealers. 
Introduced as a_ sales-minded 


treasurer, L. A. Paine talked on 





The four Bigelow & Dowse Co. executives responsible for the 
operations of the National Hardware Stores plan sponsored 


by this company. 
vice-president and I. S. 
L. 4. 


100 


Left to right, seated: J. Frankland Miller, 
Dillingham, 


Paine, treasurer and Joseph Kennedy, sales manager. 


president. Standing, 





the evening of Wednesday, Nov. 
17, at the Hotel Commodore for 
the annual banquet of the Met- 


sociation. The evening will be 
given over to dining and en 
tertainment. 

Sydney H. Atkinson, R. J. 
Atkinson, Inc., 4 Ralph Ave., 


Brooklyn, N. Y., is chairman of | 


the banquet committee with H. 
A. Cornell as honorary chair- 
man. Anthony Herrmann, 6729 
Myrtle Ave., Glendale, L. IL. 
New York, is chairman of the 
ticket committee, while R. A. 
Atkinson, R. J. Atkinson, 
is chairman of the entertainment 
committee. S. J. Milligan of 
Newark, N. J., will be toast- 
master for the evening. 

Tickets for the banquet are 
$5.00 each and are available 
from the Hardware Boosters, the 
Brooklyn Hardware Association, 
Hardware Square Club, Hard- 
ware and Supply Dealers Asso- 
ciation of Manhattan and Bronx 
Boroughs, and the North Jersey 
Hardware Supply Associa- 
tion. 


and 


, 180 ATTEND BROOKLYN 
DEALERS OUTING 


About 180 members and guests 


| attended the recent annual out- 


ing of the Brooklyn Hardware 
Association at Jones Beach, Long 
Island, New York. The salesmen 
won the Hardware Square Club 
cup which they must defend next 
year. At the golf tournament, 
John H. Tracy, The Rawlplug 
Co., Inc., won first prize while 
William Green, L. S. Starrett Co. 
took second prize. 

Other games enjoyed at 
party were horse shoes, shuffle- 


the 


board, archery, and roller skat- 
ing. At 7 p. m. a chicken din- 
ner was served at the Wantagh 
Hotel. The committee on arrange- 
ments consisted of H. A. Cornell 


| as chairman, R. A. Atkinson, R. 


J. Atkinson, Inc., and Ralph S. 
Allen, Diamond Expansion Bolt 


Co. 


Inc., | 


| HERBERT P. LADDS HEADS 
SWEET STEEL CO. 
Herbert P. Ladds has become 
president of the Sweet Steel Co. 
of Williamsport, Pa. Mr. Ladds 
was formerly vice-president and 





| HERBERT P. LADDS 


general manager in the Birming- 
ham, Ala., division of The Lam- 
| son & Sessions Co., 1971 W. 85th 
| St., Cleveland, Ohio. 


| 
| — 
| TAX STRUCTURE NEEDS 
REVISION, SAYS CELLER 


Insisting that the country has 
reached “a saturation point in 
| taxation,” Representative Eman- 
uel Cellar, Democrat, of New 
York, has described Treasury 
| Secretary Morgenthau as _ being 
| “in grave error” in his statement 
| that it may be necessary to in- 
crease taxes if this year’s fiscal 
picture shows that a_ balanced 
budget cannot be obtained in any 
other way. 

A “proper revision” of the tax 
structure, in the opinion of Cel 
ler, would be assured if his two 
pending bills were passed at the 
next session of Congress. One 
would amend the Capital Gains 
and Losses Tax and the other a 
proposed modification of the Un 
distributed Profits Tax. 

He promises that the two mea- 
sures would prevent present taxes 
from (1) going beyond the poin! 
of diminishing returns; (2) 
being punitive or revengeful, and 
thereby thaw out the choked-up 
and frozen avenues of distribu- 
tion in business; and (3) pre- 
vent tax avoidance and evasion 
by removing the incentive to 
invest in tax-exempt securities. 

Pointing out that rates in 
many of our present levies have 
not only reached the saturatior 
| point but have actually gone be 

yond the point of diminishing 
| returns, Celler recommends that 
| Morgenthau study the record © 
| three of his predecessors; name 
| ly, Carter Glass, David Houston. 


| and Andrew W. Mellon. 
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FALL AND HOLIDAY CAMPAIGN 


PACKARD 


LEKTRO- 


SHAVER 


LEKTROLITE 


MAGAZINES 





Steady, powerful, big-space ads in a long list of national magazines— 
including Liberty, Life, Collier’s, Esquire, Coronet, Time, Look, College 


Humor, Good Housekeeping, Fortune, 
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An announcement and a warning! Packard Lektro-Shavers 
and Lektrolite Lighters are embarking on the biggest adver- 
tising campaign in their history. It includes 7 pages in 
Liberty, every week from November 6th to December 18th 
and then the back cover in four colors for December 25th, 
out December 18th . . . a four-color spread in December 
Esquire on Lektrolites, and in the same issue, a four-color 
page on Packard Lektro-Shaver, climaxing a campaign that 
includes every 1937 issue of Esquire! There’s also a long 
list of other magazines and newspapers, billboards, displays 
—the total amount expended will double our appropriation 
of 1936... 

... AND... this year, as last year, history will repeat 
itself. By the beginning of December, when holiday buying 
gets under way, it will be physically impossible for us to 
meet the trade’s orders. 

Sincerely and urgently we advise you to order early and 
order large—and avoid disappointment. 


PROGRESS CORPORATION, 521 FIFTH AVE., NEW YORK, N. Y. 
London Office: Platinum Products Ltd., 
Astor House, 26 Aldych St., London W.2. 


e New Merchandise e 


PACKARD LEKTRO-SHAVER 








Commanding ads in 95 newspapers from coast to coast—reaching every 
important trading area will tell the Lektro-Shaver and Lektrolite story. 





PACKARD 


LEKTRO 
SHAVER 


pusest on ene nOUwe arae 


Big, dramatic, 24-sheet posters on billboards at heavy traffic points will help 
boost demand for the Packard Lektro-Shaver and its smooth, round head. 


DISPLAY 


A rich assortment of window and inside displays—featuring typical 
“Progress Showmanship” is in preparation—will shortly be available. 


<: 




















The standard model is being The colored models at new The accessory kit offers many 
delivered with our new, low prices are made in new new refinements that will 
vastly improved shaving materials, featuring a group help you get extra $5 
head in new packaging. of new, brilliant colors sales. 


and LEKTROLITES 








@ The entire Lek- 
trolite line has 
been newly de- 
signed for quicker 
eye - appeal, great- 
er volume selling. 
Ask for our cata- 














y logue — or write 
your jobber today! 








The New Glolite, Junior 


The new $3.50 Plastique— 
a popular favorite. 3 


months on a filling 
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FOLSOM CO. EXPANDS 
ITS FACILITIES 


J. V. Folsom, vice-president 
and general manager, The Folsom 
Co., Dallas, Tex., manufacturers 
agent, has announced removal of 
the company to larger quarters, 
providing more merchandise dis- 
play space and increased ware- 
housing and manufacturing facili- 
ties. In the new quarters displays 
will all be on one floor and dis- 
play fixtures especially designed 
for the company’s lines. Fixtures 
are a combination of natural fin- 
ish birch and white enamel with 
outlets every two feet, making it 
easy to plug in any article for 
demonstrations. 

Specializing in electrical mer- 
chandise, distributed through es- 
tablished wholesalers, The Folsom 
Co. has in recent years enlarged 
its activities to include the manu- 
facture of certain items. At the 
present time an augmented sales 
force regularly travels Texas, 
Oklahoma, Arkansas, Louisiana, 
Mississippi, and New Mexico, 
calling on wholesalers. 

The concern has three divi- 
sions, each operating as separate 
organization, but all under the 
same management. The Manu- 
facturers Sales Agency represents 
manufacturers desiring distribu- 
tion among established wholesal- 
ers and the company’s service 
includes the carrying of ware- 
house stock on most lines so that 
deliveries can be made from 
Dallas. This agency handles elec- 
trical lines, although these are 
being broadened to include other 
types of products. 

The Southwest Lamp Mart 
Division specializes in portable 
electric lamps and allied lines 
such as gift items. The Cirklair 
Division is the manufacturing de- 
partment of which air circulators 
have been the main product. 
However, gas heaters will also be 
manufactured this season and 
other products added from time 
to time. 


INTERMOUNTAIN ASSN. 
SETS MEETING DATES 


The Intermountain Association 
will hold its annual convention 
Jan. 25 to 27, 1938, at the Ban- 
nock Hotel, Pocatello, Idaho. E. 
Bell, 211 S. Ninth St., Boise, 
Idaho, is secretary of the asso- 
ciation. 


COOKING, HEAT APPLIANCE 
MEN TO MEET, DEC. 2-4 


Members of the Institute of 
Cooking & Heating Appliance 
Manufacturers will hold their 
annual convention at the Nether- 
land Plaza Hotel, Cincinnati, 
Ohio, Dec. 2-4, 1937, inclusive. 
Alden Chester, general manager, 
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Globe American Corp., Kokomo, 
Ind., has been appointed chair- 
man of the general committee on 
program arrangements. 
WHEELING CORRUGATING 
PROMOTES J. H. ROBINSON 
J. H. Robinson was recently 
elected vice-president in charge 
of sales for the Wheeling Cor- 





J. H. ROBINSON 


rugating Co., Wheeling, W. Va., 
sheet steel and wire products 
manufacturers, at a meeting of 
the board of directors. Mr. Rob- 
inson has long been associated 
with the Wheeling company, hav- 
ing started in the billing depart- 
ment in January, 1899. In 1906 
he was sent to Detroit as a sales- 
man and a year later opened the 
Detroit sales office. In 1911 he 
was transferred to the St. Louis 
territory as assistant manager 
and became manager of that of- 
fice in 1923. He returned to the 
Wheeling offices of the company 
in 1931 as secretary of the com- 
pany, a position he held until his 
recent promotion. 


WILLIS ON RETAIL 
FEDERATION BOARD 


H. T. Willis has been selected 
by the Illinois Federation of Re- 
tail Associations as its board 
member on the board of trustees 
of the American Retail Federa- 
tion, 1627 K. Street, N. W., Wash- 
ington, D.C. Mr. Willis is a di- 
rector of the Illinois Federation 
and one of the proprietors of the 
G. C. Willis Co., a dry goods firm 
of Champaign, III. 


IRWIN OFFERS STORE 
PROMOTIONAL FOLDER 


“An Important Spot in Your 
Community” is the title of an 
attractive small folder being of- 
fered free in reasonable quanti- 
ties to hardware dealers by The 
Irwin Auger Bit Co., Wilmington, 
Ohio. The leaflet was designed 
and written to promote the in- 





dependent hardware store as a 
community institution. The book- 
let discusses the part the hard- 
ware store plays in the commun- 
ity; its merchandise; prices; 
stock; efficient sales attention, 
and various other services the 
hardware dealer can give to the 
consumer. 


ALLEN HEADS ANNUAL 
RED CROSS DRIVE UNIT 


Ralph S. Allen has again been 
appointed chairman of the Hard- 
ware Division of the American 
Red Cross in its annual drive for 
funds. Mr. Allen, whose office is 
at 48 W. Broadway, New York 
City, is manager in the New 
York district for the Diamond 
Expansion Bolt Co., Inc., and 
is secretary of both the Hard- 
ware Square Club and the Brook- 
lyn Hardware Association. 


BENDIX HOME LAUNDRY 
DISTRIBUTORS MEET 


Distributors of Bendix home 
laundry washing machines, made 
by Bendix Home Appliances, 
South Bend, Ind., recently held 
a two day meeting in that city. 
There were distributors present 
from 42 states. D. O. Scott, long 
associated with Bendix organiza- 
tions, is president of Bendix 
Home Appliances. J. S. Sayre 
is vice-president in charge of 
sales, Otto C. Lang is vice-presi- 
dent, Walter Bittner is treasurer 
and George C. Fleener is secre- 


tary. 





STEWART BROS. HARDWARE 
MARES 50th BIRTHDAY 


Fifty years ago on Oct. 1, 1887, 
William Stewart organized the 
Stewart Brothers Hardware Co., 
wholesale and retail firm of Mem- 
phis, Tenn. The original store 
was then located on Second near 
Union St., Memphis, and later 
moved to a location on North 
Main St. There for 40 years 
the business served the needs of 
the growing city. Three years 
ago, in order to expand and more 
properly serve its city-wide and 
Tri-State business, the firm moved 
to a larger and central location 
at 1340 Madison Ave. A large 
warehouse is also maintained. 

Seven different departments ac- 
count for more than 15,000 hard- 
ware items. These include shelf 
and miscellaneous hardware, 
builders’ hardware, paints and 
janitor supplies, mechanics’ tools, 
power tools, housewares, and a 
5-and-10-cent section. The entire 
store will take part in a Golden 
Anniversary celebration. 

William Stewart, the founder, 
is still active head of the busi- 
ness. He is assisted by W. R. 
Kendall, junion member, who has 
been associated with the firm for 
35 years. Walter Ellis, the 
colored porter, has served his 
employers for 50 years. 


H. HERTZBERG MOVES 


H. Hertzberg & Sons, manufac- 
turers of brushes and mops, New 
York City, have moved their fac- 
tory into new quarters at 2300 
Fifth Ave. 








RED BRAND FENCE HAS THREE NEW RADIO SHOWS 


Keystone Steel & Wire Co., 
Peoria, Ill., launched on Oct. 9 
a greatly increased radio cam- 
paign for Red Brand fence to an 
audience of millions. Featuring 
more than 75 popular entertain- 
ers the programs are being 
broadcast over stations WLW, 
Cincinnati, Ohio; WLS, Chicago; 
WHO, Des Moines, Iowa, and 
WCCO, Minneapolis-St. Paul, 
Minn. These stations were se- 
lected for their coverage in the 
agricultural districts. 

Programs have been built to 
appeal particularly to farm au- 
diences, and four different shows 
are sponsored. On WLS, Chi- 
cago, Keystone continues to of- 
fer its Barn Dance Party every 
Saturday night, 7:30 to 8:00, 
Central Standard Time. This 
show has been on the air for 
years and features such stars as 
Lulu Belle and Scotty, the Ar- 
kansas wood chopper, the Prairie 
Ramblers and Patsy Montana. 

On WLW, the Red Brand Barn 
Dance is under direction of John 
Lair, nationally recognized au- 





thority on American folk music, 
and said to be the originator of 
the authentic barn dance or 
frolic show in radio. He is 
assisted by a splendid cast of 
entertainers including Red Foley, 
Girls of the Golden West, Lily 
May and Slim Miller. This 
show goes on each Saturday night 
from 7:00 to 7:30 Central Stand- 
ard Time. 

On station WHO the Keystone 
company presents the Songfel- 
lows, singers, who have their 
own pianist and arranger and 
sing their original renditions of 
favorite songs. They are heard 
from 12:15 to 12:30 every Tues- 
day and Thursday noon. The 
Red Brand Barnyard Follies. 
from WCCO, Minneapolis-St. 
Paul, is on the air every Satur- 
day from 7:00 to 7:30 Central 
Standard Time and presents sev- 
eral of the northwest’s favorite 
artists including Hugh Aspin- 
wall as master of ceremonies, the 
Bob-O-Links, the popular male 
trio and a brilliant musical sup- 
port. 
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NEXT CONGRESS EXPECTED TO CONSIDER 
CONSOLIDATED CONSUMER ACTIVITIES 


With the cost of living definite- 
ly on the upgrade, the cause of 
the consumer is expected to be 
championed in the next session 
of Congress to appease consti- 
tuents who ¢eom plain of the 
mounting costs and hold their 
Congressmen and the New Deal 
partially responsible. 

Increased attention will prob- 
ably be given to the President’s 
proposal to establish a consum- 
ers’ division under the proposed 
new Social Welfare Department, 
a suggestion made in the reorgan- 
ization program which would 
merge the 25 Federal agencies 
now serving consumers’ interests. 

Most vecal of the consumer 
spokesmen in Washington per- 
haps is Donald Montgomery, con- 
sumer counsel for AAA whose 
office publishes the monthly Con- 
sumers Guide. According to 
Montgomery, the depression has 
educated the consumer. 

“Consumers realize,” he says, 
“that every other group is or- 
ganized to get its share of the 
national income—business, with 
its trade associations; farmers; 
labor unions. Consumers are in- 
terested in raising the national 
income through more production 
and increasing net buying power 
by lower prices. Consumers 
groups now are organizing to 
make production groups prove 
their case.” 

Some reports have it that the 
Administration in Washington is 
committeed to assisting consumer 
co-operatives and point to the 
President’s committee of three 
which was sent to Europe more 
than a year ago for the purpose 
of studying European co-opera- 
tives, especially in England, Swe- 
den and Norway. 

There is little indication, how- 
ever, that the New Deal is defi- 
nitely committed in this direction, 
although a consumers’ division 
under the Social Welfare Depart- 
ment, if it is subsequently set 
up, would undoubtedly canvass 
the subject of co-ops in its study 
of consumer interests. Jacob 
Baker, who is currently running 
John L. Lewis’ CIO drive to or- 
ganize Federal workers, headed 
the President’s committee to 
study European co-ops, but in- 
sists the report did not recom- 
mend adoption of any govern- 
mental program. While reporting 
that the cooperator movement 
had been successful in certain 
European countries, the commit- 
tee did not infer that equal suc- 
cess would be met in this country. 

Some sources are interpreting 
the FSA contract with the Filene 
Consumer Distribution Corp., to 
eperate the consumer co-opera- 


tive store to be established in 
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the Resettlement’s Greenbelt 
(Md.) low-cost housing project. 
There are indications, too, that 
similar arrangements will be 
made for FSA’s two other hous- 
ing developments nearing com- 
pletion, but it is believed to be 
too early to state authoritatively 
that New Deal assistance to co- 
operatives is in the wind. 

In addition to the higher living 
costs which has been cited as 
being conducive to the growth of 
co-operatives, the recently en- 
acted Tydings bill, legalizing re- 
sale price maintenance, has been 
mentioned as likely to encourage 
the development of co-ops. That 
was the forecast made by Mont- 
gomery at the time the Tydings 
measure became law. 

Consumer organization for leg- 
islation and education also is 
spreading, the consumer counsel 
points out. And that, according 
to consumer groups, means also 
that co-ops will grow. 

A consumers federation of 40 
New York organizations, all in- 
terested in consumer problems is 
active. Also, the Women’s Joint 
Legislative Council of more than 
20 organizations is fo'lowing con- 
sumers’ laws closely. A number 
of consumer-supported services 
for testing goods are being con- 
ducted on a national scale. 

Consumer agitation, thus far 
regarded as un-coordinated and 
therefore ineffective appears to 
be in for busy days ahead when 
Congress reconvenes. 


DISTRIBUTOR GROUP 
VISITS G-E PLANT 


Officials of the General Elec- 
tric Co.’s appliance and mer- 
chandise department at Bridge- 
port, Conn., were hosts recently 
to 15 members of the Ochiltree 


Electric Co., Pittsburgh, Pa., dis- | 
tributor of G-E washers and iron- | 


ers, who made a two-day visit 
to the plant. In the groups were 
nine wholesale representatives 
and four retail supervisors led 
by R. M. Evans, sales promotion 
manager, and Walter Kirby, G-E 
home laundry equipment sales 





David Hays, commercial engi- 
neer; G. H. Reame, factory su- 
perintendent, and J. I. Arnett, 
service manager. The visit closed 
with a dinner at the Brooklawn 
country club where a factory 
production film was shown, and 
the group was addressed by 
Ralph J. Cordiner, general man- 
ager of the G-E appliance sales. 


MID-STATES SALES HELP 
FOR FENCE DEALERS 
A new sales help plan for 
dealers, entitled, “Let’s Talk 
with Fence Dealers” has been is- 





sued by the Mid-States Steel & | 


Wire Co., Crawfordsville, 


the Mid-States advertising de- 
partment in an effort to uncover 
live wire sales and merchandis- 
ing ideas at work in the field. 
“Let’s Talk with Fence Deal- 
ers” is written in the form of a 
report that the survey man made 
upon his trip. It is told in an 
informal, human style and is 
generously illustrated with car- 
toon drawings that help to show 
various ideas that were seen in 
use. Copies of this plan are 
available to any fence or post 
dealer, free of charge, from the 
Mid-States Steel & Wire Co.. 
Crawfordsville, Ind. 


PIERCE, TROGDEN FORM 
BUILDERS HDWE. FIRM 


Marvin Pierce and Robert Trog- 
den have formed the Pierce-Trog- 
den Co., Snider Plaza, Dallas, 
Tex., to specialize in contract 
builders’ hardware and in build- 
ers’ specialties. Messrs. Pierce 
and Trogden were formerly in the 
builders’ hardware contract de- 
partment of the Huey & Philp 
Hardware Co. of Dallas. 


INDIANA DEALERS MEET 
JAN. 25 TO 28, 1938 


The Indiana Retail Hardware 
Association will hold its annual 
convention and exhibit, Jan. 25 to 
28, inclusive, 1938, in the Murat 
Temple, Indianapolis, Ind. The 


manager for the distributor or- | Lincoln Hotel will be head- 


ganization. 


They were accom- | quarters. G. F. Sheely, 915-35 


panied by C. F. Simpson, G-E | One Hundred Thirty East Wash- 
washer and ironer specialist for ington Bldg., Indianapolis, is 


the Pittsburgh district. 
The group inspected the mod- 


ern equipment and processes in | 


the new G-E factory which has 
been operating only a few 
months. John M. Wicht, sales 
manager of the home laundry 
equipment division, concluded 
the factory trip with a talk on 
merchandising methods. The 
group also heard from C. K. 
Skinner, managing engineer; 





managing treasurer of the asso- 
ciation. 


LEOMINSTER HARDWARE 
OPENS ITS NEW STORE 
The Leominster Hardware Co., 
Leominster, Mass., recently 
opened its new quarters at 44 
Main St. The new store has 
double the floor space of the 
former location at 5 Main St. 


Ind. 
The plan is the result of a sur- | 
vey trip taken by a member of | 





JOHNSON HEADS DIVISION 
OF CUTLER-HAMMER,. INC. 


Arnold R. Johnson has been 
appointed manager of the mer 
chandising sales division of Cut- 
Inc., 


ler-Hammer, Milwaukee. 






“4 


ARNOLD R. JOHNSON 


Wis., motor control and elec- 
trical apparatus manufacturers. 
according to an announcement 
by G. S. Crane, vice-president in 
charge of sales. Mr. Johnson 
was previously manager of the 





E. T. REES 


company’s Detroit office. [ic 
joined the organization in 1917 
as a member of the sales de- 
partment and in 1924 was trans 
ferred to the company’s Chicago 
office. Mr. Johnson was made 
manager of the Detroit sales of 
fice in 1928. 

E. T. Rees has been appointed 
manager of the Indianapolis, Ind.. 
office of Cutler-Hammer, Inc. 
The Indianapolis office is located 
at 307 N. Pennsykvania Ave.. 
and operates under supervision 
of the Chicago office. Mr. Rees 
has had 25 years of experience 
in the electrical engineering 
sales field and has been asso- 
ciated with Cutler-Hammer, Inc., 
for the past five years. 
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UNIVERSAL “ves 


The “‘‘Last Word” in Household 
Convenience and Comfort 


UNIVERSAL Appliances have become necessary conveniences, and 
are available to families with even modest budgets. Millions of women 
ask for UNIVERSAL, “The Trade Mark Known in Every Home.” 

































MIXER-BEATER— 
Portable, Powerful, 3- 
Speed Motor, convenient 
to use on or off the stand. 


Real Values for 
Home Makers 


Real Profits 
for You 
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nent 


t in ADJUSTABLE AUTO- 
son MATIC IRON—Stream- 
the lined with finger-tip ad- 
justable temperature. 
Wrinkle-proof round heel. 





SUPREME CLEANER — 


Spots the way to cleaner ELECTRIC RANGE 











































homes. Vibrating, sweeping, The Aristocrat of Electric 
cleaning action of the motor- Ranges, graceful in design, spark- 
driven brush and powerful ling in beauty—all you can ask 
suction bags all the dirt. for. All White Porcelain Enamel. 
is ELECTRIC 
: REFRIGERATOR 
AUTOMATIC TOAST- The silent, rolling action of 
ER— Adjustable for light, the UNIVERSAL “trouble 
medium or dark toast. free’ ice-cycle system operates 
Both sides of two slices with utmost efficiency and 
toasted at the same time. the lowest cost for current. 
; ELECTRIC WASHER — 
} Includes every improved fea- 
: a ture and safety device known 
=: q to bring pleasant, easier, 


economical home Jaundering. 
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WAFFLE MAKER — 
Automatic adjustable and 
with heat indicators that 
tell when to pour batter. 





CUTLERY of every 
description in a wide price 
range. By Master Cutlers. 


FOOD AND MEAT 
CHOPPERS — The orig- 
inal and best. Self-sharpen- 
ing and shear-cutting. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONNECTICUT 
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VACUUM SPECIAL- 
TIES —for every pur- 
pose — at work, at play, 
for the home or office. 
























Samuel R. Miles, 77, active in 
both local and national hardware 
affairs for 61 years, passed away 
Oct. 8 at his home in Sturgeon 
Bay, Wis. At 14 years of age 
Mr. Miles began clerking in a 





R. MILES 


SAMUEL 


general store at Union, lowa, 


later taking a position with a 


neighboring hardware store to 
learn the tinner’s trade. After 
three years with the hardware 


firm, a new store opened in Con- 
rad, lowa, and Mr. Miles became 
its manager. 

When that business was sold, 
Mr. Miles in 1882 became the 
only salesman in the hardware 
store of Charles Seeberger of 
Newton, leaving in 1888 to be- 
come the sole traveling salesman 
for the wholesale division of the 
hardware firm of Huber and 
Kalbach, Oskaloosa. After three 
years he bought an interest in 
the company and expanded and 
developed additional territory. 

In 1898, together with Harry 
Runyon, Mr. Miles purchased the 
John Lee hardware store in 
Mason City, Iowa, but only a 
short time later Mr. Miles pur- 
chased control of the business. 
As the Miles Hardware Co., it 
continued until 1911. For a few 
months after retirement from the 
retail business, he was vice-presi- 
dent and traveling representative 
for the Martin Mfg. Co., then 
located in Mason City. 

The Hardware Reporter, under 
the editorship of Saunders Nor- 
vell, in 1912 gained his services 
as retail editor. When that pub- 
lication was acquired by Harp- 
warE Ace in 1913, Mr. Miles 
became associated with E. C. 
Atkins and Co., Indianapolis, as 
assistant to N. A. Gladding, later 
becoming a district manager for 
that firm. 

In 1917 Mr. Miles became as- 
sociated with the National Retail 
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DIES 


Hardware Association, of which 
he had been president in 1907. 
From 1917 to 1932 Mr. Miles 
remained with the association do- 
ing field service work. 

Surviving Mr. Miles are widow 
and a son, John. 


EDWARD F. PINK 


Edward F. Pink, 69, president 
of the Cambridge Wire Cloth 
Co., Cambridge. Md., died of a 
heart attack recently. Mr. Pink 
founded the company of which 
he was the president in 1915 and 
prior to that was successively 
foreman and plant superintend- 
ent of the Estey Wire Work Co 
of Cambridge. 


ELIAS J. HOEKSTRA 


Elias J. Hoekstra, 61, pres- 
ident and general manager of the 
L. Hoekstra Hardware Co., Kal- 
amazoo, Mich., and former city 
commissioner, passed away at his 
home Oct. 3, after a long illness. 
Before entering the hardware 
business Mr. Hoekstra had been 
a commercial photographer but 
when the Hoekstra hardware and 
department store was established 
in 1898, he became associated 
with the enterprise. Mr. Hoek- 
stra was also prominently iden- 
tified with many civic and charit- 
able organizations of Kalamazoo. 
His widow and three brothers, 
John, Peter, and James, survive. 


ALFRED ROSENBERG 


Alfred Rosenberg, 56, proprie- 
tor of the Star Hardware Co., 
Rockville, Conn., and a former 
president of the Connecticut 
Hardware Association, died Oct. 


Mr. 


5 after a illness. 


year’s 





ALFRED ROSENBERG 


Rosenberg purchased the Star 
Hardware in 1912 when it was 
known as the Snow Hardware 
Co. He had previously been as- 
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SAMUEL R. MILES, PAST PRESIDENT OF N.RB.H.A., 














sociated with his father in the 
dry goods business in New York. 

He was always active in civic 
and hardware affairs and was a 
member of the New England 
Hardware Dealers Assn., and 
other groups, and also wrote for 
business publications. For many 


years he was a familiar and 
looked-for figure at hardware 
conventions, where his presence 


will be missed. 

Surviving Mr. Rosenberg are 
his widow, a son, Alfred, Jr., and 
three daughters. 


A. W. CLARENDON 


\. W. Clarendon, 53, president 
of the Hand Hardware 
wholesale firm of 
N. J., passed away Oct. 4 after 
illness of five weeks. As a 
man Mr. Clarendon en- 
tered the hardware business and 
until 1923 was connected with 
the hardware firm of Neil & 
Brinker in New York City. He 
then formed a partnership with 
E. Raymond Blancke and_ pur- 
chased the Hand Hardware Co. 
now located at 157 Jefferson Ave.. 
Elizabeth. 

Surviving him are his widow, 
a daughter and a son, Edward 
Clarendon. 


Co., 


an 


young 


MAX S. BERKOFF 


Max S. Berkoff, 44, founder 
and active head of the M. S. 
Berkoff Co., Brooklyn, N. Y., 
wholesale hardware and supplies 
firm, passed away Sept. 27. 

Mr. Berkoff, as a young man, 
started his business career in the 
hardware industry. Seventeen 
years ago he founded the hard- 
ware store that today bears his 


name and deals in apartment 
supplies, hardware, paints and 
builders’ plumbing, contractors 


and electrical supplies. 


EDWIN V. GORDON 


Edwin V. Gordon, 62, hard- 
ware merchant in Antwerp, Ohio, 
for 44 years, passed away re- 
cently. He was a member of the 
Gordon Brothers company, a di- 
rector of the Antwerp Exchange 
Bank, and a member of the 
chamber of commerce. He leaves 
his widow, a son, Herbert, and 
two daughters. 


J. C. CHANCELLOR 


J. C. Chancellor, represen- 
tative for E. C. Atkins and Co., 
Indianapolis, Ind., passed away 
recently at his home in Parkers- 
burg, W. Va. For many years 
Mr. Chancellor traveled out of 
Parkersburg for Atkins. 


Elizabeth, | 








GERRIT J. KASTENBERG 


Gerrit J. Kastenberg, 71, De- 
troit, Mich., veteran hardware 
man, passed away recently after 
a short illness. Well liked by 
all who knew him, he had de- 
than 51 years of 


voted more 





GERRIT J. KASTENBERG 


his life to activity in the whole- 
sale and retail hardware busi- 
and as a manufacturer’s 

Until his last illness he 
been absent 


ness 
agent. 
had never 
from his 


before 
business activities be- 
cause of his health. 

Had he lived Mr. Kastenberg 
would have been made a member 
of the Harpware Ace Fifty Year 
Club. The sketch of his career 
which was all ready for publica- 
tion, at the time of his passing, 
read as follows: 

“Gerrit J. Kastenberg, De- 
troit, Mich., became a hardware- 
man on Sept. 1, 1886, and since 
that day has not been off the 
job on account of illness. At 
the age of 71 his hobby is much 
work and a little golf. A native 
of Holland he was brought to 
this country by his parents at 
the age of one and a half years, 
his folks making their home in 
Grand Rapids, Mich., where at 
a very young age he began work- 
ing in a furniture factory. Back 
in 1886 he moved to Detroit to 
work for the former Standart 
Bros. Hardware Corp., wholesale 
hardware distributors. For nearly 
10 years he was with the Stand- 
art organization, with the excep- 
tion of one year he spent in the 
retail hardware business. Mr. 
Kastenberg has been a manufac- 
turers’ representative for the past 
11 years, specializing in builders’ 
hardware lines. For the past five 
years he has represented Law- 
rence Bros., Sterling, Ill., and 
Safe Padlock & Hardware Co., 
Lancaster, Pa.” 


HARDWARE AGE 
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CARL W. HOFFMAN 


Carl W. Hoffman, 48, asso- 
ciated for the past 30 years with 
his father in the Hoffman Hard- 





CARL W. HOFFMAN 


ware, St. Paul, Minn., passed 
away recently after an appendec- 
tomy. Mr. Hoffman was also a 
former president of the Minne- 
sota Retail Hardware association 


OBITUARY 


| Porter 








and served on that organization’s 
board of directors. 

He leaves his widow, and two 
daughters. 


ALBERT KRICK 


Albert Krick, 81, founder of 
the first hardware store in Milan, 
Ind., in 1895, passed away re- 
cently after a long illness. Mr. 
Krick is survived by two sons, 
and Walter, and a 
daughter. 


OTTO SCHNETTLER 


Otto Schnettler, 67, a hard- 
ware merchant in Munger, Mich., 
for the past 35 years, passed 
away at his home in that city. 
He leaves his widow and a son, 
Martin. 


JOHN M’QUHAE DUTHIE 


John M’Quhae Duthie, 50, 
owner of the Niagara Hardware 
Co., Buffalo, N. Y., passed away 
at his home in Buffalo, Oct. 4, 
after an illness of six weeks. 
Mr. Duthie had operated his 
hardware business since 1920. 





WISCONSIN ASSN. MEETS 
FEB. 1 TO 4 


The 1938 convention and ex- 
hibit of the Wisconsin Retail 
Hardware Association, Inc., will 
be held Feb. 1 to 4, inclusive, at 
the Milwaukee Auditorium, Mil- 
waukee, Wis. George E. Kornely, 
3374 North Green Bay Ave., Mil- 
waukee, is exhibit manager. H. 
A. Lewis, Stevens Point, Wis., is 
executive secretary of the asso- 
ciation. 


NEW ENGLAND GROUP 
CHANGES DATES 


The dates of the annual con- 
vention and exhibit of the New 
England Hardware Dealers As- 
sociation have been changed 
from March 2 to 4, 1938 to 
March 1 to 3, 1938. The Statler 
Hotel, Boston, Mass., continues 
as the convention and exhibition 
headquarters. George G. Hoy, 
140 Federal St., Boston, is secre- 
tary of the association. 


HARDWARE SQUARE CLUB 
ATTENDS CHURCH 


Members of the Hardware 
Square Club and their families 
attended church services, Oct. 
24 at the Washington Square 
Methodist Episcopal Church, to 
commemorate Masonic Club Sun- 
day. 

The club’s September meeting, 
held at its regular meeting place. 
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was in the form of a smoker and 
attracted 65 members and guests. 
Entertainment was in charge of 
Harry Kornrumph, Long Island 
Hardware Co., and refreshments 
were served by a committee 
headed by Ralph S. Allen, Dia- 
mond Expansion Bolt Co., 48 W. 
Broadway, New York, secretary 
of the club. 


PITTSBURGH STEEL SENDS 
JENSEN TO CHICAGO 


W. M. Jensen, district sales 
manager for the Pittsburgh Steel 
Co., Pittsburgh, Pa., in its San 
Francisco office, was recently 
transferred to the Chicago, IIl., 
office in the McCormick Bldg. 
From Chicago, Mr. Jensen now 
supervises wire product sales in 
the middle West as well as the 
Pacific Coast states. 

Previous to joining the Pitts- 
burgh Steel organization in 1928, 
he was connected with a manu- 
facturers agency for 17 years, 
representing a number of eastern 
manufacturers and including the 
steel company. When the manu- 
facturers agency was disbanded 
Mr. Jensen joined the Pittsburgh 
Steel Co. and assumed charge of 
its Pacific Coast business. 


NEBRASKA GROUP MEETS 

FEB. 1 TO 3, 1938 
Nebraska Retail Hard- 

Association will hold its 
convention and _ exhibit 


The 
ware 
annual 





Feb. 1 to 3, inclusive, 1938, in 
Omaha, Neb. The Hotel Rome 
will be convention headquarters 
and the exposition will be held 
at the Municipal Auditorium. 
Ed Hermanson, 325 Insurance 
Bldg., Lincoln, Neb., is secre- 
tary-treasurer. 


PANHANDLE ASSOCIATION 
WILL MEET FEB. 7-8 


C. L. Thompson, secretary- 
treasurer, Panhandle Hardware 
& Implement Association, has an- 
nounced that the association’s 
annual convention will be held 
in the Herring Hotel, Amarillo, 
Tex., Feb. 7 and 8, 1938. Mr. 
Thompson’s office is located in 
Canyon, Tex. 


PORTLAND CLUB SPONSORS 
BONNEVILLE DAM TRIP 


The Portland Pot and Kettle 
Club, Portland, Wash., recently 
sponsored an excursion trip to 
Bonneville Dam, the govern- 
ment’s $75,000,000 project on the 
Columbia River. Approximately 
180 club members and _ their 
families enjoyed the sail which 
had been arranged by a com- 
mittee, chairmanned by Bob Mor- 
rison, and consisting of Clark 
Wright, Ted Bushnell, Harry Mc- 
Craney, and Leo Fox. 

The boat, the S.S. Lake Bonne- 
ville, left Portland in the morn- 
ing, stopping at Vancouver, 
Wash., to take on 15 members of 
the Seattle Pot and Kettle Club. 
Entertainment was furnished by 
Leo Fox and his quartet of sing- 
ers and music and dancing were 
enjoyed by the voyagers on upper 
deck of the boat. An hour of 
sightseeing and inspection of the 
dam project were included in 
the itinerary. 


MINNESOTA GROUP MEETS 
: FEB. 22 TO 25 


The Minnesota Retail Hard- 
ware Association will hold its 
annual convention, Feb. 22 to 25, 
inclusive, 1938, in Minneapolis. 
Hotel headquarters will be at the 
Curtis, while meeting and ex- 
hibition will be held at the Mu- 
nicipal Auditorium. C. J. Chris- 
topher, Nicollet at 24th St., 
Minneapolis, is manager-treas- 
urer of the association. 





SOUTH DAKOTA ASSN. TO 
CONVENE MARCH 15-17 


The 1938 convention of the 
South Dakota Retail Hardware 
Association will be held March 
15 to 17, inclusive, 1938, at the 
Coliseum, Sioux Falls, S. D.C. 
J. Christopher is manager-treas- 
urer of the organization with 
headquarters at Nicollet and 
24th St., Minneapolis, Minn. 








INDUSTRY APPROVES 
SIMPLIFIED PRACTICE 
ON ROOFING TERNES 


The current revision of Sim- 
plified Practice Recommendatie:, 
R30, Roofing Ternes, has been 
accorded the required degree o! 
acceptance by the industry, and 
is to become effective Novembe: 
1, 1937, according to an an- 
nouncement by the Division oi 
Simplified Practice, National Bu 
reau of Standards. The revised 
recommendation will be identi- 
fied as Simplified Practice Rec 
ommendation R30-37. 

The original recommendation 
which was approved at a gen 
eral conference of producers, dis 
tributors, and users, and made 
effective January 1, 1925, estab 
lished 7 weights of coating for 
roofing ternes, ranging from 8 to 
40 pounds. The recommendation 
also provided that no roofing 
terne be manufactured lighter 
than the IC gage. The recom. 
mendation was revised in 1927 
and reaffirmed without change 
several times since then. 

The original weights of coat- 
ing and minimum gage are re 
tained in the current revision. 
and a packing schedule for roof- 
ing terne in boxes and rolls is 
added, as well as a method of 
marking roofing in rolls. 

Until printed copies are avail 
able, complimentary mimeo- 
graphed copies of this Simplified 
Practice Recommendation may 
be obtained from the Division o! 
Simplified Practice, National Bu- 
reau of Standards, Washington. 
D: C. 


SCHWABACHER APPOINTS 
DEPARTMENT HEAD 


Joseph Warren, prominently 
identified with the sporting goods 
industry in the Northwest, has 
been appointed manager of the 
sporting goods department of 
the Schwabacher Hardware Co., 
wholesale, Seattle, Wash. Mr. 
Warren was formerly associated 
with the Remington Arms Co.. 
Bridgeport, Conn. 


AMERICAN WEEKLY BOOSTS 
ITS CIRCULATION 


The American Weekly set out 
to achieve a circulation of 7,000,- 
000 with a recent announcement 
that the publication will for the 
first time be distributed by other 
than Hearst Sunday newspapers. 
Effective Jan. 2, 1938, the week 
ly magazine will add a million 
circulation: to its present 6,000, 
000 figure with distribution 
through the Buffalo Courier-Ex- 
press, Cleveland Plain Dealer. 
Houston Post, Minneapolis Jour 
nal, Nashville Tennessean and 
the Wichita Beacon. 
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Write for Our Latest Builders' Hardware Catalogue No. 337 
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MODERN GLASS DOOR KNOBS 
seaisiceibimares: ROMIUM METAL TOPS 


\Coladine TEGCO feature 


BEAUTY i ie) €COnomy 
PERMANENCY | Sap Eh ly ) EFFICIENCY 


No. 2124 Opal Glass 
No. 2125 Blue Glass 
No. 2126 Red Glass 

No. 2127 Ivory Glass 


awa EG adie Een 
2121 Black Glass 
2 l 2 2 Green (¢ ilass 


». 2123 Amber Glass 


avelelirue 


HOLLYWOOD: STYLE -DOOR 
KNOBS HAVE METAL TOPS, FINISHED IN 
CHROMIUM, OR OTHER FINISHES IF DI 
SIRED. ARE MOUNTED IN SOLID BRASS 
YND BRONZE SHANKS. AND:CAN BE FTI 
PED TO ANY ANDALL SIZE ESCUTCH 
FON HOLES 


MANUFACTURED BY 


TRAOE 
TECHNICAL GLASS CO.,INC. ( TEGCO ) LOS ANGELES AND NEW YORK 


MARK 


Write Technical Glass Co., Inc., 561 Broadway, New York City, o- 2050 East 48th Street, Los Angeles, for Our Latest Illustrated 
Color Chart 











These Windows Should Appeal 
to Hunter and Home-Lover 


Hardware Age Original 
Window Display Ideas 
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HE suggested display 
at the right has been 
designed for those who 
prefer the warmth of in- 
doors to the chill of the 





woods. Stoves and heat- 
ers with the various ac- 
cessories make up this 
display which is of a 
nature calculated to at- 
tract the heat-lover. Back- 
grounds can be of neutral 
shades with tan preferred, 
but it might be well to 
use orange or red for the 
background of the letter- 
ing. Each of the displays 
has made use of the 
HarpwareE ACE _inter- 
changeable display _fix- 
tures and has used them 
to advantage. 














gocacosagde | 
BL hl 


j 











HE hunting season is 

one of the high spots 
of autumn for the hard- 
ware dealer and offers 
unusual possibilities in 
the way of sales-produc- 
ing windows. At the left 
is shown a suggested ar- 
rangement which should 
have an effect on local 
Nimrods. The background 
and fixtures should be 
in fall colors—browns, 
orange and yellow and 
autumn leaves on _ the 
floor will serve to add 
to the display. 
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f% HOUSEWIVES PREFER 


THE EASIER SWIVELING OF 


FAULTLESS 













CASTERS 


. their de luxe construction 
and popular price make quick 


sales Here’s an item that “trades up” 
quality and profits for you. The instant a 






No. 8458 — A 
de luxe caster 
at a popular 
price. Two 
complete rows 
of hardened 
ball-bearings 
for free swiv- 
eling. 1%” 
Ruberex (cush- 
ion tread) 
wheel for easy 
rolling. No 
wonder it’s a 
big seller. 


housewife picks it up and notes the easier 
Handle 90% of caster calls from this compact a P P c : 
“quick turn-over” group of best sellers. Selected swiveling, double ball bearing construction at 


by hundreds of successful dealers as the items most a popular price she’s dissatisfied with the or- 


frequently bought by housewives, they will in- : ‘ Pre 
crease your sales, too, on a minimum investment. dinary kind. No. 8458 is the acknowledged 


ASK YOUR JOBBER or write leader of the FAULTLESS “Quick Turn-Over 
FAULTLESS CASTER CORPORATION Group” of packaged casters. Each individual 
Dept. HA-10, Evansville, Indiana box is its own display—encouraging the sale 
Representatives in Principal Cities f l : 
Canadian Factory: Stratford, Ontario of comp ete sets. 
TN 











































No. 4735 — No. S735 — No. 4430 — Cushion Chair as | 
= Ball Bearing Ball Bearing Ball Bearing Glide of hard- ™ 
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| Wheel. Ruberex Wheel. tion. i } woe nt 
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Prepared Roofing—Effective 
Sept. 27, leading manufacturers re- 
duced prices on smooth surfaced 
and mineral surfaced prepared roof- 
ing approximately 5 per cent, stand- 
ard diamond point roofing about 10 
per cent and on several patterns of 
hexagon and square strip shingles 
about 5 per cent. Individual shin- 
gles are unchanged. There is no 
present change on deadening and 
slatters’ felt or storm paper, and the 
prices announced a few weeks ago 
on tarred felt and rosin-sized build- 
ing paper also continue. 

* * * 


Chain Prices—Leading man- 
ufacturers of heavy chains have re- 
affirmed for the fourth quarter 
prices in effect during the third 
quarter. Weldless chain prices have 
also been confirmed. 


* * * 


Sweat Pads—The American 
Pad & Textile Co., has issued a new 
price list, effective Oct. 4, reducing 
all the best sellers 25 cents per 
dozen, with a change of some 15 
cents on other and less staple pat- 
terns. This price decrease is based 
on the lower cost of the cotton cov- 
ering materials only. Manufactur- 
ers state that stuffing materials, such 
as jute and deer hair, are still cost- 
ing them top prices. Advance sales 
for 1938 have been slow, but re- 
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ADVANCES 


Ice Cream Freezers 

Agricultural Rubber Belting 

Linseed Oil. Grass Hooks 

Screen Door Hinges 

Some Wood Lawn and Hay 
Rakes 


Competitively Priced Steel Tool 


or Utility Boxes 


Competitively Priced Carpen- 


ters’, Railroad Chalk, Lumber 
Marking Crayens 


DECLINES 


Some Makes Prepared Roofing. 


Some Patterns Hexagon, Square 


_ Strip Shingles 
Sweat Pads 
Copper and Brass Sheets, Wire 


Soldering Coppers. Copper 
Solder, Babbitt Metals 
Cotton Mop Heads. Handled 


Mops 


ADVANCES EXPECTED 


Paint Brushes. Paint 


newed buying is hoped for now as 
a result of the price revisions. 


* * * 
‘ 


Ice Cream Freezers—Opening 
prices on freezers for 1938 have re- 
cently been announced, and jobbers 
report an average rise of about 14 
per cent above the opening prices 
put out last fall. The past season 
has been a very good period for 
freezer sales. The stocks of both 
jobbers and dealers are said to have 
been cleaned out very successfully, 
insuring a ready demand when deal- 
ers are prepared to buy for next 


year. 
* * 


Revere Kettles, Skillets 
Special low prices, to expire mid- 
night, Dec. 1, 1937, are being of- 
fered by Revere Copper & Brass, 
Inc., Rome Mfg. Co. Div., Rome. 
N. Y., on Revere Economy Leaders 
series kettles and skillets. These 
temporarily reduced prices are of- 


fered to give dealers more volume 
and greater profit, and some of the 
reductions are as great as 25 per 
cent for this limited period offer. 

* a * 


Agricultural Belting—On Oct. 
1, belting manufacturers announced 
new discounts, with advances ap- 
proximating 20 to 25 per cent on 
agricultural rubber belting. 
* * * 


Copper Products, etc.—Fol- 
lowing the successive mark-downs 
in copper from 14 cents to a brief 
12 cent market last month, quickly 
reduced operations by some leading 
producers have brought a partial 
recovery. Staple copper products 
have followed the decline only in 
part. Copper and brass sheets and 
wire have declined only 1% to %4 
cents per lb. Soldering coppers 
have been reduced one cent and 
copper rivets and burrs are thus far 
unchanged. The recession in lead 
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It's news Bepectacular than a” $Qvyard 
forward Baas swith sales punck that has more 
power stham @ 250-pound full back crashing 
the line! | 

RAD-O-FGNE takes Sentinel clear out of the 
“entertainment only= class — it adds new utility 
to radio and eliminates price competition. 
There’s nothing ele like it — only Sentinel can 
offer this ex¢iting new feature — the greatest 
sales closer you've ever had. 


RAD-O-FONE makes a spectacular demonstra- 
tion, it’s something new to talk about and sell, an 
irresistible plus value added to the already value 
packed Sentinel’line of AC and Farm sets. 


Put this unbeatable team to work for you 
Sentinel with RAD-O-FONE will crash through 
for your biggest year in sales and profits! Mail 
the coupon today! 


MAIL THIS COUPON NOW! 


SENTINEL RADIO CORPORATION 
2222 Diversey Pkwy. Dept. HAN, Chicago, III. 





Please rush me complete details of Sentinel 1938 Line 
and RAD-O-FONE. 


i 

Name i 
Z| 

me 





Address —~— 
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prices and a moderate decline on 
tin have reduced solder and babbitt 
metals. While ordering is generally 
conservative at the new levels, these 
markets are not expected to go 
much, if any, lower. 

* * * 


Paints and Window Glass— 
Considering the season, paint sales 
are holding up thoroughly well, 
with possibly a better rate of gain 
on the small packages than on the 
larger. The far eastern war situa- 
tion is resulting in tendencies to- 
ward higher cost on some materials. 
which may be noted in a later price 
increase on both brush and paint 
lines. Among other changes, lin- 
seed oil advanced on Sept. 24 one 
and one-half cents per gallon. The 
season on window glass is in full 
swing, with a demand somewhat 
better than last fall. 

* * x 


Household Lines — Cotton 
mop heads have been reduced one 
cent per pound and handled mops 
about 5 per cent as a result of the 
declines in cotton. Prices on screen 
door hinges for early 1938 have ap- 
peared from a number of manufac- 
turers, and while quotations vary, 
the general trend has been sharply 
upward, as compared to last sea- 
son’s quotations. Some makers have 
increased as much as 25 per cent. 
Jobbers, as well as the rctail stores, 
are reporting a fine early holiday 
demand for both sterling and silver- 
plated table ware. 

* * * 


Agricultural Lines—Prices 
thus far announced on light garden 
tools show increases averaging about 
10 per cent over those of last sea- 
son, with approximately the same 
advance on grass hooks and shears. 
Grass hooks to retail at 25 cents 
have about disappeared from the 
market, the hook formerly selling 


at that basis now costing the re- 
tailer around $2.40 per dozen. Doo- 
Klip grass shears are announced at 
the same costs as last year. Spring 
price sheets put out by several man- 
ufacturers of wood lawn and hay 
rakes show moderate price increases 
averaging perhaps ten cents per 
dozen; other makers are confirming 
former quotations without increase. 
* * * 

Hand and Machine Tools— 
Few price changes have been noted 
recently on important hand tool 
lines, and jobbers report their tool 
sales keeping somewhat ahead of 
last fall’s volume. Some competi- 
tively priced lines of steel tool or 
utility boxes were advanced early 
this month to an extent claimed to 
cover only the unavoidable cost in- 
creases. Some manufacturers of 
competitive priced carpenters’ and 
railroad chalk, lumber and marking 
crayons, etc., issued on Oct. 1, new 
quotation sheets showing advances. 
The changes on chalk average 15 to 
25 per cent above prices in recent 
months. Lumber crayons remain 
practically unchanged. In the line 
of heavy machine tools, makers are 
well booked with orders, in most 
cases enough to keep them busy for 
the rest of the year. This has been 
a year chosen by manufacturers in 
all lines to repair or replace equip- 
ment, in preparation for competitive 
operation. Buying of heavy ma- 
chinery and equipment has been 
slowed recently by the war scares, 
but this setback is expected to be 
only temporary. 

* * * 

Hunting Supplies—A larger 
migration of ducks than for the past 
several seasons is expected this fall 
to give hunters cause for rejoicing. 
Reports from the northern duck 
breeding areas, which have seen 
heavier rainfall and better condi- 
tions through most of the past sea- 





UNITED STATES EXPORTS OF HARDWARE AND ALLIED PRODUCTS 
—FIRST EIGHT MONTHS, 1937 





Eight Months 1936 Eight Months 1937 


Cutlery 

Stoves, furnaces, and oil burners 
Hand tools 

Builders’ and other hardware 
Abrasives 

Lamps, lanterns, etc. 

Utensils 

Plumbing equipment 


Miscellaneous lines including chains and 


scales 


Total 





$ 1,727,134 $ 2,028,119 


2,041,844 2,692,410 
7,006,346 10,425,256 
2,517,640 3,602,327 
4,064,105 5,453,583 
612,301 835,085 
619,771 881,913 
1,139,125 1,896,315 
2,844,726 4,097,889 
$22,572,992 $31,912,897 
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son, indicate increases ranging up 
to 50 per cent in Minnesota and 
South Dakota, and at least 25 per 
cent in Nebraska and North Dakota. 
Prices on popular models of guns 
and equipment have been held at 
reasonable levels, and stocks in the 
hands of jobbers and dealers are 
felt to be in shape to take care of 
the increased demand in prospect. 
Favorable farm conditions and some- 
what more leisure among city pop- 
ulations should add to the number 
of hunters this season, and to the 
consequent number of customers for 
arms and ammunition, hunting cloth- 
ing, and decoys. 
* * * 

Eagle Lead Oxides—A new 
price list, effective as of Sept. 27, 
1937, on Eagle lead oxides, in bar- 
rels, has been issued by The Eagle- 
Picher Sales Co., Cincinnati, Ohio, 
quoting prices by the pound, in five- 
ton shipments and less than five-ton 
shipments. Price were given on 
Litharge, Sublimed Litharge, Zerox, 
Perox, Red Lead, Dry and Orange 
Mineral, AAA. 


* # 


Copper and Brass Prices— 
New base price lists were recently 
issued by leading manufacturers of 
copper and brass products. 

* * * 

Sales Increase—Orders re- 
ceived by General Electric Co., dur- 
ing the first nine months of this year 
increased 44 per cent over the same 
period a year ago. 

* * * 


Vacuum Cleaner Sales— 
American women are _ purchasing 
electrical vacuum cleaners in record- 
breaking numbers according to fig- 
ures released by C. G. Frantz, ex- 
ecutive secretary, Vacuum Cleaner 
Manufacturers’ Association. Sales 
by members of the association to- 
talled 116,242, in August, an increase 
of 9.4 per cent over the same month 
in 1936. This was an advance over 
July, 1937, figures, which totalled 
111,233 units. The total for the first 
eight months of this year hit a new 
high for the period and has been suc- 
ceeded by only five full years in 
the industry’s history. It was 1,- 
199,412 units, as compared to 929,- 
839, in the same months of 1936, an 
increase of 28.9 per cent. 

* * * 


Electric Water Systems—Fig- 
ures released by the Electric Water 
Systems Council show that current 
sales of pressure water systems are 
exceeding sales for last year by 
62.3 per cent. In 1936 a total of 
154,000 electric water systems were 
sold, according to the council. Sales 
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“Any company that has a hundred and sixty-three 
years of experience back of it, sure should know 
its stuff. For instance, you take shovels, they tell 
me that the original Ames Company started mak- 
ing shovels in 1774 and it looks to me like they'd 
know a mighty lot about shovels, ‘cause the more 
you work at a thing the more you learn about it. 





“I’m a shoveler and if there’s one thing I’m particu- 
lar about a shovel, it’s the handle. I like a handle 
with a roomy grip and one that doesn’t wobble. 
I’ve tried them all and from my experience ABW’s 
Armor-D Handle is the best shovel handle made 
..«and the boss agrees with me.” 





Just as ABW has learned from experience how tomake Armor-D 
the world’s finest shovels, so have the men who buy 
and use shovels, learned from experience that ABW The Perfect 


shovels have exclusive features which make them 


P outstanding, dependable and of unequalled value. Shovel Handle 
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AMES BALDWIN WYOMING CO. 
Parkersburg, W. Va. North Easton, Mass. 
SHOVELS e SPADES e SCOOPS 
FORKS e HOES e RAKES 
POST HOLE DIGGERS 
















GO AFTER THE HUNTING TRADE WITH 


FORD CHARCOAL BRIQUET KITS! 


BIG DISCOUNTS e QUICK TURNOVER 
STEADY DEMAND 


@ A handy kit for outdoor cooking. Two sizes — one to retail at 
$1, the other at $2. Consist of portable steel grill, box of Ford 
Charcoal Briquets, handy container. They'll sell like hot-cakes. 


Display these unusual bargains in your window to draw new 
customers into your store. Big demand now from hunters — 
steady demand all through the year from skaters, picnickers, 
campers, tourists. Write today for complete information. 


i] 
/ if ! When you write, ask also about the profit opportunities for 
P ‘uli(] hardware dealers offered by the complete Ford Charcoal 
Briquet line. This modernized charcoal fuel has more than 100 
BRIQUETS common uses — year-around sale. Widely used by tinsmiths, 
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ger e plumbers, machine shops, foundries, restaurants, meat packers 
J Vy a ANCL and householders. 





FORD MOTOR COMPANY GD BY-PRODUCTS DIVISION © DEARBORN, MICHIGAN 
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so far this year indicate that the 
total for 1937 will reach 250,000. 


* * * 


Electric Refrigerators, etc.— 
The high marks established in 1936 
have been exceeded month by month, 
according to reports from the gen- 
eral industry, and from individual 
jobbing distributors. Seasonably, 
sales have, of course, fallen off, but 
are running each month 10 to 15 
per cent ahead of last year. For 
the first eight months, the Edison 
Electric Institute reports national 
sales reached 2,019,000 units against 
about 1,754,000 units a year ago. 


x * * 


Huskers’ Supplies—The tre- 
mendous corn crop has made the 
present season one of banner sales 
on huskers’ gloves and mittens, and 
on husking pins and hooks. En- 
couraged, no doubt, by the tremen- 
dous demand, glove manufacturers 
have made practically no recent 
price reductions, to follow the re- 
cent drops in cotton materials. Their 
supplies of yardage goods for the 
season were purchased many months 
ago, and they themselves, it is 
claimed, have experienced little 
benefit of the lower costs thus far. 
An effect may appear later in the 
winter, in the way of reductions on 
the heavier cold weather items. 


* * * 


A Sane Outlook—Hardware 
leaders, both manufacturing and 
jobbing, while holding a temporarily 
conservative attitude, definitely have 
not abandoned their belief in an im- 
proving demand throughout the later 
fall and winter. In this respect. 
they agree with the country’s lead- 
ing bankers from all sections, in- 
terviewed at the annual convention 
of the American Bankers’ Associa- 
tion, who feel that business in the 
United States still is on the up- 
grade. Their judgment is based 
confidently upon the improved 
spending power of the nation’s con- 
sumers, particularly the farm pop- 
ulation and industrial wage earn- 
ers. The term “jittery,” so often 
used of late, does describe the cur- 
rent uncertainty in some financial 
and industrial circles, but it has not 
applied to the rank and file of mer- 
chants whose inventories and fi- 
nances are in reasonably good order. 
As a matter of fact, retail hardware 
sales during September, called dis- 
appointing by many, really held up 
remarkably. Off to a slow start, 
September ended with a very satis» 
factory volume of buying, which 
carried the totals for the month 
ahead of last September. 
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Jobbers’ Stocks Reduced—li 
has been evident for some weeks 
past that some jobbers were holding 
off in completing their stocks of 
cold-weather goods, hoping that 
earlier purchases would carry them 
through the season. In several in- 
stances, and on some rather impor- 
tant staple lines, many wholesalers 
have been swamped with the sudden 
ordering during the first cold days. 
and either have had to disappoint 
their dealers, or to pick up hurried 
fill-in supplies. 

“oe 

Future Ordering—Both retail 
stores and jobbing establishments 
seem to be adopting a buying sched- 
ule based exactly on their rate of 
sales. Little forward buying is being 
done, except for holiday goods, and 
those will be in season so shortly 
that the necessity for ordering is 
current and urgent. While 1938 
prices have appeared on many spring 
lines in the agricultural tool field, 
makers have not yet issued 1938 
prices on such staple spring goods 
as poultry netting, screen cloth, 
fencing, posts, and window screens. 
During the course of the next few 
weeks, prices are expected in all 
these lines, and all will probably 
open at similar price schedules to 
those in effect toward the end of 
last spring, and substantially higher 
than last fall’s opening figures. 

* * * 

Investment Opportunities— 
Thoughtful optimism toward the fu- 
ture is based to no small extent 
upon the belief that both price 
liquidation and buying recessions 
have about reached their present 
limit. Foreign demand for all 
American products is expected to 
continue good, and in steel lines ag- 
ricultural implement makers will 
continue to take large tonnages, 
while automobile manufacturers 
must account for an increasing vol- 
ume. Lower quotations on some of 
the metals and other commodities, 
while serving now as something of a 
shock to the market, will help busi- 
ness after the markets settle down, 
naturally stimulating volume. 

* * * 

Industrial Operations—Fac- 
tory production, except on season- 
able lines, is being regulated very 
conservatively; most manufacturers 
have caught up with old orders, and 
are operating on a restricted volume 
of new business. Some have short- 
ened working forces and running 
time temporarily, all of which will 
tend toward a steadying of labor 
unrest. Quieter operations are in- 
creasing rather than reducing costs, 
and where labor cost is a large ele- 


ment, manufacturers feel the urgent 
necessity of holding quotations un- 
changed where possible, or of ad- 
vancing them where earlier an- 
nouncements did not cover spring 
and summer wage increases. In all 
quarters, there is a new caution 
against price advances which may 
not be urgently necessary. 


* * * 


Commodity Prices—Commod- 
ity prices early in October con- 
tinued their declining tendency, 
carrying Moody’s index of staple 
lines to the lowest levels since July, 
1936. The drop in cotton has been 
the most spectacular. A 1937 crop 
approaching the all-time record re- 
sults from nearly perfect growing 
weather and a minimum of insect 
damage. The year’s yield is more 
than five million bales ahead of last 
year’s, and it is not remarkable that 
quotations have fallen from above 
14 cents to approximately 8 cents 
per lb. in the wholesale markets, 
the lowest since 1933. Wheat, corn. 
rye and oats have dropped approxi- 
mately one-third from their 1937 
peak levels, and all are now selling 
below the quotations of a year ago. 
The non-ferrous metals have de- 
clined sharply, copper recently re- 
acting to its January level of 12 
cents from a peak of 17 cents, be- 
fore a partial recovery. Rubber 
quotations have declined sharply, 
reaching a new low for the year. 
With very scant demand, and a like 
scant supply, prices of hides have 
held better than many other lines, 
adding to the difficulties of leather- 
goods manufacturers, who are faced 
with expectancy of lower prices by 
the consumers. 


* + 


Steel Operations—Output of 
the steel mills has continued its de- 
cline from its active summer sched- 
ules, reaching last week approxi- 
mately 631% per cent of capacity, 
as compared with approximately 76 
per cent at this time last fall. The 
rate scheduled for last week is the 
lowest since the week of March 30. 
1936. It is not felt that operations 
will decline much further, but rather 
that a near-bottom for the rest of the 
year has been reached. Ultimate 
consumption is at a fair rate, and 
with help from the automotive and 
farm machinery industries, as well 
as the great number of miscellaneeus 
factory users, should continue a de- 
mand which will keep the mills rea- 
sonably satisfied. Buyers are nat- 
urally conservative in placing or- 
ders, assured that prompt deliveries 


(Continued on page 186) 
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GOSH, HOW THAT PAINT MAKES 
MY WINDOWS WORK FOR ME! 


Accepted in the trade as the 
standards of value for half a 
century. Every Phoenix article is 
correctly designed and fabri- 
cated to give maximum service. 


METAL — Horse and Mule Shoes 


COLD SHUTS 
Shouldered or plain ®Blanks ® ToeCalks ® Lawn Mower 


end. Spuds ® Tractor Wheel Spuds le 
® Grab and Slip Hooks ® Cold % NOISELESS 
Shuts ® Forgings ® Tank Flanges. ' RUBBER SHOES 


For horses. Open or 
sPuss RUBBER—Horse and Mule Shoes 


Bar styles, Sizes 2 to 8. 
Lawn Mower and Tractor. 
All standard sizes. ®DoorMats ® Force Cups,new style Os 
® Radiator Hose, 3-ply ® Moulded | NojSELESSMULESHOES 
Rubber Goods, to order. Sizes 2, 3, 4 and 5. 
SLIP 
HOOKS Sold by Leading Jobbers everywhere on 
Round an established policy through regular 
StraightEye trade channels. 
or Twisted 
Eye, for 4" 
to 1" chain. 
GRAB : eer 
HOOKS Dus hha d SPORT SHOES 
For 34" to ie For riding, running, PHOENIX SHOES 


" * f : 
1" chain ; j racing or polo. 
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Secretary Fernleys Report 





George A. Fernley, secretary-treasurer of National Wholesale Hardware 
Association, presents his annual report to that organization's opening 
session. Highlights work of headquarters and legislative activities. 





URING the past __ twelve 
months your office has issued 
some 114 general letters com- 

prising some 224 pages. These let- 
ters in themselves constitute a rather 
voluminous report on the work of 
the association. . 

At this time, therefore, I shall 
present a brief summary of some of 
our activities. 

Special reports and bulletins have 
been issued to keep you fully in- 
formed regarding all developments 
in connection with the Robinson- 
Patman Act. 

While it is possible that the inter- 
pretation of the Act by the Federal 
Trade Commission has not met with 
unanimous approval, there can be 
no doubt that many special prices, 
allowances and other unjustifiable 
considerations previously extended 
to catalog houses and chain stores, 
have been withdrawn. 

We have endeavored to give you 
full information regarding this 
amendment of the Sherman Anti- 
Trust Law. As you know, it was 
passed in August and enables manu- 
facturers of trade-marked and 
brandéd merchandise to make price 
maintenance contracts in interstate 
commerce. The Tydings-Miller Act 
will be quite fully discussed at this 
Convention. 

We have continued to keep in very 
close touch with the work of Con- 
gress and with the numerous depart- 
ments and bureaus in Washington 
both directly and through our Wash- 
ington attorney. 

Our efforts in having the 2 per 
cent cash discount reinstated where 
it has been withdrawn have been 
very encouraging and we wish to 
urge our members to continue to 
support us as vigorously in the fu- 
ture as they have in the past. 

We are hopeful of securing the 
allowance of the 2 per cent cash dis- 
count by all manufacturers, even by 
such groups as the manufacturers 
of bolts, nuts and rivets, electric 
stoves and ranges, electric washing 
machines, sprayers, etc. 
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In order that taxes of incorpo- 
rated members might be minimized 
under Section 14 of the Revenue Act 
of 1936, we issued a bulletin giving 
questions and answers concerning 
the application of this Section. 

The feeling is quite general that 
this tax should be amended so as to 
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permit the retention of earnings for 
business expansions which are neces- 
sary because of increasing volume 
and higher price levels. 

It seems only prudent that corpo- 
rations should not be unduly penal- 
ized for setting aside a certain por- 
tion of their earnings in good years 
to assist them in carrying on during 
the less profitable periods. The 
next session of Congress will con- 
sider the entire subject of taxation 
and we believe it highly important 
that our members freely correspond 
with their Representatives with ref- 
erence to the necessity for changes 
in the present law calling for the 
taxation of undistributed profits. 

As instructed by our official board, 
the investigation of the sales policies 
of manufacturers has been contin- 
ued, and data covering some twelve 
hundred manufacturers was issued 
in the form of a report enclosed in 
a ring binder entitled “Manufac- 
turers’ Sales Policy Register.” 

Upon receipt of requests from 


members, every effort will be made 
to obtain information from manu- 
facturers not listed in the register. 

Following President Crandall’s 
letter on the subject of “Gross Mar- 
gins and Net Profits,” we corre- 
sponded with some fifteen hundred 
manufacturers of hardware and kin- 
dred lines urging that they allow 
margins commensurate with the 
Wholesaler’s cost of doing business 
and remunerating him for the ser- 
vices performed. Extracts from re- 
plies of manufacturers were for- 
warded to Members under dates of 
February 12, 19, 26, March 10, 25, 
and April 8. 

We are in constant contact with 
manufacturers on this subject and 
appreciate the support received 
from our members. 

Our overhead expense report for 
1936 shows that on every $100 worth 
of sales, $2.22 worth of goods was 
returned, and this figure does not 
include allowances, rebates, etc. As 
a result of the investigation among 
the members of our executive com- 
mittee and advisory board, a most 
informative report was issued. 

It is pleasing to be able to report 
that the relations between our mem- 
bers and their sources of supply in 
most lines are on an extremely sat- 
isfactory basis. Manufacturers are 
recognizing the tremendous value of 
stabilized conditions and the fact 
that unsound policies on their part 
are detrimental not only to whole- 
salers and retailers but also to them- 
selves. 

The cost of wholesale distribution 
is real, regardless of whether it is 
performed by the manufacturer or 
the wholesaler. Investigations of the 
Federal Trade Commission under 
the Robinson-Patman Act have em- 
phasized this. These costs cannot 
be eliminated and it is grossly un- 
fair for manufacturers to expect our 
members to perform this service 
without equitable compensation. We 
shall continue our efforts in the most 
effective manner possible and we be- 
speak your continued support 
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SELL MORE HAMMERS 


with the aid of the Cheney Sales Maker. 
Just put this friendly display-demonstrator 
on your counter and your hammer business 
will hit new sales highs at once. Prominent 
stores everywhere report more hammer sales 
in a week than they did in a year with the 
Cheney Sales Maker. Send in your order 
for a Cheney Sales Maker carton today. In 
it are: 

10-16 ounce Cheney Nailers 938 

2-20 ounce Cheney Nailers 937 

1-16 ounce Cheney Nailer 938 

chained to display 

1-Cheney Sales Maker display. 
For more and better hammer business order 

a Cheney Sales Carton—today. 


HENRY CHENEY HAMMER CORP. 


FACTORY: LITTLE FALLS, N. Y. 

SALES OFFICE: 302 BROADWAY, NEW YORK 
PACIFIC COAST REPRESENTATIVES 

Kelly-Duncan Co., Los Angeles—San Franciico 



























































Are You Getting Your Share 
of the Business That Exists for 


LINCOLN 


GREASE GUNS and FITTINGS 





(A few of the powerful Lincoln Kleenseal Guns.) 

Many leading manufacturers of passenger cars, trucks, tractors and machinery 
have standardized on Lincoln Grease Guns and Fittings— definitely establishing 
the merits of this outstanding line. 

A vast market exists for the sale of additional guns and fittings in the replace- 
ment or service fields, and it will pay you to be prepared to supply the require- 
ments of your trade. 

Large Tractor Type and Standard Type Lincoln Button Head Fittings, as well as 
Lincoln KLEENSEAL Fittings in all types and sizes are now available for resale. 

Lincoln Grease Guns in types to meet every need are also available. 


LINCOLN ENGINEERING COMPANY 


General Offices—St. Louis, Mo. Factories—St. Louis, Mo. and Detroit, Mich. 





(Kleonseal and Button Head Fittings are available in a 


ull range of sizes. 


Ask your nearest Lincoln jobber for details on this 
complete line, or if you do not know who stocks our 
line in your community—please write us. 


Potente LUBRICATION EQUIPMENT 
ments, Tractors, Contractors Equipment, Machinery 
and Motor Vehicles. 
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Secretary Rockwell's Report 





Charles F. Rockwell, presents semi-annual report as the Secretary- 
Treasurer, American Hardware Manufacturers’ Association announces 
22 new members and reviews legislative problems of interest to hard- 


ware industry. 





ENERALLY = speaking, _ pro- 

duction and distribution 

until very recently have con- 
tinued a recovery that has in most 
instances been truly remarkable. 
Unemployment among the employ- 
able has been greatly diminished; 
wages increased and _ purchasing 
power multiplied. Working condi- 
tions generally have been bettered; 
business and individuals alike have 
been haunted less by the “dead 
horse” specter of previous years. 

It was, however, perhaps too 
much to expect that recovery could 
continue without at least some inter- 
ruption or recession, and it must be 
conceded that at the present such 
a condition exists. As causes for 
this recession, which we sincerely be- 
lieve will not be of long duration, 
numerous plausible reasons are ad- 
vanced, no one of which appears 
upon examination to be wholly ade- 
quate. More likely all contribute in 
some degree, and certainly it is evi- 
dent that some legislation and Gov- 
ernmental policies are not helpful at 
the moment. 

There appears, however, to be no 
justification for extreme pessimism. 
Many of the most reliable indices 
controvert the danger of imminent 
or protracted trouble. In fact, au- 
thorities whose predictions hereto- 
fore have been most dependable 
seem at the present to agree that 
only a correctional recession is now 
under way; that it may continue for 
six months or more, with intervening 
periods of improvement, and with 
substantial gains during the last half 
of the coming year. 

In view of the widespread appre- 
hension occasioned last year by the 
enactment of the Robinson-Patman 
Act, it has been interesting to note 
the diversity of opinion which now 
prevails as to the concrete effects of 
its operation. Some quoted opinions 
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insist that it has already brought 
about fundamental reforms in trade 
practices. Others are prone to the 
belief that it has proved inapplica- 
ble in practice. Both opinions are 
inaccurate; it is not yet time to as- 
say ultimate effects. 

Such opinions as have yet been 
handed down by the Federal Trade 
Commission are but a beginning in 
the interpretation of this obscure 
legislation. Predictions were made 
upon its enactment that not before 
three years could the law be ade- 
quately tested and interpreted, and 
it is now evident that these predic- 
tions were justified. Many more 
months may well elapse before the 
Federal Trade Commission defines 
its policies for enforcement of the 
major provisions of the Act and liti- 
gation to test these interpretations 
may require a further indefinite pe- 
riod. However, all this does not 
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prove that the law cannot be en- 
forced more generally, but only that 
considerable time must elapse before 
this will be possible. The note- 
worthy result to date seems to be 
the evident desire of business to 


avoid conflict with the provisions of 
the Patman Act, as, if and when 
they are judicially interpreted. 

Similarly, it is far too early to 
reach conclusions as to the ultimate 
effect of the Tydings-Miller amend- 
ment to the anti-trust laws but ob- 
servation to date would indicate that 
the results may be less extensive than 
many had anticipated. A number of 
major industries producing national- 
ly branded products, have made no 
use of the law. It is asserted that 
few food manufacturing concerns 
plan to ask distributors to sign con- 
tracts under either the national or 
the state fair trade acts. Nor have 
the large cigarette manufacturing 
companies yet offered price mainte- 
nance contracts to retailers. Up to 
this time resale contracts have been 
offered chiefly by producers in the 
drug, cosmetics, book-publishing and 
liquor trades. Some manufacturers 
of typewriters, radio and electrical 
appliances also are seeking to bind 
their retail outlets. 

If these new fair trade laws are 
to be used extensively only in these 
lines, but a modest proportion of 
total consumer expenditures will be 
affected. Drygoods, foods, automo- 
biles, housefurnishings and building 
materials, even though branded 
products are important in each of 
these lines, have been practically un- 
affected thus far. Apparently satis- 
faction with present methods of re- 
tail price stabilization or fear of 
competition from private brands and 
unbranded merchandise has caused 
many trades to be apathetic toward 
the use of the price maintenance 
contracts now legal. If, however, 
considerable recession in retail sales 
volume should !ead to price cutting, 
it is probable that the demand for 
the introduction of price mainte- 
nance contracts will increase. 

In industries where resale price 

(Continued on page 153) 
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CE SALES PON TS am 
DOOR KNOBS TO CHAMPION’S 


DOOR PULLS CHROME HARDWARE 


SASH LIFTS 
DRAWER PULLS 


a al 


SMART, BRIGHT, SELL ON SIGHT 


Low 


BRIGHT- COLORED 
PLASTICS 


LUSTROUS MOUNTINGS 
SEND FOR YOUR CATALOGUE PAGE TODAY ULTRA MODERN 


The CHAMPION HARDWARE co. DESIGN 


GENEVA, OHIO , 
NEW YORK OFFICE: 51 MURRAY ST. 
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| MID STATES 


M\\\y A PATENTED 

) /7,\\  “GALVANNEALED” Ft NCE 
jj Yip npinntin 

builds your reputation 

as a Reliable Dealer 


Above all, your customers want a fence that will give 
them years of service. They count on YOU to sell them 
such a fence. Once you “let them down,” they’ll not only lose 
faith in your brand of fence, but all the merchandise you sell. 
That’s why it’s all-important to sell 
fence that YOU know will live up to 
advertising claims. In Mid-States 
you'll find such a fence. It’s been 
tested and proved to LAST LONGER. 
Yet, sells for no more than standard 
brand fences. These two greatest sell- 
ing points, plus national advertising 
that dealers have ASKED for, make 
Mid-States one of the best sellers on 
the market. 
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sales building ideas, 


Mid-States Steel & Wire Co. | Presented in a brand new 
Dept. M50 Crawfordsville, ind. |¥*Y: No Obligation. 
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Our New Problems 





Walter Peabody, associate professor of economics, Rutgers University, 
New Brunswick, N. J., tells manufacturers’ Tuesday session that a long 
background of tariff discussion as a political issue has prevented the 
American business man from considering tariffs as a proper economic 
problem. Cites world-wide political unrest with unstable foreign cur- 
rency as basic factor that must be considered in tariff studies. 





NHAPPILY, the tariff prob- 

lem of today is fully as seri- 

ous as the majority of the 
other issues which demand our at- 
tention. Unhappily, too, there is 
probably a greater background of 
misinformation and misconception 
on the topic before us for consider- 
ation than on almost any other eco- 
nomic problem of the present. A 
long background of tariff discus- 
sion as a political issue makes it 
immeasurably difficult for many of 
us to think of the tariff in economic 
terms. And not until we learn to 
treat the tariff as an economic prob- 
lem can we expect to achieve sub- 
stantial improvement or stability in 
our foreign trade. 

There are three things I would 
like to do with you this morning. 
First to review with you as briefly 
as possible certain features of world 
trade conditions against which back- 
ground our own activities must be 
judged: second to review carefully 
the tariff procedure which has been 
in existence in the United States for 
the past three years; and finally to 
attempt to summarize some of the 
more conspicuous features of our 
new tariff problems. 

Certain aspects of the back- 
ground within which world trade 
has been conducted during the last 
several years are familiar to all of 
us, and it is unnecessary to enumer- 
ate them all. Three points stand out 
as particularly significant for our 
discussion. These are: 

1. Lack of stability and manipula- 
tion in foreign exchange. 

2. Widespread use of quantitative 
controls and agreements, particular- 
ly by European countries. 

3. The increasing industrializa- 
tion of many low wage countries. 

The first of these points needs 
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little comment. There has been no 
real stability in world exchange at 
any time during the last seven years. 
During this period the world has 
witnessed a constant procession of 
currency depreciations, of which the 
most recent is the second serious 
decline in the French france within 
nine months. Each time the currency 
of a major country depreciates there 
are serious disruptions in foreign 
trade. The depreciation gives at 
least temporary stimulation to the 
exports of that country, and places 
increased obstacles in the way of 
importation. It is often argued that 
this tendency is offset by price 
changes in the country whose cur- 
rency depreciates. It would be the 
subject of a paper in itself ade- 
quately to discuss this argument. 
We can only emphasize here the 
fact that the internal price adjust- 
ments very often do not fully and 
immediately compensate for the de- 


preciation, and where they do not, 
they leave their mark on established 
channels of trade. Each deprecia- 
tion of currency therefore becomes a 
major obstacle to the maintenance 
or development of stability in 
foreign trade. Indeed the avail. 
ability of imports from depreciated 
currency countries often causes seri- 
ous repercussions in the domestic 
market of the importing country. 

The second point referred to the 
widespread use of quantitative con- 
trols and agreements particularly 
by European countries. I don’t know 
what impression you have of the 
policy of the United States in deal- 
ing with importations into this coun- 
try, but we are very much in the 
position of a man trying to hold his 
own in an old Model T Ford on 
Michigan Boulevard during rush 
hour. Listen for a moment to Dr. 
Henry Chalmers, chief of the Di- 
vision of Foreign Tariffs, United 
States Department of Commerce. 
Reviewing foreign commercial poli- 
cies for 1935, he wrote as follows: 

“Quantitative controls and agree- 
ments continued during the past 
year as the dominant regulators of 
foreign trade. By the end of 1935, 
few countries of continental Europe 
were entirely free from some form 
or degree of import quota, licence 
requirements, or exchange control. 
or were without agreements of a 
compensating or clearing nature 
with some other countries, whether 
negotiated upon their own initiative 
or entered into under pressure from 
the other side... . 

“Along with quantitative regula- 
tion of imports, whether carried on 
by individual merchants or under 
some form of centralized or mo- 
nopoly control, there have been 
spreading in Europe during the past 
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ENJOY A TRULY PROTECTIVE SALES POLICY 
SELL ROGERS LIQUID FISH GLUE 


The Rogers Isinglass & Glue Co. does not sell chain stores, : ™ 
group buyers, or mail order houses. This means that you, 
as an independent retailer, have absolute protection. You 
can build up a good business with Rogers superior quality, 
which you will never lose because of cut prices. Retailers 
everywhere are switching to Rogers because of this policy 
and are sticking to Rogers because it is a 
profit-maker. You, too, will find it worth 
while to go ROGERS. 


Ask your Jobber today about Rogers 2 
Deals and the Rogers Dealer Helps. 


ROGERS 


ISINGLASS & GLUE 
COMPANY 


GLOUCESTER MASS. 

























erin WITH THE TIMES 


me THESE famous casters roll along on ball bearings. No friction. No 
effort. No damage to floors, rugs or floor covering . . . as up to date 
as a stream-lined train or 1935 motor car. 





A PROFITABLE I*EM FOR ANY HARDWARE MERCHANT 
A demonstration does it . . . merely roll an “ACME” 
on the counter. Show the frictionless, quiet operation 
of the “AcME” and you’ve made a sale. A profitable 
item with repeat orders. Stock and sell “acmeEs.” 









THE ScHAtz MANURACTURING Co. 
POUGHKEEPSIE, N. Y. 






BALL BEARING. 
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year systems of import license taxes, 
‘monopoly fees’ or similar surtaxes 
on imported products. . . . The fre- 
quent changeability in the rates of 
these fees, as well as in the quan- 
tities and conditions of permitted 
imports—even upon readiness to pay 
all the set duties and fees—naturally 
makes much of current international 
trading on the Continent of Europe 
an unstable and precarious matter.” 


Again early this year after re- 
viewing a few developments in 1936 
that were encouraging, this same 
authroity concluded his article with 
a note reading in part as follows: 
“.. . the year’s events in this field 
have been largely by way of con- 
tinuation of the same types of mea- 
sures and arrangements as _ have 
marked the tariff and trade-control 
policies of the respective countries 
during the last few years. . . . Par- 
ticularly in the present period of 
unsettlement and opportunistic 
change, a detailed analysis of the 
many and confused events of 1936 
in this field does not seem war- 
ranted.” 


I doubt if-any words of Dr. Chal- 
mers or mine can suffice to give you 
a picture of the thoroughly arbitrary 
character of many of these regula- 
tions. Only intimate familiarity with 
the frequent and drastic moves that 
are resorted to under these various 
forms of manipulation, and_ the 
abruptness with which markets are 
closed or transferred could give you 
a true picture of the conditions 
which prevail in many foreign coun- 
tries. 


Foreign Industries 


The third point we must consider 
in taking stock of the background 
for world trade is the rapidly in- 
creasing industrialization of many 
foreign countries. This is no new 
thought to you and need not be de- 
veloped extensively. Most of the 
recent talk with. which we are all 
familiar has been concerned with 
Japanese inroads into certain impor- 
tant parts of our domestic market. 
To a lesser degree perhaps we are 
familiar with the extent to which 
Japanese exports have displaced 
exports: from the United States in 
other foreign markets. Eloquent testi- 
mony that such a displacement has 
already taken place may be had 
from scores of industries, and the 
end is not in sight. As serious as 
the problem of Japanese competition 
is, it would be more serious for us 
to assume that if it were eliminated 
the problem of this type of com- 
petition is solved. Ask yourself the 
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question. What is it that enables 
Japan to compete successfully in 
world markets? You are likely to 
answer, low wages of labor. Yes, 
decidedly so, but the low wages be- 
come many times more deadly when 
we add a second factor—the most 
modern methods of production. To- 
day a large part of the best indus- 
trial machinery may be acquired in 
any country. Add to low wages, high 
labor productivity and you have a 
combination hard to beat. Our most 
destructive competition today may 
happen to come from Japan, but the 
problem will be with us for a long 
time to come. Given the most mod- 
ern machinery any country with 
comparatively low rates of wages 
can and will displace the produc- 
tion of a country paying higher rates 
of wages—even if the mechanical 
equipment in the latter country were 
as good as in the newly industrial- 
ized low-wage country. 


Three Years in Review 


It is against this background of 
a world full of political unrest, with 
unstable currencies, a myriad of 
devices for restricting and deflecting 
commerce, and in the face of an in- 
creasingly devastating type of indus- 
trial competition that we must re- 
view the tariff procedure which has 
been followed by the United States 
for the past three years. 

For a little more than three years 
the tariff policy and activity of the 
country has been centered in the 
program by which the United States 
enters into reciprocal trade agree- 
ments with other countries. The 
original Act, which was approved 
June 12, 1934, for a three-year peri- 
od, and which has since been ex- 
tended for another three years, 
placed broad powers in the hands 
of the Secretary of State. Let us 
examine this program to see why 
it is; what it is; how it is done, and 
what has come of it. 

The “why it is” has recently been 
reviewed by Secretary of State Hull 
in a letter dated Oct. 13, 1937, 
addressed to the manager of the 
Binghamton, N. Y., Chamber of 
Commerce which was also released 
to the public. In explaining the 
two-fold purpose of Congress in set- 
ting up the trade-agreement pro- 
gram, he wrote as follows: I quote in 
full. 

“First, to facilitate and increase 
the export trade of this country, by 
reciprocal arrangements with other 
countries willing to make substan- 
tial concessions to us to enable us 





to increase our exports to them, 
thereby reviving and encouraging 
that general economic rehabilitation 
and prosperity that is an essential 
pillar of peace. The cornerstones of 
this policy are equality of treatment, 
mutually profitable trade, and high 
living standards. It has no more 
paramount objective than the im- 
provement of the conditions of labor 
and its standards of living. 

“Second, to bring about by the 
most careful and gradual means a 
lowering or removal of excessive and 
unreasonable trade restrictions and 
obstructions, thus making possible 
the restoration of the normal pro- 
cesses of international commerce 
and trade. In doing so, however, 
the policy of the Government and 
of Congress is that no tariff rates 
or like restrictions shall be lowered 
to the extent of permitting unrea- 
sonable or abnormal or materially 
hurtful imports, nor on the other 
hand to leave or place the rates on 
an embargo level which would ex- 
clude even the slightest seepage of 
imports.” 

We shall want to refer to this state- 
ment again. 

The “what it is” can be most 
simply explained by summarizing 
what has been done to date under 
the authority of the trade-agree- 
ments Act. This will make it un- 
necessary to summarize the pro- 
visions of the Act itself. 


Reciprocal Agreements 


Up to the present time 16 re- 
ciprocal trade agreements have been 
completed and are in effect; two 
others are in process of negotiation, 
one with Ecuador and the other with 
Czechoslovakia. In negotiating the 
trade agreements which are now in 
operation, the United States has re- 
duced approximately 450 duties. 
These reductions are scattered 
through all the Schedules of the 
Tariff Act of 1930 and include one 
item from the Revenue Act of 1932. 
The United States has also desig- 
nated another 30 duties which it has 
promised not to increase during the 
lifetime of the agreements. In addi- 
tion, our Government has obligated 
itself not to place a duty on 78 items 
which are now admitted into the 
country free of duty. Approximately 
three out of every ten of the duties 
that have been reduced have been 
cut by the full 50 per cent permitted 
by the Act. More than six out of 
every ten have been cut at least 
30 per cent. 


A few further words of explana- 
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tion are necessary to give a clearer 
picture of these concessions. For a 
considerable proportion of the re- 
duction (nearly two-fifths), new 
classifications have been created. 
This has been done in order to en- 
able granting concessions which 
would not otherwise have been 
made. In a few instances, duties re- 
duced in one agreement have been 
further reduced in a later agree- 
ment, and in ten cases duties have 
been reduced on commodities where 
reductions had previously been made 
under the flexible tariff provision. 
This provision, as most of you are 
aware, permits adjustments up to 
50 per cent in existing tariff rates 
in order to equalize costs of pro- 
duction at home and abroad. The 
significance of these reductions, 
therefore. is not in their number, 
but in the plain implication that 
differences in cost of production are 
not to be taken as sufficient evidence 
of the need for protection. This in- 
ference is further warranted by the 
fact that under the terms of the law 
authorizing these agreements, the 
use of Section 336 is denied in con- 
nection with all products which are 
made the subject of concessions in 
any trade agreement. In _ other 
words no relief can be afforded under 
that provision of the Tariff Act of 
1930 which authorizes increases in 
duty to equalize costs of produc- 
tion. Thus for the 450 commodities 
that have already been reduced in 
duty and the 30 that have been 
bound there is no possibility of in- 
creased tariff protection to compen- 
sate for any increases in cost which 
may be experienced while the agree- 
ments are in operation. As more 
agreements are negotiated an_in- 
creasing proportion of dutiable com- 
modities will be denied this assur- 
ance of protection. 


Other Features 


Two or three other features of the 
existing agreements warrant men- 
tion. In a very limited number of 
agricultural products, a quota was 
set up for imports under the reduced 
duties established in the agreements. 
Imports in excess of the quota are 
permitted, but at the old higher rate 
of duty. To date, no such consider- 
ation has been accorded imports of 
manufactured commodities. In gen- 
eral, the agreements have promised 
that no quotas will be established 
on any product made the subject of 
concession unless at the same time 
the domestic production is also sub- 
ject to quantitative control. In ad- 
dition, in certain agreements, we 
have also obligated ourselves not to 
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place a Federal internal tax higher 
than those in effect on the date of 
signature of the agreement. A con- 
siderable number of important com- 
modities are already covered by this 
type of concession. 

The length of time covered by 
these agreements varies in the sense 
that some could be terminated be- 
fore others. The truly significant 
point in this connection is that any 
or all of these agreements may be 
continued indefinitely, for they are 
so worded that they do not terminate 
on a specified date, but run indefi- 
nitely subject to cancellation on six 
months’ advance notice. Under a 
few specified exceptional circum- 
stances they can be terminated on 
shorter notice. 


Concessions Extended 


One more point and then we are 
finished with the “what it is.” The 
concessions made in each trade 
agreement are as a matter of prac- 
tice extended to all other countries 
of the world with the exception of 
Germany and Australia. Despite 
constant reiteration of this fact, the 
point has not yet been fully real- 
ized by the public. Without any re- 
gard as to whether or not the United 
States has a _ most-favored-nation 
agreement with a particular coun- 
try, let me repeat, the concessions 
made in each agreement are ex- 
tended to all other countries of the 
world with the exception of Ger- 
many and Australia, which may 
later be included. 

Now we come to a consideration 
of “how it is done.” I shall describe 
the “how it is done” in terms of the 
procedure which is being followed 
in the present negotiation with 
Czechoslovakia, inasmuch as_ the 
present method differs from and is 
in some respects a marked improve- 
ment over the method followed in 
connection with most of the earlier 
agreements. 

The first intimation that is offi- 
cially given is an announcement to 
the effect that an agreement with a 
given country is contemplated, and 
anyone interested is requested to 
file suggestions as to items which 
might be considered for concession 
by either country in the negotiations. 
Some time after this announcement 
there appears a formal notification 
of intention to negotiate a trade 
agreement with this given country. 


This formal notification carries with’ 


it a list of commodities which wil! 
be considered by the negotiators for 
possible concession by the United 
States. No corresponding list is 


published concerning the conces- 
sions which are being contemplated 
by the other country. With the 
publication of this announcement 
goes a statement giving interested 
parties an opportunity to file a 
sworn statement setting forth infor- 
mation as to why they believe con- 
cessions should or should not be 
made. Approximately six weeks are 
allowed for the preparation of this 
sworn testimony. Commencing two 
weeks after this, the sworn statement 
may be supplemented by an oral 
appearance before the Committee 
for Reciprocity Information. Just 
what the procedure will be at the 
oral hearings under the new method 
which is now being followed is some- 
what a matter of conjecture. The 
avowed purpose of the oral hearing 
is to provide an opportunity both 
to supplement any statements made 
in the sworn affidavit, and to afford 
the Committee an opportunity to 
seek from interested parties addi- 
tional information relevant to the 
item under consideration. Present 
indications are that more extensive 
use of the oral hearings will be 
made in this connection in the argu- 
ments which open next week in con- 
nection with the Czechoslovakian 
treaty than has been made hereto- 
fore. In the earlier hearings there 
was, on the whole, very little ques- 
tioning of witnesses, and for the 
most part what questioning did take 
place was obviously designed to be 
helpful to the witnesses and give 
them an opportunity to introduce ad- 
ditional information which might 
help their case. Whether or not the 
new type of hearing will take the 
form of a cross-examination I do 
not know, but certainly there is 
every ground to believe that in large 
measure any increased interrogation 
of witnesses will be designed to 
add information to the record for 
the benefit of those who carry on 
the detailed work of completing the 
agreement. 


No Further Moves 


Following the oral argument, 
there are no further official public 
moves until publication of the trade 
agreement with its listing of the 
concessions which have been made 
by both parties. 

I cannot leave this discussion of 
the procedure by which agreements 
are negotiated without digressing to 
comment on some of the difficulties 
and misunderstandings which have 
arisen in this connection. I have 
frequently heard manufacturers and 
labor leaders express honest doubts 
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ment by minority. But the fact that 
you have the principle of the right 
of a government by majority makes 
it a democratic form of government 
nevertheless. 

Now when the majority do take 
charge and assume the reins of gov- 
ernment, frequently they lose sight 
of some of the factors necessary to 
sound government. They have an 
idea, for instance, that the Treasury 
of the United States is like the 
widow’s cruse, and when once with 
pockets full they begin their spend- 
ing spree, there is nothing that 
seems quite so far distant as the 
day of payment. May I add that 
there will be nothing quite so dis- 
illusioning as the work and the ef- 
fort required to meet those bills 
once we undertake to pay them? 

In a democratic form of govern- 
ment you have a situation where if 
you constantly fail to balance your 
budget year after year, you will 
bring about a lack of confidence 
which in turn reflects itself most 
seriously in our business situation. 

When I review the balance sheet 
of America, I say to you that, with 
respect to our present condition, to 
me there is nothing more alarming 
than the fact that we are not bal- 
ancing our budget. 

I want to be perfectly fair. I am 
not alarmed about the size of the 
debt in this country, necessarily. 
I recognize that $38,000,000,000, 
though a sizable sum, is not as 
heavy a debt per capita as they have 
in England and France. 

To state it more visibly, if every 
man, woman and child in this coun- 
try would work seven days a week 
for 10 months of the year, and the 
total combined earnings accumu- 
lated, they would have earned suffi- 
cient to discharge our entire na- 
tional debt. 

By comparison, in England and 
France that same group of people 
would have to work two and a quar- 
ter years to discharge the debt of 
England and France. But therein 
is the only comparison that is favor- 
able to us, and I for my part do not 
want a standard of living such as 
exists in England and France. And 
if we had a debt of the size of Eng- 
land and France, we could never 
have the American standard of 
living. 

The thing that does concern me 
about the debt is this: I am con- 
cerned first of all about the trend 
of the debt. We have added to this 
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debt at the rate of billions of dollars 
a year in reasonably prosperous 
times. Not so England and not so 
France. Therefore, the trend of our 
debt is bad. 

The second thing that concerns 
me about this debt is the placement 
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of the debt. Formerly when we had 
a very high debt, that debt was 
placed among the individual citizens 
of the country. Not so today. We 
have practically forced upon the 
banks and the insurance companies, 
62 per cent of our government debt. 
And in so far as the banks are in 
possession of government bonds, it 
is an inflationary factor of a very 
high degree. 

The third thing that bothers me 
about the national debt is the meth- 
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od of its distribution with respect to 
the time element. Heretofore, when 
we have had a sizable debt, we have 
had some degree of certainty as to 
when those payments would come 
due; as to when amortization was 
necessary; as to when interest pay- 
ments might be due.’ Not so today. 

Formerly we had approximately 
75 per cent of our debt in long term 
bonds wherein we knew from time 
to time exactly what we need do by 
way of refinancing. Today we have 
approximately one-half of our na- 
tional debt in short term paper. 
And with what consequence? With 
the consequence that day after day 
every official in Washington is work- 
ing for an artificially low interest 
rate, and private investors seeking 
to bring out the issues of private 
companies cannot schedule those 
issues with certainty, not knowing 
when the Treasury Department may 
float an issue of their own. 

Now this debt transcends merely 
the monetary consideration or busi- 
ness consideration, and I want to 
bring it home to you in slightly dif- 
ferent fashion. I am not worried in 
a democratic form of government 
about Communism. I know that if 
we have a movement of that kind, 
there are too many patriotic Amer- 
icans who will rise up and take care 
of that issue. 

I am not worried about the social- 
istic trends. But if you will go back 
through history you will find that 
the democratic forms of govern- 
ment throughout the history of the 
world have collapsed through only 
one process. and that process is 
fraud in money. Bad money has 
been responsible for more blood- 
shed, more internal revolutions, 
more overthrows of democratic forms 
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of governments than all of the mili- 
tary struggles we have ever had in 
the history of the world. 

And if we continue to unbalance 
our budget year after year, and con- 
tinue this pace for another decade 
or so, you will have fraudulent 
money, and then it is that our form 
of government will really be put to 
the test. 

There can be no doubt but what 
we could stage the most remarkable 
recovery that this country has ever 
witnessed if we could take care of 
just two or three items, one being 
the balancing of the budget. 

What are we going to do about 
it? I am suggesting two things this 
morning. The first thing is this: 
You and I agree about the profes- 
sional politician; the very term is 
an indictment with us. We have 
not taken the trouble, as other 
groups have, to visit and discuss 
matters with the so-called profes- 
sional politician. 

Now if a man is called a profes- 
sional politician, remember that at 
least he recognizes the citizenship, 
that he is working hard at the job, 
and that unquestionably the aver- 
age Congressman and Senator, 
though we may disagree with him, 
accurately reflects the thought at 
home in so far as that thought is 
conveyed to him. 

Unfortunately, as business men, 
we have not conveyed our thoughts 
to him. If I could get a pledge out 
of this meeting this morning that 
you would all go to your Congress- 
man and discuss these programs 
with him, and if you actually did 
that, and if that procedure were car- 
ried out all through this country, I 
am satisfied that your Congress, now 
reconvening, would give us a much 


more conservative type of legisla- 
tion. 

Don’t give him a Chamber of 
Commerce banquet; don’t give him 
a banquet of the Hardware Asso- 
ciation or the Credit Organization. 
Go to his home and discuss these 
problems with him. You have not 
done it in the past, but bear this in 
mind: Other groups have been do- 
ing it right along, and because they 
have been doing it they have been 
getting the type of legislation they 
want. 


Call the Signals 


Now assume you do that and we 
still do not get to the point where 
they keep our expenditures within 
our income. Then, as much as I 
dislike to suggest the next thing, I 
will make this suggestion. I am not 
one of those men who want a Con- 
stitutional amendment every time 
conditions are not exactly right; but 
it seems to me we citizens ought to 
take the ball in our hand, if this is 
a football game, and call the signals 
for a while. 

How could we do that? I would 
suggest this: Let us draw our lesson 
from some of our school districts. 
You will recall that in the school 
districts throughout the United 
States, taxes cannot be levied be- 
yond a certain amount, beyond a 
certain percentage of the appraised 
value of the vacant land. 

That may give us another thought. 
What is it? Let us first demand 
that every man, woman and child in 
the country file an income tax re- 
turn. I care not whether they pay 
a tax or not, but I want them to file 
an income tax return. 

If I have them file an income tax 


return, they will be conscious of 
their citizenship and they will be 
tax-conscious, whether they have to 
pay an income tax or not. And I 
want them to file it for this purpose, 
also. I want to definitely know what 
the national income of the United 
States is. I know that if we could 
get through the income tax return, 
it will be a figure that can be relied 
upon, for to my mind and to my 
knowledge no one has ever reported 
more income in an income tax re- 
turn than he actually had. 

All right. Let us say that figure 
is sixty billions of dollars. Let us 
take the ball in our hands and work 
toward a constitutional amendment 
of this character. Suppose the 
amendment were to provide that no 
Congress in any session could ap- 
propriate more than 10 per cent of 
the total national income for the 
preceding year. You would then 
have a maximum limitation upon 
Congressional appropriations this 
year, for example, of six billion three 
hundred million dollars. 

And then we might add this pro- 
vision, that of that amount appro- 
priated, 15 per cent be set aside in 
a fund that will accumulate to six 
or eight billion dollars for the pur- 
pose of meeting storms, for human 
nature does not change and you will 
have storms. 

I repeat that I would much prefer 
to work to bring about a balanced 
budget by present economies and by 
natural means; but if we are unable 
to do that then I suggest we try and 
attain those ends by a constitutional 
amendment. 

In the American Balance Sheet 
the second item I am concerned 
about is the matter of labor. I don’t 
want to be so unfair as to suggest 
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that we who have been in industry 
have not made our errors. I know 
that I as a business man located in 
Michigan, employing some thousand 
people and having four or five other 
plants in other sections of the coun- 
try, erred badly in the labor policies. 

I recall how two or three men 
came to my office one day represent- 
ing the shop employees. They de- 
sired better working conditions and 
a little more money. I listened to 
those men and I heard them, and I 
thought they probably had made a 
reasonable request of me. But as 
they walked out of my office, I did 
what every other executive of that 
time did. I said to myself, “Here 
are three men who have come to my 
office and made a request. They 
have made these demands. Now, if 
I grant those demands immediately, 
they will go out into the shop, and 
going out they will be the leaders 
in that shop, and they may eventu- 
ally become troublemakers.” 

I decided to wait two or three 
months and not yield too quickly. 
In the meantime, orders began to 
accumulate, and I had a lot of or- 
ders on hand. Suddenly a man from 
the outside who never worked for 
me, who did not have my interests 
at heart, who did not have the work- 
ers’ interests at heart, came in and 
literally put a gun to my head and 
I had to sign. 

Now go back to the mental proc- 
ess of those three men in the shop. 
They must have discussed the thing 
and said, “Isn’t that odd? We have 
given loyal service to that man all 
these years, and yet we were unable 
to get from this man what that out- 
sider was able to get. Consequently, 
we had better join forces with him.” 


132 


A. E. ALVERSON 


ISAAC BLACK 


Co., New Britain, 
Conn. 


I say to you that some of us drove 
these men into the type of organiza- 
tion with which they are now identi- 
fied. 

Now let me give you the other 
side of the business, merely to indi- 
cate that I am trying to be fair. You 
and I endeavor to share our pros- 
perity with these people, and to do 
so we sell them common stock. We 
ought to have known that no work- 
ing man has a right to own common 
stock, for common stock of even the 
soundest of business corporations is 
a speculation. 


Analysis Needed 


But we sold that to them under 
the theory that it would be an um- 
brella in case of rain. We should 
have analyzed that prospect and 
found out whether he owned his 
own home, whether he had a rea- 
sonable amount of life insurance, 
whether he had a thousand dollars 
in the bank, for he needed all three 
before he was qualified and priv- 
ileged to own common stock. But 
we did not make that analysis. 

Pretty soon the depression came, 
the stock crash came, the dividends 
were gone and the man lost his job. 
I can see him now as he turned to 
his wife and said, “Mary, did they 
tell me it was going to be an um- 
brella?” And she said, “Yes, John, 
and what a sieve it turned out to 
be.” 

Therefore I say we have made our 
errors, and the third error we made, 
we who have been in business, is 
that we have not been willing at all 
times to assume our responsibility. 
We have preferred to be a stepchild. 

Ever since the corporate form of 
organization came into existence 


F. H. PAYNE 


Corp., Greenfield, 
Mass. Ohio 





D. A. MERRIMAN 
oe Oneida, Greenlee Tool Co., Russell & Erwin Mig. Greenfield Tap & Die American Steel & 


Wire Co., Cleveland, 


which made that vast expansion in 
American industry, we have not been 
quite as ethical in some respects as 
we should have been and as we 
should be. 

I cannot, for instance, understand 
why, if I have my plant in the State 
of Michigan, why if most of my sales 
are made in the State of Michigan, 
and my goods are produced in the 
State of Michigan, I am privileged 
to run off to Delaware to incorpo- 
rate. I have chosen to be a step- 
child, yet I want the benefit of the 
State of Michigan when it comes 
to police protection, when it comes 
to court protection, and so forth. 

I say in all seriousness that those 
are the things we have got to give 
consideration to. And I want to 
point out to you one other respect in 
which business has erred. You and 
I in the advertising of our product 
have never, during all the period of 
time. emphasized that that product 
was made in a factory in which the 
men were well treated, a factory in 
which the conditions of work were in 
keeping with modern times, where 
the wages were reasonable. 

You do not know when you go out 
to buy a product whether it is the 
result of sweatshop conditions or the 
result of production in a plant that 
has what I would call modern con- 
ditions. 

I merely indicate those errors of 
business so that I may approach the 
other end of the program. Now, ir- 
respective of what errors we may 
have made, they cannot begin to 
approach the errors that are being 
made today by some of the irrespon- 
sible labor leaders. If you had 
traveled as I have traveled through- 

(Continued on page 166) 
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SOLD BY LEADING DISTRIBUTORS 














THE STEEL TAPE 
OF TOMORROW... 


MADE IN U.S.A. 


K&E 
a WYTEFACE 


STEEL MEASURING TAPES 


.»- 1S HERE 
TODAY! 





LL2 TE ea 


Here at last is a ‘steel tape you can see” 


—the clear, black-on-white graduations 
make accurate measurements easy. Anew 
resilience that avoids kinks, and a crack- 
proof surface that protects the steel from 
rust, are other exclusive WYTEFACE 
features that mean more customers for you. 
Get your share of this new business. Effec- 


tive displays are free with your first order. 









~ KEUFFEL & ESSER CO. 


HOBOKEN. N. J 


NEW YORK CHICAGO ST LOUIS SAN FRANCISCO DETROIT MONTREAL 











FOR RETAIL 
HARDWARE STORES 


New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Low-Priced “Dry-Shaver” 


The Majestic electric “dry-shaver” 
is a “precision-built” model that sells 
at retail for $7.50. Maker states that 





the retail price is maintained. It has 
a double-edged two-way cutting head 
that requires no adjustment for various 
types of beards and its blade is self- 
sharpening. The Majestic operates on 
either AC or DC current; is Under- 
writers Laboratories approved and is 
guaranteed for one year against defects 
in workmanship and _ materials. It 
comes in a leather traveling case and 
is attractively packaged for retail dis 
play and stock. Electric Razor Corp., 
Merchandise Mart, Chicago. 


“Reddy” Xmas Tree Holder 


Made of heavy cast iron in one unit 
and painted in holiday colors. Tree is 
easily inserted into holder by placing 
stand on floor, standing tree in center 
and bearing down on it, causing stand 
to engage the trunk of the tree. To 





secure the tree further, lift both tree 
and stand and pound gently upon the 
floor. Stand is supplied with gener- 
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ous-size water container. Suggested re- 
tail selling price, $1.25. The Wagner 
Ufg. Co., Sidney, Ohio. 


Witt Can Catalog 


Shows the line of Witt ash and gar- 
bage cans, garbage pails, underground 
garbage receivers, oily-waste cans, roller 
cans, hoisting cans, etc. These items are 
illustrated and described with complete 
specifications. Several pages of the cata- 
log are devoted to presenting the fea- 
tures of Witt cans. The Witt Cornice 
Co., Cincinnati, Ohio. 


Coffee Percolator Set 


Normandie Pattern. Has chromium 
plated diamond luster finish; new de- 
sign dripless spout with black Bake- 
lite handle and feet. Seven cup capa- 





city. Sugar bowl and creamer are 
chromium plated inside and out. Tray, 
9% x 16 in. No. E73074. Weight 
packed 5% lbs. Watts 400. Landers, 
Frary & Clark, New Britain, Conn. 


Luthe Catalog 


New 1937 catalog presents floor cov- 
erings, electric refrigerators, radios, 
washing machines, mechanics tools, 
farm and garden tools, pumps, water 
systems, builders hardware, enameled 
ware, tinware, cutlery, sporting goods, 
guns, ammunitions, metals, roofing, 
paints, varnishes, oils, cordage, auto- 
mobile accessories, electric supplies, 
house furnishings, stoves, etc. Luthe 
Hardware Co., Seventh and Elm Sts., 
Des Moines, Iowa. 


“Taloco” Gum Turpentine 


Maker states it is a dehydrated, gum 
turpentine, strictly pure and free from 
all adulterants; freshly distilled from 





the Oleoresin of the living pine tree 
and carefully filtered and packed in 
sealed containers to insure delivery of 
a clean and clear product. Cans are 
filled on the basis of the U. S. standard 
gallon and “Taloco” complies with the 
United States Government Naval Stores 
Act of 1923 and with the United States 
Pharmacopoeia for oil and turpentine. 
Price information and sample cans 
available. Taylor-Lowenstein Co., Mo- 
bile, Ala. 


Steam Egg Poacher 


“Poachshells” make skillets and pots 
into egg poaching sets, and poaches 
any number of eggs by steam without 
a rack. Projecting holder removes 





Poachshells quickly and protects hand 
against hot steam. Eggs may be served 
in Poachshells. Serr Mfg. Co., 67 W. 
44 St., New York City. 
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Jimmy Proof Rim Dead- 


No. 401: 


bolt with hardened steel saw-proof 
inserts. Cast bronze, flush type, 
wrench proof , 5-pin tumbler cylinder 


key changes. 





Boost PROFI TS with Better 
PROTECTION 


Display this ILCO Pin Tumbler Cylinder Deadlock and sell 
“the tops” in home protection. No other type of lock can match 
it for extra security. Its jimmy- -proof construction, double- 
locking bolt and hardened steel inserts have housebreakers 
stopped. 

Suggest a rugged ILCO Deadlock for every back door—the 
old-fashioned mortise lock isn’t enough security. Recommend it 
for front doors and apartment entrances, too. There’s a real need 
for good deadlocks like ILCO. ‘Stock this broad line—and 
turn plus protection into plus sales. 
















ILCO KEY 
BLANKS 
See us first. We 
maintain an ex- 
tremely large as- 
sortment at all 
times, and can 

orders from 
stock 


I1(0 


E SYMBOL 
LOCK PROTECTION 


Cylinder Rim Deadlock, 


No. 6391B: 
black wrinkle finish; 


iron, 


proof, 5-pin tumbler cylinder with three keys— 
practically unlimited key changes. 


INDEPENDENT 





LOCK COMPANY 


Fitchburg, Mass. 


OF SUPREME 





BRANCHES IN ALL PRINCIPAL CITIES 
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lock of special high | 
tensile strength alloy. Double-locking | 


with three keys—practically unlimited | 








solid bronze bolt, 1” throw. Cast brass, wrench | 











SHOVELS 
HOES 


and 


RAKES 


















JALITY- APPEARANCE 
d LONG LIFE ARE 
PORTANT... Buds 


YOU NEED 


Profit! 


HAMLIN GIVES YOU ALL 


In buying. you have to receive Quality, or 
you just won't buy again — BUT you also 
must have a PROFIT on what you sell. We 
can give you the kind of profits you need if 
you want to make money, for our company 
“combines.” 


Qt 


























belongs to no “trusts” or 


All we ask is a chance to prove Hamlin 
Products. Send for our catalog and prices. You 
make the comparisons — then if you want to 
talk about SHOVELS, HOES and RAKES that 
are PRICED for PROFIT, drop us q line. Our 
representative will call. 


Says, 


E. W. Hamlin 


President. 


AKRON, 


(om. mime) 













K-M Tourist Iron 


No. 400—Is light weight; has open 
end, hand-size handle, pitched to give 
comfortable secure grip. Finish is wal- 





j 
i 
nut. Iron has smooth gliding sole plate 
with beveled edge to facilitate detail 
ironing around buttons, in flounces, and 
tucks, etc. Polished chrome finish. 
Complete with Underwriters’ Labora- 
tories labeled’ cord set. Comes in a 
traveling case of brown suede fabric with 
slide fastening. 200 watts, 115 volts, 
individually packed in display carton. 
Knapp-Monarch Co., St. Louis, Mo. 


Chas. J. Smith Catalog 


Chas. J. Smith & Co., 31 Wilkinson 
Ave., Jersey City, N. J., wholesale firm, 
has issued its 1938 general catalog de- 
scribing and illustrating lines of hard- 
ware, tools, electrical goods, plumbing 
specialties and cutlery. The catalog 
is of 406 pages and bound between hard 
covers. The company has also issued 
a separately bound price list, effective 
September, 1937, and it is furnished 
with the catalog. 


Ace All-Steel Saw Vise 


This saw vise the maker states is 
strong and light with embossed ends to 
give it strength. Said to deaden rasp- 
ing and vibrating noise when filing be- 
cause the saw is clamped between two 





parts of metal, and the rubber cushion 
presses against the saw above where it 
is clamped. Body is of one-piece heavy 
steel. Vise is finished in blue enamel, 
with bright parts in cadmium and rub- 
ber cushion in red. Packed one in a 
box, 24 in a carton. D. H. Prutton Ma- 
chine & Tool Co., 5295 W. 130 St., 
Cleveland, Ohio. 


Adjustable Leveler 


The “Levelright” levels appliances by 
compensating for uneven floors by 
means of adjustable height. Eliminates 
tipping and strains in framework and 
assures correct fit of oven doors. Pro- 
tects floor coverings—4.38 square inches 
of bearing surface built into each rest. 
Suggested retail price, $1.00 per set of 
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four Levelrites. Dealers’ cost, lots of 
one dozen sets, 64c per set; three dozen 
sets, 60c per set, and 12 dozen sets, 56c 
per set. Brehme Special Products Co.. 
Springfield, Vt. 


Harness Catalog 


No. 65—128 pages on harness, hitch 
equipment, strapwork, collars, sweat 
pads and collar capes, saddles and rid- 
ing equipment, hardware, harness tools. 
whips, leather, gloves and mittens, shoes 
and shoe findings. North Dakota Har- 
ness Co., Fargo, N. D. 


Pad Locking Bolts 


For factory, garage, warehouse, over- 
head and sliding doors. Holds door in 
locked position by gravity. Handle held 











Mo. 200 


in locked position by padlock. Size of 
rod is % by 25 inches long; japanned 
finish; top housing of malleable iron, 
is 4x 5% inches long; throw, 3 inches. 
Known as No. 200. Teegardin Mfg. Co., 
2131 Miami St., Toledo, Ohio. 


Galef’s ““Go Getters”’ 


Is a catalog illustrating and describ- 
ing the various firearms, ammunition. 
fishing equipment and other sporting 
equipment distributed by the wholesale 
firm of J. L. Galef, 75 Chambers St.. 
New York City. 





Colored Cabinet Hardware 


“Color-Toned” is a new line of 
kitchen cabinet hardware recently add- 
ed by the National. Brass Co., Grand 





Rapids, Mich. The line includes dis- 
tinctive items such as the universally 
reversible catch which fits either right 
or left hand doors; a broad selection 
of smartly designed hinges, knobs, and 
pulls. Each item is finished in spark- 
ling chrome and flashed with brilliant 
color in red, ivory, yellow, blue or 
black. An ivory finished metal display 
mounted with a selection of the most 
popular items, is offered. “Matched 
Set” is formed and grouped vertically, 
each in a different color, making an 
attractive display. The panel is 9 by 
12 inches. Free to dealers requiring 
only that they purchase the hardware 
on it. A 20-page handy-reference to 
cabinet hardware, showing the com- 
plete line in full-size illustrations and 
the “Color-Toned” line in full color, is 
available without charge. 


Williams’ 1937 Flyer 


Contains 140 pages illustrating and 
describing hardware, house furnishings, 
toys, electric supplies, plumbing sup- 
plies, and floor coverings. J. A. Williams 
Co., 401-433 Amberson Ave., Pittsburgh. 
Pa. 


Streamlined Autos 


This is one of the new de luxe 
streamlined, supercharged automobiles 
designed by Alexis de Sakhnoffsky for 
The Murray Ohio Mfg. Co., 115 E. 152 
St.. Cleveland, Ohio. 
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Dr. Seuss 
*“*All she asked for was tacks .. .” 


“Yeah, but she wanted shelf oil 
cloth and a tack hammer and some 
cup hooks. and a pot of paint... 
When they ask for Tacks, always find 


out what they want ’em for.”’ 
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THE 


Glechrician 


A NEW 
QUICK 
BORING 


RUSSELL 
JENNINGS 


BIT 


The “Electrician” is designed 
especially for wiring and 
general repair service. It has 
a single thread screw-point 
that takes a firm grip and 
quickly draws the bit into 
rapid boring action. 

The overall length has been 
increased and several turns 
of twist added. The extra 
length extends the reach; the 
longer twist affords better 
chip clearance in deep holes. 
This bit is known as No. 
L-101-E, and comes in 10/16, 
11/16 and 12/16 diameters. 
Like all genuine Russell 
Jennings Auger Bits, the 
“Electrician” is for ged of 
high carbon steel and scien- 
tifically heat treated for edge 
retention and strength. 

If your jobber cannot sup- 
ply it, send us his name and 
we will take care of you 
promptly. 


You can always satisfy 
your customers with the 


GENUINE 


AuGceER BiTs 


Manufactured Only By 


THE RUSSELL JENNINGS MFG. CO. 
CHESTER, CONN., U. S. A. 





































GEORGE A. JEFFERY, 
president, Jeffery Hardware 
Co., Red Lodge, Mont., has 
been a hardwareman since 
September, 1879, during which 
period he has been affiliated 
with both wholesale and retail 
hardware firms. His first ac- 
tivity in the hardware busi- 
ness was as delivery man for 
Smith & Day, Minneapolis, 
Minn., with which company 
he continued for three years 
when he went with A. R. Mil- 
ler, in the same city, as sales 
clerk and _ shipping clerk. 
From 1884 to 1885 he was a 

GEORGE A. JEFFERY sales clerk for Jeffery & Nash, 

Windsor, N. D., hardware and 
furniture dealers, after which he returned to Minneapolis 
as a sales clerk for Miller Bros. He traveled throughout 
Oregon, Washington and Idaho for Zan Bros., Portland, 
Ore., from 1889 to 1891, after which he joined the organi- 
zation of C. W. Hackett, St. Paul, Minn., to open up the 
territory from the Dakotas to the Pacific Coast. Mr. 
Jeffery traveled the same territory for Marshall-Wells 
Co., Duluth, Minn., from 1895 to 1906. He moved to Red 
Lodge, Mont., in 1906, where he entered the retail hard- 
ware business with W. A. Talmage, who continued to be 
his partner until 1913, when he bought his partner’s share 
in the business and formed the Jeffery Hardware Co. 
Long active in the affairs of the Hall Hardware Co., Min- 
neapolis. Minn., dealer-owned wholesale house, he is a 
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director of that organization. Mr. Jeffery traveled, in his 
early days as a salesman, a territory served by but one 
trunk line, on which one train a day, each way, was the 
schedule. Interior towns were then made by team or by 
stage. Says Mr. Jeffery, of those days, “We always took 
a driver, otherwise the livery man would give us a team 
of ‘broncos’ that he knew would run away before we got 
back. Then he would charge twice as much for damages 
as the outfit was worth. I have taken 125-mile trips in a 
four-horse stage, when the weather was 30 below zero, with 
no stops except for meals and to change horses. I was in 
Bismarck, N. D., when they killed and brought in the last 
of the wild buffalos.” He is past grand councilor of the 
United Commercial Travelers for Montana, Idaho and 
Utah, and is the oldest living past exalted ruler of the 
Helena Lodge of Elks, No. 193, and has been a member 
of that lodge for 42 years. He is a past master of a 
Masonic lodge, a past high priest, R.A.M., and a Shriner. 
Keenly interested in Red Lodge civic affairs, he was 
elected three times as mayor of the town and has served 
several terms as president of the local commercial club. 
Mr. jeffery is 76 years young. 


r LEON SMITH, who is in 
: charge of city salesmen for 
Buhl Sons Co., Detroit, Mich., 
wholesale hardware distribu- 
tors, has devoted 60 of his 75 
years to the hardware indus- 
try. At the age of 15 he com- 
pleted his high school course 
and went to work in Blissfield, 
Mich., for Fred Beagle, hard- 
ware dealer, continuing in 
that store until Mr. Beagle’s 
retirement from business in 
1880. From Blissfield Mr. 
Smith moved to Detroit, where 
he became affiliated with the 
Buhl company. Early in 1892 
Mr. Smith was appointed city 
salesman for Buhl Sons Co., 
covering Detroit, neighboring territory and Windsor, Ont., 
Canada, on foot and by trolley car until he saved enough 
money to acquire a horse and buggy. With the advent 
of the automobile Mr. Smith began to operate a car and 
has since covered his territory by that method. At the 
present time he confines his calls to stores in Detroit, 
visiting on an average of thirty-five dealers each week. 
One of Mr. Smith’s outstanding traits is punctuality, and 
it is said that neighbors check their timepieces the 
moment he leaves his home each morning, as his time of 
leaving for business has never been known to vary. 
Always anxious to be of service to his customers, Mr. 
Smith sold the initial stock of hardware to many of 
Detroit’s older hardware dealers. He enjoys good health 
and with the exception of a two months rest, he took for 
his health in 1903, he has never been ill in his 60 years 
as a hardwareman. Mr. Smith and his wife celebrated 
their golden wedding anniversary on Feb. 10, 1936. 
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HINGES | 
AND WROUGHT STEEL 


HARDWARE 


Door Butts 
Mrap PYare| 


Lee Hinges 


Pressed Steel 


Shelf Brackets 


Ornamental 


No. 186 


Wind 
No. 1914 


Back Flay 
Chest Hinges 





Screen Door 


Hardware 


No 940 


or 


No. 1735 No. 1925 
Wrought Steel Screon Door Sets Wrought Stee! Garage Hardware 


Quality Products Manufactured Since 1899 


GRIFFIN 


WARREN TOOL Manufacturing Company 


ERIE. PENNSYLVANIA 


LORPORATION ease 


AGENTS 








WARREN, OHIO NEW YORK: 45 Warren St. BOSTON: 100 Purchase St. 
CHICAGO: 162 N. Clinton St SAN FRANCISCO: 703 Market St. 
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You Are Safer in Your Own 
Hardware Store at 40 


HE other day at a luncheon 
of the Sales Executives Club 
of New York, Walter B. Pit- 
kin the well-known author who 
wrote the best seller “Life Begins 
at Forty” talked on the subject 
“Success Begins at Forty.” Before 
this meeting a questionnaire had 
been sent to the several hundred 
members of the Sales Executives 
Club asking for views on a num- 
ber of questions in regard to the 
comparative value of men under 
and over 40 years of age in their 
organizations. I cannot cuver all 
of these questions and answers in 
this article on account of lack of 
space, but I have decided to select 
the 10 questions of great impor- 
tance and give you the answers in 
percentages. 


In Defense of 40 


1. Which will turn out the most 
production?—-73 per cent of re- 
plies—men over 40. 

2. More likely to be conscien- 
tious about those phases of his 
work which are hard to check 
up ?—94 per cent of replies—men 
over 40. 

3. More likely to take an open 
minded attitude toward criti- 
cism?—81 per cent of replies— 
men over 40. 

4. More likely to undertake an 
unpleasant assignment  willing- 
ly?—-75 per cent of replies—men 
over 40. 

5. More likely to bring into an 
organization new ideas of value? 

-67 per cent of replies—men 
over 40. 
6. Less likely to resign to go 
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By SAUNDERS NORVELL 


elsewhere after having had the 
same length of service in the or- 
ganization?—-88 per cent of re- 
plies—men over 40. 

7. Less likely to become dis- 
couraged by failure to accomplish 
the result expected ?—77 per cent 
of replies—men over 40. 

8. More likely to do necessary 
overtime work cheerfully ?—69 
per cent of replies—men over 40. 

9. More likely to be coopera- 
tive generally?—-71 per cent of 
replies—men over 40. 

10. Less likely to “yes” his su- 
periors when it is not necessary to 
do so?—74 per cent of replies— 
men over 40. 

The lowest percentage in favor 
of the employee over 40 was 28 
per cent in answer to the question: 
“More likely to have the type of 
enthusiasm and cheerfulness which 
is valuable to the organization?” 
And the next lowest was 29 per 
cent in answer to the question: 
“More likely to adapt himself 
promptly to the policies of the 
organization.” Another low per- 
centage for the men over 40 was 
29 per cent in reply to the ques- 
tion: “More likely to be careful 
of personal appearance.” 


Young Men Preferred 


Of course in taking the above 
questions and answers into con- 
sideration it must be remembered 
that these questions were sent to 
men in charge of the sales or office 
end of the business. Mr. Pitkin in 
his remarks clearly stated that it 
went without saying that in cer- 
tain occupations such as heavy 


physical work, the young man nat- 
urally was far superior to the man 
over 40. However, the most strik- 
ing thing to me in Mr. Pitkin’s re- 
marks was that there was a very 
widespread movement in corpo- 
rations to dispose of their older 
employees, and to take on younger 
men. He also stated in recent 
years, especially since the depres- 
sion, employers preferred to hire 
men under 40. In glancing over 
advertisements for various posi- 
tions, I have noticed time after 
time the statement that no appli- 
cants over 40 would be considered. 


The Pressure for Jobs 


Mr. Pitkin in his address de- 
fended the older employee. The 
figures he gathered from his ques- 
tionnaire were very much in favor 
of the employee over forty. But 
he stated that there is no question 
that the trend of employment is 
toward the younger man. An- 
other statement made by Mr. Pit- 
kin was very significant. He said 
that the high schools, universities 
and colleges every year were turn- 
ing out an army of young men. 
The pressure for jobs, of course, 
from these young men was enor- 
mous. Usually he said, if the 
young men were sent to college 
there was somebody with influence 
and money behind them who paid 
the college bills. Therefore, when 
the young men came out of col- 
lege it was to be expected that 
these same influences that had put 
them through college would also 
secure jobs for them. He stated 
flat-footedly that there was no 
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CONFIDENCE 


Photo H. I. Mettee 


For outstanding performance 
under severest service Wall 
Manila Rope has won and 
held confidence for over a 
century. 

That is why more... and 
more...distributors and deal- 
ers are getting behind the 
Wall Reputation and build- 
ing Greater Sales and Bigger 
Profits. 


For Marine - Stevedoring - 
Dredging - Oil and Water 
Well - Tree Surgery - Farm - 
Shop - Factory - General Con- 
tracting and Structural Work. 


= a Wall Rope is nationally known 


Kee » ster 
Ha and nationally advertised. 
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yn a) WF. %\. WALL ROPE WORKS, Inc. 
OLE > 15; Mh; 48 South St., New York City 


Factory: Beverly, N. J. 
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Branch Offices 
33 So. Charles St., Baltimore, Md. 425 Decatur St., New Orleans, La. 
123 Seuth Broad Street, Phila., Pa. 671 Orleans St., Chicago, Ill. 
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CHESTY CHARLIE 


or a chump gets a chance! 














RETURNS FROM VACATION CRUISE VERY TANNED 
AND PLEASED WITH HIMSELF . 











GRABS BISSELL TO SHOW GIRLS HOW HE WON 
SHUFFLEBOARD CHAMPIONSHIP. 








STARTLEO TO FIND TWO CUSTOMERS PEERING 
AT HIM ANO BOSS APPROACHING. 





STARTS TALKING BISSELL A— MILE—A— MINUTE 
— ANDO MAKES SALE. 





HEARS BOSS SAY: "THATS THE SPIRIT! SHOWING THEM 
IN USE SELLS ‘EM! UP GOES YOUR PAY—CHECK!" 








HIS is particularly true of the Bissell. The Bissell in 
action shows off to good advantage its new beauty and 
easy, eficient operation—a combination women find difficult 
to resist. Keep your Bissells out where they can be seen 
and seen in use. 
And keep in mind that you never have to mark down a 
Bissell. It’s the one sweeper that always moves at a full, 


fair profit. 


BISSELL CARPET SWEEPER CoO. 
Grand Rapids, Michigan 











BRILLIANT COLORS 











Brilliant colors go to work for you 
the minute you put 66 Retail File 
Display Unit on your table or counter 
... brilliant colors that attract file 
buyers ... to a new unit that helps 
them select the files they need. 

And when customers see files 
wrapped in cellophane, that closes 
the sale . . . for customers can see 
every detail of the files they are buy- 
ing ... and be sure of files that are 
“factory new.” 





The new 66 Retail File Display 
Unit is sweeping the country with a 
smashing success. It contains a popu- 
lar assortment of fast selling files... 
saves your clerks’ time . . . the Dis- 
play Box is furnished at no extra cost 
to you... the assortment is planned 
to give you a good margin of profit. 

Don’t delay ... get one of the dis- 
plays from your wholesaler now. 
Nicholson File Company, Providence, 
R. IL, U. S. A. 


PATENTS 
PENDING 
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question that the family getting 
jobs for “little Willie,” as he ex- 
pressed it, was having a direct 
influence in pushing older, well- 
trained faithful employees out of 
their positions. 

Please understand that the above 
remarks about Mr. Pitkin’s speech 
are from memory. Unfortunately 
I am not a shorthand writer, but 
I am sure what I have said above 
is substantially correct. All of the 
figures given are from a bulletin 
on this subject issued by the Sales 
Executives Club. 


No Personal Contact 


In my own office here in New 
York I have had a number of 
sales executives and other office 
workers about the age of 50 who 
have stated with bitterness that 
they are through with big cor- 
porations. They have told me that 
the very large corporation, when 
it comes to this question of clear- 
ing out the older men, is far more 
heartless than the smaller corpo- 
rations. The reason for this, of 
course, is evident. In the great 
corporations there is very little 
personal contact between the top 
men, the owners, and many of 
their older employees who have 
been with them for years, while in 
the smaller corporations, in the 
nature of the case, there are closer 
personal relations. 

Another curious fact is that I 
am constantly receiving letters 
from young men in the West ask- 
ing if I cannot assist them in 
securing a position with large cor- 
porations here in the East. Why 
these young fellows want to go to 
work at a small salary for a big 
corporation, in New York City 
for instance, I cannot understand. 
From what I know, New York is 
just about one of the worst places 
in the world for a poor person to 
live. What I mean is that while 
wages here are no better, if as 
good as they are in the West, 
almost everything here in New 
York, such as rent, food, etc., is 
higher. Besides that, I am told 
that there is no place on earth 
where a person can be more lone- 
some than in New York City. 

It has always struck me that if 
a young man is doing fairly well 
in the West he had better stay 
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there. -In saying these things I 
don’t mean that if a man can 
secure a very large salary, New 
York is not a very pleasant place 
in which to live. Of course, here, 
if you have money, the best of 
everything is at your command. 
But life in the cafeteria is not 
quite so exciting. 

What I actually think is that 
the retail hardware business, if 
properly conducted along ener- 
getic, intelligent lines, is a pretty 
good business. I mean by that, 
that an active man in a fairly good 
location, by hard work can make 
a very good living. There is no 
doubt in my mind that on account 
of the fair trade laws, the Tydings- 
Miller law, etc., the chances of 
making a decent living in the re- 
tail business in the next few years 
will be better. There will not be 
so much price competition. Doing 
a retail business will more than 
ever resolve itself into good sell- 
ing and good service. And here 
is one important thing I have 
noticed: There are a good many 
men a long way past 40 in the 
retail hardware business. 

Suppose the question should 
come up about retail hardware 
dealers of 60 or 70 years of age. 
As a matter of fact, there are ‘a 
good many 60-year-old dealers 
who are’doing pretty well in the 
retail hardware business. One of 
them recently wrote me asking if 
I would come and make an ad- 
dress at the Rotary Club in his 
town. And then he added in his 
letter that I would have to come 
within the next two weeks, as he 
was just going South for a two- 
month’s vacation in Florida. This 
man has a brother about the same 
age in business with him. The 
two of them manage to get quite 
a good living out of this business 
and they take turns going to Flor- 
ida every year for a long vacation. 
When one leaves the other re- 
mains. It is a very pleasant ar- 
rangement. 

I am wondering why young 
men, especially college graduates 
steer clear of the retail hardware 
business as a means of getting a 
living. Why do these college men 
want to go to work in a bank, for 
a broker, for the government or 
a large corporation. To my mind 
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ON COUNTER OR TABLE 
St Makes Files Move... 


On your counter or table, 66 Retail 
File Display Unit makes files move 
faster ... at less selling expense to 
you. Convenient arranging of files 
in plainly labeled compartments 
saves clerk’s time, presents files to 
customer in attractive way. 
Cellophane wrapping of each file 
brings it to customer 100 per cent 








_— 








protected against handling damage, 
giving him a file “factory new.” 
Double and triple volume of file 
sales is a conservative estimate. Best 
of all, this new modern display costs 
you nothing extra. Your wholesaler 
has one ready for you. Send for 
yours today. Nicholson File Co., 
Providence, R. I., U. S. A. 
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. You are the 4 
Plier Selling 
Unit? 

A. Yes Sir! 

Q. What's your 

business? 

I'm a salesman. 

Where were you on September 

Ist, 1937? 

Sitting on the counter in a 

Hardware Store. 


. What were you doing there? 
. Selling Bernard Pliers. 


You were selling Bernard 
Pliers? 
Yes Sir—4 times as fast. 


Judge:—Case dismissed—he can't 
be guilty of loafing if he was sell- 
ing 4 times as fast. II's a fact—the 





(BERNARD ) 





4 PLIER 


SELLING UNIT 


does sell pliers faster—at least 4 
times as fast. 

It opens the old customer pocket- 
book and plays a merry tune on 
the cash register. 

Three 4 Plier Units make @ dozen 
pliers—better put the witness to 
work for you—NOW! 






LOOK! on 
pages 16 to 
29 of the 
Hardware 
Age Direc- 
tory Issue for 
| more Ber- 
\y nard Pliers. 





MADE IN U.S.A. BY 


THE WM. SCHOLLHORN CO. 


NEW HAVEN, CONN 








there are many advantages in a 
young fellow, or two young men 
combining their fortunes and 
going into a retail business when 
they are quite young. First of all, 
the percentage of failures in the 
retail hardware business is very 
low indeed. The principle cause 
of these failures is not low prices 
or competition, but as plainly 
stated by commercial agencies, 
“incompetence.” Such being the 
case, if a young man is willing to 
work with a reasonable amount of 
energy, and is willing to use his 
brains in sales and service, where 
is there a better field than the 
retail hardware business? 


Not Over-Crowded 


Of course, I can hear a lot of 
hardware men cry out: “There are 
too many of us now.” But the 
brokers and the doctors and the 
lawyers, and all other classes of 
merchants would say the same 
thing. As a matter of fact, the 
retail hardware business today is 
not nearly as overcrowded as the 
retail drug business. In New York 
for instance, the retail hardware 
dealers as a rule are paying their 
bills, while I am informed that 65 
per cent of the retail drug dealers 
can only buy goods on a C.O.D. 
basis. 

There are advantages for a 
young man going into business for 
himself that do not appear on the 
surface. And there are disadvan- 
tages in working for a salary. One 
is that in almost every case where 
a young fellow works for a salary, 
be it a small one or a large one, 
almost invariably he spends it all. 
He may enjoy life spending, but 
he is always on the ragged edge 
of financial disaster. Another thing 
I have observed is that when a 
young man starts out to make 
money on a regular salary basis, 
and his family knows how much 
money he is making, all of the 
family almost without exception 
are out to help him get rid of his 
salary. What I know about young 
fellows who have been ruined by 
their own families and _ relatives 
would fill several books. Of course, 
the members of the family will 
tell you how generous Charlie is. 
He has helped all of them out of 
their difficulties. But unfortunate- 


ly when Charlie himself gets into 
trouble, there is no one to help 
him out. 

On the other hand, when a 
young man goes into the retail 
hardware business, for instance, 
he invests his capital in goods. It 
takes so much money to keep the 
business going that he does not 
have much cash with which to 
play. Calls from relatives cannot 
be answered so easily. The busi- 
ness itself must be protected. Be- 
sides that, it is hard work to get 
money out of a business, and for 
that reason the money stays in it. 
Every year there may not be an 
accumulation of cash but with 
careful management there may be 
quite an accumulation of assets, a 
larger inventory, probably a new 
building, etc. Many men _ have 
grown well off in the retail hard- 
ware business, but it has been a 
slow growth. A retail hardware 
man does not get rich quick. 
Sometimes he is dazzled by the 
stories he hears of some of these 
get-rich-quick fellows, but on the 
other hand, taking the retail hard- 
ware business by and large, this 
slow accumulation of wealth has 
been their protection. 


Go Into Business 


So in this article I am recom- 
mending to young fellows who are 
really willing to live on crackers 
and cheese for a few years, who 
are willing to work, that they look 
up a good location and go into 
the retail hardware business. Don’t 
be frightened because there is a 
large retail store in the neighbor- 
hood. Some of these large retail 
hardware stores, especially in the 
hands of older men, are having 
their troubles because they are at- 
tempting to support too many 
families out of one business. That 
is one of the many causes of in- 
side troubles in the hardware busi- 
ness. Too many families trying 
to live out of a business is more 
injurious than competition or cut 
prices. 

This leads to my concluding 
remarks about “Life Begins at 
Forty.” Don’t get married on the 
strength of the first five-dollar 
bill you manage to earn. It is wise 
for a young man to get settled first 
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MYERS 


QUALITY 
LEATHERS 
DURABILITY, 

SERVICE , 


IDEO fil 








SAVED for sELLING 








Myers Pump Leathers mean great- 
er customer satisfaction and better 
profit for you. First in quality. Dur- 
able and dependable. First in serv- 
ice. Dozen lots in attractive cartons. 
All standard sizes. You are always 
sure that Myers Quality Leathers 
offer superior performance values. 
Ask our salesman when he calls or 
write us. 


THE F.E.MYERS & BRO.co. 


ASHLAND, OHIO 
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A sale lost is a profit gone forever. Guard 
against those losses by conserving more 
time for selling — for getting all the busi- 
ness most customers will give you if you 
give them the time. You will be surprised 
how a National Package Sealer will help 
you. It will shave those time-tying minutes 
to sealing seconds. 


On the counters of nearly a million mer- 
chants are one or more of these time-saving 
National Package Sealers. They are com- 
pact, easy to operate, dependable and effi- 
cient. They pay for themselves in a few 
short months. The coupon below will bring 
you full particulars. 











TAPAK — For the same reason food prod- 
ucts are put in sealed containers, Itstix Tape 
is packed in the patented Tapak container 
(orange color). Each coilis individually pro. 
tected by moisture-proof paper. You receive 
and can keep it as fresh as the day it was 
made. .. . Yardage, weight and strength are 
guaranteed. Fresh /tstix Tape attractively 
printed is advertising at very small cost. 


Nara Pics STE 


NASHUA PACKAGE SEALING C2 NASHUA, N. H. 





(1) Send National Sealer on Trial. []Circular [J Representative 





FIRM 





ADDRESS 





YOUR NAME 
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EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 











before he takes on the bonds of 
matrimony. The trouble with the 
“matrimonial bonds” is that it is 
not long before there are several 
matrimonial coupons. In_ these 
days, having a large family is very 
expensive. When you have a son 
for instance, it is not like the old 
days of your grandfather, when 
the son would be taking care of 
himself at 18 or 20 years of age. 
In these days of colleges and the 
higher education, you are in luck 
if your son is off your hands at 
the age of 25. Then, too, in the 


old days the girls married “off,” 
but today quite a few of them have 
a habit of marrying “on.” 

The key to this article is the 
idea that a little retail hardware 
business that pays its way even 
moderately, is a savings bank. At 
least these things are sure. If you 
have your little hardware store out 
of debt, if you are making a liv- 
ing, you are your own boss. You 
have independence and freedom, 
and when you are past the age of 
40 “little Willie” will not be tak- 
ing your job away from you. 





Manufacturers Favor Tydings-Miller Law 


NITIAL response of manufac- 

turers to inquiry by Motor and 
Equipment Wholesalers Association 
as to whether they will avail them- 
selves of the legal right afforded 
by Tydings-Miller Law and related 
State Fair Trade Acts to enter into 
price agreements with resellers in- 
dicates that a large majority of re- 
sponsible manufacturers will do so, 
according to statement just issued 
by headquarters of the Association. 

The statement reads in part as 
follows: “Immediately upon enact- 
ment of the Tydings-Miller Law, 
Motor and Equipment Wholesalers 
Association addressed manufactur- 
ers of record eliciting informatidn 
as to whether they contemplate tak- 
ing advantage of the national law 
and related state fair trade acts as 
a means of stabilizing profit margins 
of resellers on branded goods of 
their make. ' 

“Although sufficient time has not 
elapsed to enable replies from all 
those written to, a very sizable 
percentage of responses have been 
received. A great majority of such 
responses indicate that manufactur- 
ers are giving the subject the deep 
consideration it deserves. It would 
appear that manufacturers of brand- 
ed automotive products very gen- 
erally will bring such products un- 
der price maintenance programs as 
legalized by this legislation. 

“Manufacturers of equipment 
would, it would appear, be particu- 
larly interested in the new means 
under these laws of correcting con- 
ditions in the distribution of such 
products alleged by many to have 
reached a point said to be ‘alarm- 
ing’, particularly as regards the 
type of competition received from 
major oil companies.” 


In the statement referred to, the 
Association further says “Legal 
counsel for the Association is now 
studying the proper limits to which 
the Association may go in the effort 
to prevail upon manufacturers to 
take advantage of the right afforded 
them under the Tydings-Miller law 
and the fair trade acts of the 42 
states now having same. The As- 
sociation contemplates use of its ef- 
forts in this direction to the extent 
possible for the reason that a large 
number of members have indicated 
their opinion that exercise of the 
legal right of manufacturer to enter 
into price agreements with resellers 
will constitute a forward stride in 
the effort of such resellers to realize 
a reasonable return on their opera- 
tions.” 


“Penny” System of 
Designating Nails 


The “penny” system of desig- 
nating nails originated in Eng- 
land. Two explanations are of- 
fered as to how this curious desig- 
nation came about. One is that 
the six penny, ten penny, etc., 
nails derived their names from 
the fact that one hundred cost 
sixpence, fourpence, etc. The 
other explanation, which is more 
probable, is that one thousand ten 
penny nails, for instance, weighed 
ten pounds. The ancient as well 
as the modern abbreviation for 
penny is “d,” being the first letter 
of the Roman coin denarius; the 
same abbreviation in early history 
was used for the English pound 
in weight. 
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With vacations over and the fishing tackle stored 
away, the Home Craftsman is again planning to 
spend many an enjoyable evening in his home 
workshop. He may be the butcher in the corner 
market or the banker downtown, but after hours 
he spends as much of his time as possible making 
articles for his own pleasure. He’s proud of the 
work he turns out and just as proud of his equip- 
ment. He knows that a cutting tool is no better 
than its edge and consequently, he demands the 
best he can get in Sharpening Stones. Here then 
is one of your finest prospects for Quality Home- 
craft items bearing the famous Norton Trade Mark. 





NORTON ABRASIVES 





You’ll find him interested in one or more of the 
following items: 


Crystolon Bench Stones & Slips—Oil-filled. 
India Bench Stones—Oil-filled. 
Arkansas Bench Stones. 


Crystolon Giant JUM11. 


A large combination bench stone for that long 
sweeping stroke. 


Grinding Wheels— 


Ideal wheels for the home grinder. 


India Files & Shapes—Oil-filled. 


BEHR-MANNING -: TROY, N.Y. 


(Division of Norton Company) 
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“VERY MAN LIKES GOOD TOOL: 


Christmas Packaged 


_ AT NO EXTRA COST! 










Here’s a window you can 


easily set up with decorative 


< _ 


No. X9-42 PLANE 
A quality Block Plane — always 
a leading seller. 6 in. long, 
1% in, Cutter. Japanned trim- 
> 


mings. Price $2.20 of the Christmas dollars. 


materials obtained in your own 
community, to get your share 


Ten carefully chosen, highest 
quality Stanley Tools are offered 





you in green open face boxes, 


No. X620 HAND DRILL : 
New, strong and serviceable. 8 wrapped in cellophane and 
drill points, size 4/64 to 11/64 ‘ ° 
i. in handle. Hardwood handle, decorated with colorful ribbon 


nob and gear have glossy red 


MO preys * and gift tag. THIS IS NOT 


SEASONAL MERCHANDISE 


— any items remaining can be 










No. X7366 
“PULL-PUSH” RULE 
Flexible-rigid steel blade, 6 ft. 
ong, %& in. wide. Brass case 
15% in, in diameter with two-tone 
chromium finish. Price $1.50 
J <a wt | 


placéd in regular stock by 
simply removing ribbon and tag. 
There is no additional charge 
for the gift wrapping! ... Plan 
a selling window in advance. 
Order now from your jobber 


Finest h y ff § 

Mirror polished head with orange and profit from the sale of these 

_ on pox — A ag ——— . : 

under claw. hite lacquerec 

hickory handle. 16 s.. $2.00 popular, practical gifts. Stanley 
rice $2. 


Tools, New Britain, Conn. 


=n 








No. X1021 FLASHLIGHT 
SCREW DRIVER 


No. X60A 
“STANLOID’’ CHISELS Pocket size combination tool for 
Distinctive Butt Chisels. ‘‘Stan- motorists, mechanics and house- 
loid’’ handles—thin finest chisel holders. Complete with one stand- 
steel blades. One each % i ¥ ard flashlight battery and light 


n., * 
in., and 1 in. sizes. Price $1.80 bulb. Price $1.00 






































“DONT TOSS AWAY 
A PROFIT 
ON THAT SALE” 


SOLD: one can of household oil. So 
far, so good! 

But . . . you’re tossing away profit if 
you don’t sell that customer a can of 
Gulf Electric-Motor Oil, too. 

For two out of three people who ask 
for a household oil own some major elec- 
tric appliance. Regular household oil is 
too light-bodied to lubricate such appli- 
ances properly. This expensive equip- 
ment needs the one oil made specially 
for it—Gulf Electric-Motor Oil. 

So tell customers these facts and they'll 
buy both oils—Gulf Electric-Motor Oil 
for its special tasks, household oil for 
general use. Regular ads in Collier’s and 
American Home are telling millions of 
people about this special oil. 

Two-oz. can, 10c . . . 8-0z. can, 25c. 
Profit? Plenty good! 
Write Gulf Petroleum 
Specialties, Pittsburgh, 
Pa., for details. 


The ONE oil made 
specially for electric 
appliance motors. 


GULF ELECTRIC-MOTOR OIL 
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A Hardware Man 
Visits Europe 


A well known member of the trade, recently 
returned from abroad, comments informally 
on foreign hardware stores and customs 





HE writer has just returned 

from a stay of several weeks in 

England, France, Holland and 
Belgium. During my travels, I 
visited hardware stores in these 
countries and my impressions may 
be of interest to readers of Harp- 
WARE AGE. 

While the English hardware 
stores do not go in for display very 
much they do have attractive win- 
dows. The hardware stores in the 
central business districts like Lon- 
don appear to specialize on tools 
and paints. In addition they carry 
tooth paste, shaving cream, cos- 
metics, etc. The English workman 
does not seem to care to have his 
tools finished with the high polish 
and beautifully enameled handles 
such as we have in America. Prac- 
tically all tools displayed are in the 
black finish with polished points 
only. 

I noted with interest the great 
display of handsome door knockers, 
letter boxes and push plates, door 
knobs and locks for entrance doors. 
These are all shown in chrome nickel 
and polished bronze finish. Every 
resident appears to take great pride 
to see that his main entrance doors 
and hardware are polished daily. 
Here I see a wonderful opportunity 
for some enterprising American 


Secretary-Treasurer, The 
Hardware Association of Alabama 


By J. H CROWE 


Retail 


hardware manufacturer to educate 
American home owners not only tu 
use more hardware on their entrance 
doors but to see that it is polished. 
This could be brought about by en- 
listing the aid of architects, real 
estate dealers and apartment house 
owners. All of this would tend to 
increase both the rental and sales 
value of their property. This also 
applies to entrance doors. Every 
resident in England appears to vie 
with his neighbor in trying to have 
a more attractive entrance door. 

All the buildings in England, Hol- 
land, Belgium and France appear to 
be of permanent nature. They are 
brick, stone, tile and slate. 

On account of the mild climate 
they have very few insects, so the 
English hardware store has no 
screen wire, screen doors and sprays 
to sell you, and there is a very small 
demand for electric fans and _ ice 
boxes. 

The English are very courteous 
and proud of their country, and take 
a great delight in showing Amer- 
icans around. They appear to be 
trying to live instead of being dol- 
lar chasers like we Americans. 

Europe, with its art treasures. 
great cathedrals and ancient history. 
will always be a great attraction for 
us. While they take great pride in 
preserving all that is old and 
ancient, Americans believe in mod- 
ernizing every five to ten years. 

The French and English railroads 
look like toys compared with ours. 
but as most of them are double 
tracked and free of grade crossings. 
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‘GOOD 
POINTS 


Corbin Wood Screws 
have good points — 
clean and sharp; per- 
fect threads and sturdy 
heads. Uniformly made 
—always dependable. 








Corbin makes a full line of Wood 
and Lag Screws— Machine Screws 
and Nuts—Cap and Set Screws — Stove 
Bolts—Semi-finished Nuts— Chain and 
Escutcheon Pins. 





CONDI) / 9s y, 











THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: New York * Chicago 








- THE P. GOLD 


NOWSTHETIME 
TO GET SET > 
WITH... _ 


GoldSmith 


FALL E€ WINTER 


SPORTS EQUIPMENT 


BASKETBALL: FOOTBALL 
BOXING: HOCKEY 
Waste for Catabon! 


: MITH SONS. INC. 
JOHN AND FINDLAY STS.,. CINCINNATI, O. 
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CHAINS 
OF THE MONTH 


-———@ BBB Coil Chain, ACCO Log Chain 
and Elwel Coil Chain are good items 
to feature this month. As this is the 
season of repairs, wood-hauling and 
stump pulling, these three fine working 
chains are in greater demand. 


Quality and value, and an extra 
margin of strength are built into every 
link of these ACCO chains. You can 
recommend them to your customers 
with the assurance that each will give 
a full measure of service and make an- 
other satisfied customer. 


Your jobber carries Proof and BBB 
Coil Chain, ACCO Log Chains and 
Elwel Coil Chain as part of his full 
line of ACCO products and can make 
prompt deliveries. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 

















OCTOBER 21, 1937 


oF 





149 





THE ORIGINAL STRAIGHT-LINE NETTING 
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STANDARDIZE ON THIS 
DEPENDABLE LINE 


Dealers everywhere are quick to recog- 
nize the profit advantages of standardizing 
on U.S. STRAITLOK and U. S. HEXLOK 
Poultry Nettings. It enables them to 
fill every demand of their trade and to 
meet every phase of competition with per- 
fect straight-line and hexagon-mesh fabrics 
from one dependable source. 


This simplifies buying, stocking and re- 
ordering. It makes possible concentration 
of all sales efforts behind nationally- 
known, trade-marked products. It helps 
build profitable repeat business. 


U. S. STRAITLOK Netting—the orig- 
inal straight-line poultry fabric—has been 
the outstanding leader in its field for 
more than a quarter of a century. Made 
like farm fence, with straight, parallel wires 
running its full length, this superior net- 
ting is first choi¢e of poultry raisers every- 
where. It stretches perfectly to posts with- 
out the aid of wood top-rail or baseboard. 
It rolls out flat, cuts easily and without 
waste, saves time, labor and expense; gives 
long, satisfactory service. 


U. S. STRAITLOK Poultry Netting is 
made of Copper-bearing Steel Wire. It is 
furnished in one and two-inch mesh, Gal- 
vanized Before or Galvanized After Weav- 
ing; standard widths 12 to 72 inches. 


Standardize on U.S. STRAITLOK and 
U. S. HEXLOK Poultry Nettings! They 
cost no more. Ask your Jobber or write 
direct for further information! 


INDIANA STEEL & WIRE CO. 
MUNCIE, INDIANA 





believe it or not, their express trains 
make wonderful speed. 

I visited the Paris Exposition and 
while some of the buildings are not 
complete it is so large, comprising 
over 700 buildings, it would take 
days and days to see it all. The 
Russian and German buildings were 
the most attractive on the grounds. 

Anyone contemplating this trip 
need have no fear if they pick out 
any one of the newer ships. The 
service and accommodations are ex- 
ceptional. The customs officials 
abroad were very courteous and ef- 
ficient, but regret to report the cus. 
toms at New York appear to have 
no system for handling a crowd with 
any speed or efficiency. It looked 
like a game of “catch as catch can” 
to get your baggage inspected 
at the New York docks. 





Carrying 
Charges 


QUESTION of rising impor- 
tance in installment selling is 
carrying charges, the amount and 
the method of quoting them to the 
consumers. The consumer is neither 
a mathematician nor a student of 
commercial discounts. Since little 
effort has ever been made to explain 
what the rate of installment charge 
includes beyond interest, and that 
the rate of interest quoted is not the 
true rate, the consumer has come to 
feel that the real rates paid, espe- 
cially on small purchases, are 
exorbitant and unreasonable. As a 
substitute for an educational cam- 
paign, some industries have at- 
tempted to give the consumer a sim- 
plified explanation with the result 
that some feel that these statements 
may lead to erroneous conclusions. 
Apparently this idea is held by 
the Federal Trade Commission. 
which secured stipulations from all 
but two important automobile manu- 
facturers, in which they agreed to 
stop certain advertising involving the 
now well-known, so-called 6 per cent 
financing advertising. 

On the other hand, the Electric 
Home and Farm Authority has re- 
cently issued an educational booklet 
called the “Electric Home and 
Farm Authority Purchase Plan and 
Monthly Payment Chart.” Although 
it may be true that not many farm- 
ers will study the booklet or under- 
stand all of the figures it contains, 
nevertheless the data are there for 
those who desire them.—Wilford L. 
White, Chief, Marketing Research 
Division, Bureau of Foreign and Do- 
mestic Commerce. 


HARDWARE AGE 
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W. H. Terstegge 


(Continued from page 77) 


quarter dollars of sales unless we 
at the same time increase the gross 
to $250,000 instead of $200,000. In 
other words, we cannot let our per- 
centage decrease, but I am taking 
the stand that we should not have to 
increase it. 

I mentioned earlier that some 
manufacturers have by _ increased 
efficiency been able to absorb in- 
creased costs. A dose of this medi- 
cine would also help very materially 
in some of our own wholesale hard- 
ware houses. 

I believe whatever our increased 
cost of doing business is, that manu- 
facturers will experience practically 
the same percentage increased cost, 
and that our dollar volume will in- 
crease to that same percentage on a 
given tonnage, so that in the end 
we should be able to absorb all 
additional expenses without increas- 
ing our percentage margin of profit. 





L. L. Johnson 


(Continued from page 85) 


often phoned to the office during the 
day to advise some item which is 
going particularly fast at that time 
on which he thinks his stock is get- 
ting low. Shortage lists received in 
the office are checked over carefully 
—the items which have already been 
ordered are taken from the list. 
After that, items which can be pur- 
chased from the shortage list with- 
out the use of the stock list are 
ordered. It is then necessary to se- 
cure a stock list from the floor man 
on some items where it is necessary 
to purchase a full line each time the 
order is placed. 

While a lot depends on the floor 
man in the way of reporting shorts 
on merchandise, he should undoubt- 
edly have a guide of some kind to 
jog his memory and guide his judg- 
ment in making “low” reports. We 
have never worked out a system of 
this kind but feel there is much to 
be gained from either the use of a 
tag or card on bins to indicate to 
the floor man that a shortage report 
should be turned in when the goods 
have been reduced to a certain quan- 
tity. This was impressed upon our 
minds more seriously this year per- 
haps than it would normally have 
been. 

Due to some changes, we found 
ourselves at two different times dur- 
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THE PERFECT HEXAGON-MESH NETTING 
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MADE WITH PERFECT 
LOCK-TWIST WEAVE 


U. S. HEXLOK Poultry Netting—com- 
panion product to U. S. STRAITLOK 
Poultry Netting—is the most uniformly 
perfect hexagon-mesh netting ever pro- 


duced. 


Made with the improved Lock-twist 
Weave, it is more uniform, more rigid; 
neater in appearance; more satisfactory in 
service. It comes from the loom under 


th, even tension, lies flat when un- 





rolled, cuts easily and without waste, 
stretches perfectly. 


U. S. HEXLOK Poultry Netting is 
available in all the more popular standard 
widths and weights, Galvanized Before 
Weaving and Galvanized After Weaving. 
The one-inch mesh is made in No. 19 
and 20 gauge. The two-inch mesh is 
furnished in No. 16, 19 and 20 gauge. 
All are made of Copper-bearing Steel Wire. 
Put up in neat, compact rolls, and tagged 
for quick, easy identification. 


U.S. HEXLOK and U.S. STRAITLOK 
Poultry Nettings are distributed by repre- 
sentative Jobbers in the principal jobbing 
centers. The red, white and blue card in 
every roll is your guarantee of dependable 
quality. 


If you do not know the U. S. Jobber in 
your territory, write us for further in- 
formation! 


INDIANA STEEL & WIRE CO. 
MUNCIE, INDIANA 
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SELL THIS 








. To Shops, Mills, Factories 


Wherever belts transmit power, there's need 
for belt dressing—and Dixon's is an old favor- 
ite without a peer. It's easy to sell because 
it's easy to use, does a perfect job and is a 
lot for the money. Makes belts grip (saving 





or crack belting. 


power), prolongs life of belts (leather, rub- 
ber or composition) —will not harden, clog 
Stock, display and sell 


these giant 2”x8” bars (25 to a case). 
Write Department O-40. 


JOSEPH DIXON KOK CRUCIBLE COMPANY 
JERSEY CITY A....NA4...\ NEW JERSEY 
4 y —— 


| DIXONS | 
| PIPE JOINT | 





| DIXONS 
| GRAPHITE } 
5 
















Chromium plated Tum- 
bler Holder, recessed 
type. 





No. 6004 


Seap Dish and Grab 
Bar with Self Drain- 
ing Glass Tray. 
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MIAM 


In the modern house the 
bathroom has acquired 
new importance through 
good architecture, more 
attractive materials and 
better equipment. 


“Cash in” on this bath- 
room transformation with 
Miami Cabinets and Chro- 
mium Accessories. The 
Miami Line — ranging 
from modest to the very 
finest models — embraces 
the latest ideas in design, 
color schemes and con- 
struction. Nationally 
known and advertised. If 
your jobber cannot supply 
you, write. 


BATHROOM CABINETS 
AND ACCESSORIES: :: 


i f, American Bathioom. 





No. 701-F 


Mirror is 15%”x22", guar 
anteed for 5 years against 
silver spoilage. Cabinet has 
adjustable glass shelves, razor 
blade drop, two tooth brush 
racks. Many ex:lusive, at- 
tractive designs. 


THE MIAMI CABINET DIVISION 


THE PHILIP CAREY COMPANY 
Middletown, Ohio 








| 





ing the year with a floor man who 
had not before been in charge ut a 
floor. Naturally these men, while 
they had a good general knowledge 
of the merchandise, did not have an 
accurate knowledge of either the 
movement of merchandise or stand- 
ard stock quantities. If we had had 
a system of the kind suggested it 
would have resulted in the shortage 
being reported more promptly and 





GEORGE T. KIMBALL 
American Hardware Corp., 
New Britain, Conn. 
Retired member A.H.M.A. 

Executive Committee 


floor men learning to diagnose the 
condition of their stock more 
promptly. 

We are also open to suggestions 
as to how this system might best be 
put in use. It is customary for the 
buyers to take frequent walks 
through the warehouse for the pur- 
pose of looking over the merchan- 
dise stock. This gives a double check 
on items which might otherwise have 
been missed, and also reminds you 
of some particular items that have 
been in the same place long enough 
and should be put on the close-out 
list, or the salesmen should be ad- 
vised to make a little extra effort to 
start it moving again. 

While the Kardex system which 
we use is in no way a perpetual in- 
ventory, it does serve to indicate 
how often during the year stock has 
been purchased. By taking an aver- 
age we can arrive at the approxi- 
mate quantities to buy to secure the 
desired turnover. It is also a good 
guide to the movement of seasonable 
merchandise during various years. 
Naturally, memory plays an impor- 
tant part in things of this kind, and 
it is possible to go back over pre- 
vious years’ sales to pick up a com; 
parative condition to be used as a 
guide in buying merchandise. 
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Sec’ty Rockwell 


(Continued from page 120) 


maintenance contracts are being 
widely used, it is still too early to 
judge of practical effects. Undoubt- 
edly much will depend upon the de- 
gree of mark-up permitted to retail- 
ers. In some cases list prices were 
lowered before contracts were put in 
effect, that the incentive to cut 
prices might be reduced. 

It is probable that so long as 
conservatism prevails in the deter- 
mination of resale prices, the effect 
of the fair trade laws on retail prices 
will be less than had been antici- 
pated. 

As to the affairs of our own or- 
ganization. The size and quality 
of present attendance best attests 
the virility of the American Hard- 
ware Manufacturers Association and 
the active interest of its member- 
ship. For more than a third of a 
century it has held prominent place 
among the trade bodies of the na- 
tion. In good times or bad, stand- 
ards for admission have never been 
sacrificed by quest for revenue or 
mere increase in numbers. Through- 
out the industry, membership in this 
organization is recognized as a hall- 
mark of distinction. 

During the association year now 
closing 22 companies have been 
added to the roster, as follows: * 
Americin Mfze. Co., Brooklyn, N. Y.: 
Armstrong Bros. Too! Co.. Chicago. Il.; 
Champion DeArment Tool Co., Mead- 

ville, Pa.: 

Damascus Steel Products Corp., Rock- 
ford, TIl.; 

G. W. Davis Corp., Richmond, III.; 

The Draper-Maynard Co., Cincinnati, 

Ohio; 

Fireline Stove & Furnace Lining Co., 

Chicago, TIl.; 

Hanson Scale Co., Chicago, IIl.; 
Holland Mfg. Co., Baltimore, Md.; 
Laclede Steel Co., St. Louis, Mo.; 
Master Lock Co., Milwaukee, Wis.; 
Miami Cabinet Division, The Philip 

Carey Co., Middletown, Ohio; 
National Screen Co., Suffolk, Va.; 
The Newport Rolling Mill Co., New- 

port, Ky.; 

Owens-Illinois Can Co., Toledo, Ohio; 
Puritan Cordage Mills Co., Louisville, 
Ky.; 
Reading Hdwe. Corp., Reading, Pa.; 
Sager Lock Works, North Chicago, lil.; 
Scovill Mfg. Co., Waterbury, Conn. ; 
Star Brush Mfg. Co., Inc., Long Island 


City, N. Y.; 
Stockham Pipe Fitting Co., Birming- 
ham, Ala.; 


The Vincent Steel Process Co., Detroit, 
Mich. 


OCTOBER 21, 1937 








The rough and manly sports are for 


Us fellows who are tough; ° 
And when you yell, “Nat, make a score!” 


I'll do it, sure enough. 


Nuts and Bolts 
Machine Screws 
Cap and Set Screws 
Wood Screws 
Cotter Pins 

Spokes and Nipples 
Stove Bolts 

Wing Nuts 

Pipe Plugs 

Rivets, Tacks 
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THE NATIONAL SCREW & MANUFACTURING CO. 
CLEVELAND « OHIO 
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3934 Cooper Ave., Cleveland, Ohio 
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Chicago Entertainment 
Program Pleased Visitors 


N excellent entertainment pro- 
gram was offered hardware- 
men and their families and guests 
during the first three days of the 
convention. As in previous years a 
concert started the Monday evening 
joint opening session, after which 
Shannon Crandall, California Hard- 
ware Co., Los Angeles, Cal., presi- 
dent of the National Wholesale 
Hardware Association, made _ his 
opening address. Douglas Malloch, 
Chicago, poet and humorist, gave 
his humorous and philosophical ad- 
dress, “As I See It.” The evening’s 
program was concluded with an in- 
formal reception and dance in the 
Red Lacquer Room. 

Under the direction of Arline 
Reynolds Smith a varied and enter- 
taining floor show was offered the 
hardware folks, Tuesday evening, in 
the ballroom of the Palmer House. 
Singing. dancing and novelty acts 
entertained members of the conven- 
tion, following which there was an 
informal dance in the Red Lacquer 
Room. The hotel ballroom was the 
scene of a formal reception and 
ball on Wednesday evening. 

The ladies’ entertainment program 
started on Tuesday morning with 
an inspection tour of the Marshall 


Field & Co. department store, in 
which the visitors viewed from “be- 
hind the scenes,” the operations of 
Field’s. A luncheon was tendered 
the ladies in the Wedgwood Room 
of the store after which they en- 
joyed a fashion show. 

Wednesday afternoon the visiting 
ladies attended a theater party at 
the Erlanger Theatre where they 
saw the satirical comedy, “The 
Women.” 

R. A. Sundvahl, Corbin Screw 
Corp., secretary of the Hardware 
Golf Association, headed the enter- 
tainment committee. He was as- 
sisted by A. J. Eggleston, Richards- 
Wilcox Mfg. Co., H. B. Megran, 
Starline, Inc., W. Higgins, Sager 
Lock Works, R. J. Williams, Ray- 
O-Vac Co., and Leonard V. Row- 
lands, Chicago, western manager, 
HarpwareE AGE. 

The ladies’ reception committee 
was headed by Mrs. H. B. Wilson, 
Chicago. Her associates in welcom- 
ing visiting ladies were: Mrs. 
Shannon Crandall, Los Angeles, 
Cal., Mrs. K. W. Atkins, Indian- 
apolis, Ind., Mrs. R. H. Baker, Little 
Rock, Ark., Mrs. W. H. Baldwin, 
Wheeling, W. Va., and Mrs. E. F. 
Flato, Corpus Christi, Tex. 


President Crandall’s Address 


(Continued from page 75) 


thoroughly study ,and examine our 
own institutions to see where we can 
improve our methods, and in every 
way reduce to a minimum the ex- 
pense of distribution from the manu- 
facturer to the retailer and yet 
properly serve our trade. 

While many of the problems of 
the wholesalers spring from un- 
sound policies of manufacturers, I 
cannot subscribe to the thought that 
we are entirely above criticism— 
and over-competition among  our- 
selves is often the reason for an un- 
satisfactory balance sheet. 

The tendency to hold others re- 
sponsible for our short-comings is 
natural; but before we so indulge 
ourselves, I believe we should make 
certain that our own houses are in 
order. While the wholesaler occu- 
pies an indispensable place in the 
scheme of distribution, our success 
as individual concerns requires that 


we function efficiently and _ eco- 
nomically. 

I feel that from the standpoint of 
the wholesaler there is almost as 
much danger in having margins too 
high as too low. On the other hand, 
I do not have the slightest hesita- 
tion in pointing out to our manu- 
facturing friends that the 20 per 
cent figure that has been in their 
minds for so many years is not 
proper under present conditions, 
and that in arranging their sched- 
ules they should allow a more ade- 
quate margin. However, if we are 
constantly thinking of increasing 
margins without bearing in mind the 
necessity for constantly making 
every effort to lower our own ex- 
penses, we are not pursuing the 
proper policy. 

In connection with the subject of 
inadequate margins, our association 

(Continued on page 182) 
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for GARDNER-DENVER 


i, COMPRESSORS 





There's a growing demand for small, air-cooled com- 
pressors today—a demand that you can easily turn into 
profit when you sell the Gardner-Denver line. Here's why— 


MORE VALUE for the user—Gardner-Denver higher effi- 


ciency means lower operating costs—quality features 
such as special alloy cylinders, extra large fin-type 
inter-coolers, and controlled lubrication assure smoother 
running—and lower maintenance. 


MORE PROFITS for YOU—more profitable sales with 
Gardner - Denver's complete line of compressors — 
Gardner-Denver's reputation for high standards of 
manufacture makes selling easier and creates greater 
customer satisfaction. Write for complete information 
about Gardner-Denver 
air-cooled compressors. 


Gardner-Denver 
ADR V-Type Two- 
Stage Air-Cooled 
Compressor...a new 
general purpose 
compressor for de- 
pendable service. 










Gardner-Denver Duplex 
Single-Stage and 
Single-Cylinder 
Compressors are 
adapted toa 
variety of needs. 


Since 1859 
GARDNER-DENVER COMPANY, Quincy, Ililinols 


GARDNER-DENVER 
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Home owners are reading in 
leading national magazines 
and farm publications how 
Lowe Brothers Pictorial Color 
Chart eliminates haphazard 
color selection. And naturally 
they look for the dealer who 
displays this chart containing 
actual painted reproductions 
of attractive exteriors and 
charming interiors. 

The proved appeal of Lowe 
Brothers Pictorial Color Chart 
and the proved quality of 






Lowe Brothers products help 
dealers get and hold more 
customers. And Lowe Broth- 
ers ready-to-run newspaper 
advertising, window displays 
and direct mail cooperation 
help dealers in Lowe Brothers 
products lead home owners to 
their store. 

Take the first step towards 
a profitable dealer franchise 
and get all the facts about this 
great line. Write The Lowe 
Brothers Co., Dayton, Ohio. 


PAINTS AND VARNISHES 
QUALITY UNSURPASSED SINCE 1870 
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Walter Peabody's Address 


(Continued from page 126) 


that there was any point in present- 
ing arguments to the Committee for 
Reciprocity Information. There is 
less of this feeling today than there 
was when the program was initiated, 
but this impression still exists in 
many quarters. It is easy to under- 
stand this feeling. but I do not be- 
lieve it is justified. I know the 
representations made to the Com- 
mittee for Reciprocity Information, 
both written and oral, receive care- 
ful consideration. I think I can 
show you where the difficulty lies. 
On the one hand the individuals en- 
trusted with the responsibility of 
reviewing the evidence relative to 
each commodity, and the principals 
who are charged with the responsi- 
bility for formulating policy have 
their own ideas as to what is a 
reasonable argument for protection. 
On the other hand, the manufac- 
turers and labor leaders who de- 
spair of making a successful argu- 
ment have their ideas as to what is a 
reasonable argument. The law no- 
where states or defines any “tests” 
as to what reasonably justifies tariff 
protection. As long as the law does 
not define the grounds for tariff 
reduction or retention. the authority 
rests in the last analysis with the 
negotiators. I know that the nego- 
tiators have done a thoroughly con- 
scientious job in their negotiation 
of trade agreements, but I cannot 
escape the feeling that all too often 
the representatives of labor and in- 
dustry appearing before the Com- 
mittee are in a position comparable 
to that of the greenest of pea-green 
freshmen. They just don’t know 
what it is all about and they have 
no “Freshman Bible” to show them. 

Let me try to illustrate this diffi- 
culty with a specific illustration. At 
the conclusion of his letter to the 
Binghamton Chamber of Commerce, 
Secretary of State Hull, in referring 
to the oral hearings, scheduled to 
commence on October 25 in connec- 
tion with the pending Czechoslo- 
vakian agreement. made the follow- 
ing statement. “The cooperation of 
interested and informed persons, de- 
siring to help us arrive at a correct 
judgment and decision, is not only 
welcome but most necessary. May 
I express the hope that the gentle- 
men whom you represent will facili- 
tate this result by bringing to the 
attention of this Committee such real 
facts as are in their possession?” 
During the past six weeks, parties 
interested in preparing for the writ- 
ten and oral presentations in connec- 
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tion with the pending agreement 
with Czechoslovakia have been more 
or less frantically trying to get in- 
formation of wage scales in Czecho- 
slovakia. I would be very much 
surprised if the Committee gave 
such information anything but the 
most casual attention. The Commit- 
tee knew when negotiations were 
undertaken that the wage level in 
Czechoslovakia is very much below 
that in the United States. I think 
the Committee would be tremendous- 
ly interested in any information rel- 
ative to the productivity of labor in 
Czechoslovakia in comparison with 
productivity in the United States. I 
think the Committee would be inter- 
ested in knowing the facts where 
the labor cost in the United States 
is an important part of total costs. 
I think there are a lot of other types 
of information relative to labor that 
will interest the Committee greatly. 
and which would influence their 
judgment as to whether or not any 
existing duty could he safely re- 
duced—but I don’t think they care 
much about information concerning 
wage rates. This is, of course, only 
one illustration out of many of a 
similar nature. As long as the pres- 
ent type of negotiations is contin- 
ued, I believe the Committee has a 
very definite obligation to indicate 
to interested parties the type of in- 
formation it desires, as well as to 
make available to interested parties 
what non-confidential material it has 
in its possession before the affidavits 
are filed and oral arguments are 
made. On the other hand, as long 
as agreements are negotiated in their 
present manner, I believe that in- 
terested parties have more to gain 
than lose by doing their best to 
make a thorough presentation of 
the economic arguments affecting 
their case and dealing with the Com- 
mittee in a reasonable and coopera- 
tive manner. 


What’s the Answer? 


At last we come to the question 
as to “what has come of it?” 

A great many exaggerated and 
misleading claims have been made 
concerning the results of the trade- 
agreement program. Some of the 
statements made have been pretty 
crude. Many have been loose. The 
State Department has been particu- 
larly wrought up over what it re- 
gards as fanciful claims and un- 
warranted expressions of fear on the 
part of certain opponents of its 


policy. The exaggerations and mis- 
leading claims have not been con- 
fined to one side of the argument. 
however. Some of the groups ad- 
vocating the trade-agreement pro- 
gram have been equally guilty of 
crude and loose statements. 

Let us look at the record. The 
only comprehensive evidence readily 
available is found in the official 
records of the foreign trade of the 
United States. Let us first look 
briefly at our total foreign trade 
and then review as far as it is pos- 
sible to do so in detail the records 
of trade with countries with which 
we have trade agreeinents. 


Dollar Value High 


As many of you already know, 
the dollar value of our foreign trade 
—both exports and imports—is at 
a much higher level than it has been 
at any time since 1930. For the 
first eight months of this year ex- 
ports totaled $2,082,000,000; im- 
ports were valued at $2.194,000,000. 
The low point in our post-war for- 
eign trade was reached in 1932. In 
that year, for the full twelve months 
exports were valued at $1,611,000,- 
000; imports at $1.323,000,000. It 
is difficult to carry figures in mind 
as they are read to you. Another 
way of describing to you the extent 
of recovery from our depression low 
would be to state that in only eight 
months of 1937 exports have already 
exceeded the total exports of 1932 
by $471,000,000. Total imports for 
the first eight months of 1937 ex- 
ceed total imports for the full year 
of 1932 by $871,000,000. One fur- 
ther point of significance is the fact 
disclosed by the American Tariff 
League’s analysis of the quantity 
(as distinct from value) imports. 
namely, that for the first six months 
of 1937 the quantity of imports of 
finished manufactures into the 
United States was the highest ever 
recorded for the first six months of 
any year. 

These observations are significant 
in their disclosures as to the general 
trends of the foreign trade of the 
United States. These general trends 
may have much to do with our con- 
clusions as to what sort of foreign 
trade policy the Government should 
pursue, but they are not, and cannot 
properly be taken as a measure of 
the results of reciprocal trade agree- 
ments. The only evidence that is 
pertinent to this question is a de- 
tailed analysis of the changes that 
have taken place in the trade of 
commodities affected by trade agree- 
ments in comparison with the gen- 
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THE CABINETMAKERS’ “DOZEN” 






A NEW SALES MERCHANDISER 
OF TESTED POPULAR 
CABINET LOCKS 


Assortment No. 90. No charge for the board itself, you simply 
pay for the locks. Don't miss out on this class of business because 
you haven't sufficient samples adequately displayed. Twelve 
locks with "the demand" mounted on a colorful background. 
Attracting maximum attention yet requiring minimum of space, 
12” x 18”. Furnished with screw eye for hanging. 

























Corbin Display Board No. 90 


A simply worded description on the back of the board gives you all the information you need in selling 
these locks. Where they should be used and what particular problems each lock is designed to solve. 


ASK YOUR JOBBER OR WRITE US 
CORBIN CABINET LOCK CO.j corsin sock co. 


NEW YORK THE AMERICAN HARDWARE CORP., Successor OF CANADA, LTD. 
CHICAGO NEW BRITAIN CONNECTICUT _ BELLEVILLE, ONT. 

















“American Lady” 


CHEESE CLOTH 


Brand New | 


—wetan RICH LADDERS 


Retails at 25 cts. 
5 Full Yards— 


One-Piece | hardware, special reinforcing construc- 








Rich are the safest ladders built. Care- 
fully selected spruce, cadmium-plated 


Continuous Length | tion for double security and longer lad- 





der life make them so. 


Customers recognize RICH superiorities 








Giving Dealer a Full Mark-Up 


| 
- | and insist on these ultra-safe ladders. 











also | Increase your Sales and Profits. See 

"Red Diamond’ Cheese Cloth | your jobber or write. 
Retailing at 10¢ per package THE RICH PUMP & LADDER CO. 
Another Red Diamond Quality Product | 1028 Depot Street Cincinnati, O. 


Distributed by 


MASBACK HARDWARE COMPANY 


INCORPORATED 
326-330 Hudson St. New York City 
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... for cleaning 
paint brushes” 
KLEEN-A-BRUSH 
is the biggest 
money’s worth yet. 
Finest quality. 
Quick-working. 











... for fixing 
damaged furniture” 


WOODFIX con- 

tains no Cellulose, 

therefore doesn’t 

shrink. Unexcelled 

for all wood 

pairs. 10¢, 
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cleaning floors’ 


THREE STAR 
FLOOR CLEANER 
is three products in 
one —it cleans the 
floor or woodwork, 
bleaches them, and 
removes all paint 
and varnish all in 
one operation! Ex- 
tra fast—super thor- 








..« for 
cleaning 
walls and 
woodwork” 


KLEEN - A - 
PAINT mixes 
in cold wa- 
ter. Instant- 
ly dissolves 
the dirt with- 
out rubbing 
or scrub- 
bing. Stream- 
line speed. 








Order from your Jobber Now 


Jobbers 


Write for Discounts! 


SHEFFIELD 


BRONZE POWDER & STENCIL CO, INC 


The Specialty 


3000 Woodhill 


» of Top Values 
Cleveland, Oh 
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lems that arise in any effort to de- 
termine corporate income for any 
given period, and the consequent 
need for a flexible interpretation of 
the statutes to avoid injustice. 

A comprehensive revision of the 
Federal tax system is being formu- 
lated by the Treasury Department 
at the present time. If this revision 
is to be dominated solely by the dual 
objectives of getting more revenue 
and “plugging loopholes,” then it 
may aggravate rather than correct 
the defects in existing fiscal legisla- 
tion. Only if tax revision is carried 
out with an open mind, and with 
the objective of eliminating the 
many inequities, crudities and eco- 
nomic fallacies inherent in the pres- 
ent law will it effect that simplifica- 
tion and improvement of the fiscal 
system that has long been needed. 

The American Institute of Ac- 
countants is composed of profes- 
sional men whose work brings them 
into constant and close contact with 
tax matters. The institute’s commit- 
tee on Federal taxation has for- 
warded to the Secretary of the 
Treasury a report proposing a num- 
ber of specific changes, such as the 
abandonment of the undistributed 
profits tax or its substantial modifi- 
cation, the requirement of consoli- 
dated returns from parent and sub- 
sidiary corporations, the modifica- 
tion of the capital gains tax and the 
use of an average of five years, 
rather than a single year’s earnings 
in determining corporate income tax. 


Non-Partisan Commission 


The most valuable single proposal 
of these recommendations, however, 
is the suggestion that a non-partisan 
commission of experts be appointed 
to cooperate in the task of tax re- 
vision and to formulate the broad 
guiding principles that should gov- 
ern it. If the Treasury were to ob- 
tain the aid of such a commission, 
the nation would have far greater 
assurance that tax revision would 
really correct the defects inherent 
in existing fiscal legislation. Also, 
we would be far more likely to ob- 
tain a simplified and fair system of 
taxation to which new amendments 
would not be constantly necessary, 
with resultant continued disturbance 
to business. 

Despite the many months which 
have elapsed since the promulgation 
of the Robinson-Patman Act, devel- 
opments in its interpretation and ap- 


plication have thus far been disap- 
pointing. The fair trade laws of the 
various states, with their corollary, 
the Tydings-Miller amendment to 
the Federal anti-trust laws, raise 
new points for consideration. The 
definite effect upon domestic indus- 





HONORED AT CONVENTION 


A. J. BIHLER 


of the former J. C. Lindsay 
Hdwe. Co., Pittsburgh, Pa. 
Elected an Honorary Life 
Member of the N.W.H.A. of 
which he is a past president. 











try of existing and prospective re- 
ciprocal tariff agreements is not yet 
clear, but with our ever mounting 
production cost, economic history 
suggests ultimate competition from 
many foreign sources which will in 
its effect upon employment and busi- 
ness far outweigh any idealistic ad- 
vantages. 


Attendance Grows 


The business life of the individual 
having been resolved into endless 
grapple with strange and perplexing 
problems, these gatherings of ours 
are each year more genuinely ap- 
preciated for the opportunities they 
provide for friendly interchange of 
experience and opinion. Attendance 
has so increased as to be thoroughly 
representative of the entire industry. 
The business program of the week 
will bring enlightenment to many 
vexatious subjects. Many individual 
sources of specific information are 
available in an atmosphere of cor- 
dial informality. We will take away 
in exact proportion to what we con- 
tribute; it should be much. 
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TRIPLEX 
CAP SCREWS 


A Wise Buy 


Because they are full finished, burnished on all surfaces, 
heads shaved; because heads and threads are made strictly 
to close tolerances; because they’re tough and dependable, 
Triplex Cap Screws are a wise buy. Hexagon, fillister, flat 
and button heads, U.S.S. or S.A.E. threads. You'll find 


Triplex a better source of supply. 
Prices, catalogs, samples on request. 


THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


IPLEX 


COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 


2! 
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for the Best Trad@...to meet 
Competition... for Special Sales 


WITT 
CANS and PAILS 


WITT CANS and PAILS 


For customers who want the 
best. Strongly made of extra 
quality materials. Pittsburgh 
Laboratory tests prove they out- 
last 3 to 5 ordinary cans. Guar- 
anteed. 


WICO CANS and PAILS 


Quality cans to sell at competi- 

tive prices. Embody many fea- 

tures found only in heavier, 

costlier cans, 

BRIGHTON and MODERN HOME 
For Special ‘‘Sales’’. 
Leaders in medium 
weight, quality 
field. Splendid 
values. 


Complete catalog and 
details mailed upon re- 
quest. 


WITT CORNICE 
CINCINNATI, OHIO 








Saves Air 
Won’t Clog. 


It’s Easier to Sell 
a Saylor-Beall! 


Easier because it’s the ONLY Commercial Spray Gun 
with baffle plane nozzle construction that saves money 
and monkey work, increases atomization and vastly 
improves the pattern. Write for catalog describing our 
complete line of guns and be sure to ask about our 
Display Rack Deal that includes this unusual commer- 
cial gun. 


Sayler-Beall Manufacturing Compeny 
1909 East Philadelphia Avenue Detroit, Michigan 
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It Pays to Sell 


ONEIDA VICTORS 


“The Traps that 
ttappers know 


Old-time trappers swear by 
Cneida Victors and won’t use 
any others. 

Youngsters, too, know that 
the Oneida Victor name is a 
guarantee of quality. First, 
because they listen to the ad- 
vice of the old-timers. Sec- 
ond, because they’re reading 
advertisements like this 


ap 


in leading Farm Papers, Trap- 
ping Magazinesand thousan¢es 
of home-town newspaper:. 

Profit by the Oneida Victor 
reputation and generous ad- 
vertising program. 

Place your order for Oneida 
Victors with your hardware 
jobber. 


! r 
os >) ANIMAL TRAP age 
J) og AMERICA > LITITZ, T™ 


.. foe CHRISTMAS 
with AMPLE STOCK ORDERED 
TO MEET THE DEMAND 


THE SHELBY CYCLE CO., SHELBY, OHIO 
ele. ici 48s ALIF NEW YORK CIT 
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eral movement of other commodities. 
Even in the figures which I am 
about to quote it should be remem- 
bered that it is almost impossible 
to determine to what extent the 
changes in exports and imports of 
items on which concessions have 
been made is due to the concession 
itself. These agreements have been 
negotiated during a period of re- 
covery and a rising price level. 
For example, in the first year of 
the Canadian agreement. our exports 
to Canada increased by $57,000,000. 
In the two years prior to the effec- 
tive date of the agreement exports 
to Canada had increased by $95,- 
000,000. With this background of 
increasing exports prior to the 
agreement. it would be difficult fair- 
ly to assume that the increase of 
$36,000,000 which took place in 
agreement items was entirely due 
to the concessions that were ac- 
corded by Canada in that agreement. 
In addition to the $36,000,000 in- 
crease in exports to Canada of items 
on which concessions were made. an 
analysis published by the Depart- 
ment of State shows there was an 
increase of $21,000,000 in the value 
of non-concession items. The rate 
of increase, according to this same 
study, was 30 per cent in the case 
of agreement items. and 11 per cent 
in the case of non-agreement items. 
According to this same analysis, 
imports from Canada during the 
first year of the agreement increased 
by $92,000,000. In the two years 
previous to the effective date of the 
agreement, imports had increased by 
$101.000,000. In the breakdown of 
the increase that took place during 
the first year of the agreement, the 
Department’s analysis revealed an 
increase of 30 million dollars, or 80 
per cent, on the items on which 
reductions in duty had been made 
by the United States, and an in- 
crease of $62.000,000, or 25 per 
cent, in the imports of other items. 
In a detailed analysis of trade 
between the United States and 
Sweden for the first year of the 
agreement with that country pub- 
lished by the American Tariff 
League, it was revealed that exports 
to Sweden had increased by four 
and a half million dollars, or an 
increase of 13 per cent. The break- 
down disclosed an increase of $200.- 
000, equivalent to 12 per cent in the 
case of commodities on which 
Sweden reduced duties to the United 
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States, and an increase of $4,400,- 
000, or 13 per cent, in exports of 
commodities on which no reductions 
were made. On the import side, 
there was a total increase of $11,- 
300,000, which represents a 32 per 
cent increase in total import trade 
over the previous year. While the 
increase in imports on which the 
United States reduced duties 
amounted to but $1,140.000, this 
represented an 81 per cent increase 
over the previous year. The bulk of 
our increased importations took 
place in commodities on which no 
reductions were made, but the in- 
crease in this class of commodities 
averaged only 30 per cent over the 
previous year. 

About the only conclusion that 
seems to be warranted from these 
two examples is the fact that there 
has been a more rapid increase in 
imports of items on which duties 
were reduced than on imports gen- 
erally. This inference is further 
substantiated by another Tariff 
League study covering the operation 
of all agreements in effect prior to 
July 1, 1936 (with the exception of 
the Cuban agreement), which shows 
that taken as a whole the imports 
of commodities on which duties have 
been reduced in trade agreements 
increased in 1936 by more than 80 
per cent over 1934, while in contrast 
the increase in imports of other 
dutiable items for the same period 
was less than 60 per cent. As far 
as I know, there has been no com- 
parable .study made of exports to 
all countries with which agreements 
are in operation. 

The figure which I have just 
quoted concerning the greater in- 
crease in imports of items on which 
duties were reduced is, of course, 
based on the total of all importa- 
tions of items falling under this 
heading. The detailed supporting 
tables analyzing imports of items 
on which reductions in duty were 
made disclose a great many in- 
stances where the imports follow- 
ing reductions in duty have in- 
creased much more than the average 
would indicate. There are many 
instances of specific commodities 
which have increased by hundreds 
of thousands of dollars, and other 
cases where the rate of increase has 
amounted to: several hundred per 
cent. 

Now let us see what we can do 
in the way of summarizing our ex- 
isting tariff problem and in _ out- 
lining a logical course of procedure 
to meet the new problems of the day. 
In the first place we cannot prop- 
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the measuring instrument field 


In accuracy as well as durability, Lufkin 


ing instruments are the choice of good 
‘km It's no wonder so many men 





Tapes, Rules and Precision Tools actually 
set the pace. They are precision made, 
you can depend on them to give correct 
readings. They are sturdy, they rtand up 
on the job. It's no wonder Lufkin measur- 


[UFKIN 1 2 ee en 


insist that the name “Lufkin” appear on 
every tape, rule or micrometer they buy. 
You'll find complete descriptions of every 
Lufkin product in Catalog No 12. Write. 


PRECISION TOOLS 
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with FOOTBALLS 6y 
ANDERSON 


@ Write NOW for our 
illustrated catalog cover- 
ing our complete line of 
footballs, basketballs, 
soccer balls and athletic 
equipment. Your sales 
will jump by leaps and 
bounds with our sale- 
worthy products. Act 
NOW for the Fall trade. 


Write or wire: 





ANDERSON RUBBER COMPANY 
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COMMUNITY 


Yast AanrTl 


SUPER-OIL 
PORTABLE HEATERS 


Almost every home has its “Arctic 
Circles” — attics, basements, bath- 
rooms, sewing rooms that are chilly 
and uncomfortable. These rooms 
give you an opportunity to make 
extra dollars by selling Ypsilanti 
Super-Oil Portable Heaters. 


These heaters have been sold for thirty 
years. The new models are smart and mod- 
ern in appearance. They give quick, clean, 
healthful heat. There are two sizes— three 
finishes. We back you with “Arctic Circle” 
advertising helps—free. Write for details. 


UNITED STOVE CO. 


YPSILANTI, MICH. 


Send details about Ypsilanti Super-Oil 
Portable Heaters and your free ‘“‘Arc- 
tic Circle’ Selling Helps. 


NAME 


ADDRESS 





Type of Installment Merchandise Sold 


UCH concern is being ex- 

pressed today over the char- 
acter of the merchandise being sold 
on an installment basis. Many are 
talking about what will happen as 
the result of selling “soft” goods on 
the deferred payment plan. As a 
matter of fact, however, merchandise 
which cannot be easily repossessed 
has been sold on the deferred pay- 
ment plan, 10-payment plan, budget 
plan, and under other intriguing 
titles for some time. 

Current concern has_ probably 
been brought about by the sudden 
realization of the real character 
of these plans, and the volume of 
business they presumably can pro- 
duce. This concern has evidently 
been heightened by the tendency of 
department stores and mail order 


houses to extend this method of pay- 
ment to everything in the store or 
catalog. During rising prices and 
rising incomes, repossessions are 
never an important problem. When 
they flatten out or decline or when 
the adjustment between the two 
changes unfavorably for income. 
existing obligations, and continued 
selling of soft merchandise on in- 
stallments will be of immediate con- 
cern. 

Little is known either about the 
extent of installment sales on non- 
durable goods or the volume of this 
type of business. Sample data for 
the United States should be col- 
lected—Wilford L. White, Chief, 
Marketing Research Division, Bu- 
reau of Foreign and Domestic Com- 
merce. 





STATEMENT OF THE OWNERSHIP, 


MANAGEMENT, CIRCULATION, ETC., 


REQUIRED BY THE ACTS OF CONGRESS OF AUGUST 24, 1912, 
AND MARCH 3, 1933 


Of HARDWARE AGE, published every 
other week at Philadelphia, Pa., 
for October 1, 1937 


State of New York, County of New 
York, ss. 


Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared George H. Grif- 
fiths, who, having been duly sworn ac- 
cording to law, deposes and says that he 
is the Business Manager of HARD- 
WARE AGE, and that the following 
is, to the best of his knowledge and 
belief, a true statement of the owner- 
ship, management (and if a daily 
paper, the circulation), etc., of the 
aforesaid publication for the date 
shown in the above caption, required 
by the Act of August 24, 1912, as 
amended by the Act of March 3, 1933, 
embodied in section 537, Postal Laws 
and Regulations, printed on the re- 
verse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: Publisher, 
Chilton Company Inc., 239 W. 39th 
Street, New York, N. Y.; Editor, 
Charles J. Heale, 239 W. 39th Street, 
New York, N. Y.; Managing Editor, 
none; Business Manager, George H. 
Griffiths, 239 Ww. 39th Street, New 
York, N. » A 

2. That the owner is: (If owned by 
a corporation, its name and address 
must be stated and also immediately 
thereunder the names and addresses 
of stockholders owning or holding 1 per 
cent or more of total amount of stock. 
If not owned by a corporation, the 
names and addresses of the individual 
owners must be given. If owned by a 
firm, company, or other unincorporated 
concern, its name and address, as well 
as those of each individual member 
must be given.) Chilton Company, 
Inc., Chestnut & 56th Sts., Philadel- 
phia, Pa. 

Holders of more than 1 per cent of 
the capital stock outstanding of Chil- 
ton Company: C. A. Musselman, 260 
Sycamore Avenue, Merion Station, Pa.; 
F. J. Frank, Laontaka Way, Madison, 
N. J.; F. C. Stevens, 325 West End 
Avenue, New York, N. Y.; J. S. Hil- 
dreth, 429 Owen Road, Ardmore, Pa.; 
G. H. Griffiths, 165 Montclair Avenue, 
Montclair, N. J.; E. B. Terhune, 160 
East 48th Street, New York, N. © 
John Blair Moffett, 1608 Walnut Street, 
Philadelphia, Pa.;: Wm. A. Barber, 185 
Summit Lane, Bala-Cynwyd, ya: © &. 
Baur, 76-66 Austin Street, Forest 
Hills, N. Y.; J. H. Van Deventer, 12 
Phillipse Place, Yonkers, } 
Dorothy S. Johnson, 3109 Woodley 
Road, Washington, D. C.; Lillie Lind- 
say, 142 East 7ist Street, New York, 
N. Y.; Anne E. Tomlinson, Bankers 


Trust Company, Fifth Avenue & 44th 
Street, New York, N. Y.: Ethel G. 
Breen, Trustee u/w of Charles W. 
Anderson, 71 West 35th Street, New 
York, N. Y.—Beneficiaries: Robert C. 
Anderson, Percival E. Anderson, 
Charles W. Anderson, Jr., Annie L. 
Clark; John Blair Moffett, 1608 Walnut 
Street, Philadelphia, Pa.—Agent for J. 
Howard Pew, J. N. Pew, Jr., Mabel P. 
Myrin, Mary Ethel Pew; Elizabeth J. 
Artman & Elwood B. Chapman, Ex- 
ecutors of Estate of James Artman, 
Deceased, 930 Real Estate Trust Build- 
ing, Philadelphia, Pa.—Beneficiaries: 
Franklin Artman, Vera Watters, Alvin 
Artman, Elizabeth J. Artman, Marion 
A. Pratt, George W. Pratt, by assign- 
ment, Edwin Moll, by assignment: 
Bankers Trust Company and Wilfred 
T. Pratt as Trustee u/w of Eugene Sly, 
F. B. O. Beulah Belle Sly, 16 Wall 
Street, New York, N. Y. 

3. That the known bondholders, 
mortgagees and other security holders 
owning or holding 1 per cent or more 
of total amount of bonds, mortgages, 
or other securities are (If there are 
none, so state). None. 

4, That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
holders and security holders as they 
appear upon the books of the company 
but also, in cases where the stock- 
holder or security holder appears 
upon the books of the company as 
trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting, 
is given; also that the said two para- 
graphs contain statements embracing 
affiant’s full knowledge and belief as 
to the circumstances and conditions 
under which stockholders and security 
holders who do not appear upon the 
books of the company as _ trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner; 
and this affiant has no reason to be- 
lieve that any other person, associa- 
tion, or corporation has any interest 
direct or indirect in the said stock, 
bonds, or other securities than as so 
stated by him. 

5. That the average number of copies 
of each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the 
twelve months preceding the date 
shown above is............ (This infor- 
mation is required from daily publica- 


tions only.) 
GEO. H. GRIFFITHS, 
Business Manager. 
Sworn to and subscribed before me 
this 20th day of September, 1937. 
Wm. A. Maas. 
Commission expires March 30, 1938. 
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FLUE and FURNACE BRUSHES 


Announcing! . . The greatest improvement in Flue and Furnace 
Brushes in years,—Schaefer's Royal Blue RUSTPROOF STEEL 
Brushes—for all Flue and Furnace cleaning requirements. 
Take your Brush business out of the Cut-Price class,—sell 
Schaefer Quality—at a Profit. The new Schaefer RUST- 
PROOF Brushes are attractive,—they clean better, last FOUR 
TO SIX TIMES longer,—and cost only a very little more. 
Lick the "Rust Bogey" and increase your Sales and Profits 
on Flue Brushes. Write today for details. 


SCHAEFER BRUSH MFG. COMPANY 


117 W.. Walker Street Milwaukee, Wis. 


SCHAREPER brushes 


BUY SCHAEFER-ITS SAFER 








Seal -Kraft—Seal-Pakt 
Seal- Potted 


Roses 

Vines 

Shrubs 
Perennials, etc. 
Scientifically Prepared and 


Packed to meet the most 
exacting demands. 














A complete Plant and Gar- 
den Service available. 


Full particulars on 
request 


C. E.WILSON & COMPANY, Inc. 
MANCHESTER, CONNECTICUT 


Southern Packing Plant, Jacksonville, Tex. 











The MODERN 
“COFFEE MILL 


Smart in appearance .. . smart 
in performance, this Arcade Crys- 
tal Aromatic Coffee Mill not 
only adds a modern touch to any 
kitchen but provides a means of 
making bean-fresh coffee of the 
finest quality. 


More and more housewives are 
finding out that coffee ground in 
the kitchen, as needed, preserves 
the freshness and aroma that is 
so vital to good coffee. 


The Arcade Mill is regulated b 
No. 9010 a small adjusting ha which pd 
ables the operator to grind coffee 
to any degree of fineness from 
coarse to pulverized. Air tight 
glass hopper . . . graduated re- 
ceiving cup for measuring. 


Write for literature and details. 
Order from your jobber. 


ARCADE MFG. CO. 
1201 Shawnee S#. 
FREEPORT, ILL. 


ARCADE 
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Here’s a handy tool that no 
woodworker can afford to be 
without! The Forstner Auger Bit 
is virtually a complete set of 
tools in one—it will perform 
many operations now done with 
chisel, gouge, scroll saw and lathe 
tool. Guided by a circular rim in- 
stead of a center, this bit operates 
in any direction, always leav- 
ing a clean, polished surface. 


MANY NEW 
USES! 


CATALOG 


s PROCRESSIVE MEG. CO 
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The afternoon session of the sixth annual Hardware Conference sponsored by the 
Southern California Retail Hardware Ass‘n at the Deauville Club, Santa Monica, Cal. 


Southern Californians 


Discuss Problems at Santa Monica 


T the sixth annual hardware 
A conference, sponsored by the 
Southern California Retail 
Hardware Association, held on the 
afternoon and evening of September 
29th, at the Deauville Club, in 
Santa Monica, 296 retail hardware 
stores in this district were repre- 
sented by one or more store officials. 
These hardware men gathered to 
participate in a program whose 
theme was “Business Evolution De- 
mands Greater Organization,” that 
was arranged for them by Joseph 
V. Guilfoyle, secretary of the host 
association. 

A dinner served to the 342 at- 
tending retail hardware men was 
made possible through the coopera- 
tion of 35 exhibitors. 

A local committee of arrange- 
ments was headed by Robert Nit- 
tinger, who was assisted by George 
A. Noonan, Albert Quandt, Roy 
Charles, Harold Goodenow, and J. 
V. Guilfoyle. 

Paul H. Rompage, 
association vice-president, presided 
at the afternoon sessions, while J. 
V. Guilfoyle acted as toastmaster at 
the dinner. 

The opening of new and larger 
volume of sales, increased consumer 
service, increased store _ traffic, 
greater profits possible by planned 
90-day and longer selling on con- 
tract was discussed .in a paper writ- 
ten by Angus McPherson, of Los 
Angeles, and read by his store man- 
ager, Charles Thomas. 
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Hollywood, 


Sixth annual conference of organization is 
attended by representatives from 206 stores 


Keeping step with other mer- 
chants and stores; increasing store 
trafic; showing within reach of cus- 
tomer every bit of goods for sale; 
open top tables, ledge displays and 
improved side wall shelving, were the 
high lights of George A. Noonan’s 
talk. This proprietor of one of the 
finest hardware stores in the coun- 
try pointed out that a modern store, 
well lighted, will greatly increase 
consumer acceptance of all mer- 
chandise, especially housewares and 
big ticket goods. 

“The hardware retailer must be 
in a position to buy his goods at 
lower costs in order to meet com- 
petition,” declared J. V. Guilfoyle 
in his talk on the full value of the 
California Fair Trade Law and the 
Tydings-Miller Act. He _ stressed 
how and why retailers must in- 
dividually work toward more gen- 
eral fair trade agreements for the 
unprotected trade-marked goods. 

Both Robert B. Isner, Long Beach, 
whose talk was read by H. L. John- 
son, Orange, and Earl L. Harter, 
Hollywood, gave their versions of 
the new technique in consumer ap- 
peals by syndicates, department 
stores and the selling of hardware 
in all types of competitive stores. 


Concrete examples of how large 
operators sell goods were dramatized 
by Mr. Harter who displayed the 
goods bought by him at retail in 
open market, at prices lower than 
a hardware store could buy them at 
wholesale. 

A successful advertising plan was 
outlined by N. R. Hirsch, Van Tine 
Features Syndicate, who pleaded 
for consistant newspaper advertis 
ing. “Advertising is future. busi- 
ness insurance. You can buy any 
kind of insurance for your busi- 
ness, except ‘future business insur- 
ance’,” he emphasized. 

Don Webb, Glendale, dwelt on 
how hardware retailers could widen 
the trading sphere and interest in 
their store through sales and promo- 
tional methods. 

An address by E. H. McGinnis, 
Union Hardware & Metal Co., un- 
folded how the jobbers recognize 
the co-partnership of responsibility 
between them and the retailers. He 
asked for tolerance and patience on 
the part of his hearers in this work 
of developing a closer bond of re- 
lationship. “The jobbers accept 
the challenge of the Southern Calif. 
Hardware Assn. to place merchan- 
dise at a lower cost,” he stated. 
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No. 301 “V-Twin” 


Smooth operation—balanced load— 
and 30% to 100% 
increased spraying 
eficiency! True 
professional type, 
with double air 
pumping capacity. 
Diaphragm sealed 
piston, splash oil 
system, double 
bearing hardened 
steel crank shaft, 
V-belt drive, steel 
base, pressure 
gauge, external mix 
spray gun with 
extra nozzle and hose. Complete less 


motor only $36.50. Other electric power DEALERS: 








sprayers $5.00, $15.00, $18.50. Auto power ‘ . 
sprayers $2.60 and up. Send for price list, 
discounts and de- | 
tails on electric | 


W. R. BROWN CORPORATION and auto-power | 


5724 Armitage Avenue, Chicago, Ill. paint sprayers. 














Fifty Years of Progress 


~(CHICAGO)~ | 
SPRING HINGES 


Spring Hinges of Quality 
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For more than fifty years 
the Chicago Spring Hinge 
Company has specialized in 
the manufacture of spring 
hinges and has endeavored 
to also give superior service 
to Hardware Dealers. 


Boon casine | 





During this more than 
half a century the spirit of 
progress has prevailed with- 
in our organization and we 
have developed many new 
types of spring hinges and 
improved others to meet 
modern requirements. 








Type 2001 
The “Triplex” 


We will welcome an opportunity to serve you. 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. 8. A. 


Rag Grade (12013) 
chew 14-16; 18-20 























PREFERENCE: Gained place wih exprinced beers ereyher, aad the incest mnbe 


soy cae et eg S  phaprg y he 
SERVICE which have established the name of “G & B” as a guaranty of dependability 







The Gilbert & Bennett Mfg. Co. 


Established 1818 - América’s Oldest Woven Wire Factory- Manufacturers 


FENCING 


WIRE CLOTH, NETTING and 
-" Galvanized oe Steal Wire Cloth in. al all Meshes and Gauges 


Kansas City, Mo. 
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San Francisco 
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A few ana cumpicte tine of ready lv fart Mu 

Mule and Bronco shoes. Strong, tough, long 

wearing. Like all Diamond Shoes they are 

perfectly balaneed, and shaped te fit the average 

horse's toot without alteration. Nail holes are 

clean, eenen, tapered - spaced. Easily nailed 
, niarmation, 
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Heimann’s Address 


(Continued from page 132) 


out this country in the past two 
months, you would have no question 
as to why the stock market col- 
lapsed. 

If you had been in the Pacific 
Northwest and seen in the State of 
Washington what is practically a 
foreign country due to the unholy 
alliance between the politicians and 
the labor leaders, and if you had 
seen how the average man is being 
crucified as he never had been be- 
fore, you would agree with my pre- 
diction that the only outcome of the 
whole thing is going to be this, that 
some day the average man who is a 
member of that union will rise and 
shake off his shackles and free him- 
self. But until that overt act is 
performed, you will have present 
conditions continuing, and we will 
never have what we might call a 
sound recovery. 

The cartoon in the morning’s pa- 
per seemed to indicate that it would 
be a wonderful thing if the two 
labor organizations were to get to- 
gether, but I for my part say to 
you that if they do get together we 
shall have to wait perhaps another 
eight years before we get what I 
call a free election. 

I don’t know why they do not 
realize the political significance of 
the move that is being made today. 
And therefore I say that when we 
analyze the labor situation, the labor 
item on America’s Balance Sheet, 
we must recognize that the old in- 
dustrious labor that sought so hard 
to cooperate, the labor that built 
this country, is being misled today, 
and the present moves are bound to 
bring about a public reaction which 
will demand that the labor union ac- 





cept the responsibility and the ac- 
countability which you have in the 
British Trades Disputes, and govern- 
ments of that type, who have dealt 
with this problem for a considerable 
period of time. 

The third thing of concern on 
America’s Balance Sheet is the farm- 
ing situation. The farmer was the 
only man in this country up to this 
time who would go on year after 
year, not always making a profit, but 
yet retiring a wealthy man. Up to 
now, his land has had increasing so- 
cial value. But from this time on his 
land is going to be appraised upon 
his income producing possibilities, 
and I am wondering through some 
of the policies whether some of the 
finest attributes of the farmer have 
not been compromised. 

There is quite a distinction be- 
tween a farmer dropping his musket 
and rushing to the defense of his 
country, as in the early days of our 
history, and the farmer today who 
drops his plow and goes into his 
drawing room in order to execute a 
subsidy contract. 

I know that in the Southern sec- 
tion of the country we have literally 
taken away the cotton support pos- 
sibilities in that section, and eventu- 
ally we will be paying the price. We 
have given the farmer abundance of 
credit, and I am wondering whether 
or not we have not erred in doing 
that. The farmer has been one of 
the staid and conservative men of 
this country, and he has always 
risen to the occasion when there has 
been a crisis. 

I think we have erred on the 
American balance sheet with respect 





PERCY F. HORD A. H. NICHOLS F. A. HEITMANN 
Asst. Secy.-Treas., Buhl Sons Co., De- The F. W. Heitmann 
N.W.H.A. troit, Mich., N.W.H.A. Co., Houston, Texas., 
Advisory Board N.W.H.A. Advisory 
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She Secret of 


SUCCESSFUL MERCHANDISING 


..-is in the elimination of buying mistakes. Too 
many items of merchandise develop a fondness 
for the stock room—they hate to be moved. These 
non-sellers are the mistakes the progressive 
dealer weeds out. The only items he can profitably 
handle are those with a quick turnover and re- 
peat orders, which come from satisfied customers. 
When it comes to Glass, Clearlite Quality Glass 
meets the requirements of the progressive dealer. 


HANDLE G L A « THAT ASSURES 


REPEAT ORDERS 





EASY ON THE EYES 


FOURCO GLASS CO., Clarksburg, W.Va. 


Branch Sales Offices: New York © Chicago « Ft. Smith, Ark. 


















no1 Fast Selling Tools 


No. 1—12-Point Box Wrenches made of forged 
vanadium steel in two styles, 45 and ten de- 
gree. Openings %” and 7/16” to 15/16” and 
1”. Fine counter and window displays avail- 
able. Free. 

No. 2—New PHILLIPS Screw Driver for Re- 
cessed Head Screws. In great demand. Four 
sizes. Fine counter and window displays 
available. Free. 

No. 3—Knife Handle Screw Driver—drop- 
forged and hardened. Durable, transparent 
lacquer. Steel part full polished. Hardwood 
handle. 6 sizes—2” to 8” blade. 

No. 4—Slip Joint Pliers with wire cutter, 
drop-forged, five sizes—5%” to 10”. Black, 
Zinc, Bright Nickel and Heavy Nickel finishes. 
No. 5—Streamlined Wrenches with Special 4 
Side Jaw, double-grip, 7 sizes—Openings 
5/16” and 13/32” to 15/16” and 1”. Finish No.2 
Steel Grey with Bright Ends. Free Counter o 
and Window Displays for Dealers. Your 
Jobber will supp!y you. Send for Catalog. 


BARCALO MFG. CO. 


No. 4 BUFFALO, N. Y. 





Up 


No. 6 











SPRAY 
PRINTING 


OUTFIT 





REAL PERFORMANCE—LOW COST 


Here’s just the outfit hardware dealers 
need to win volume business in spray 
painting equipment! 
For the first time — 
Jiffy brings real paint- 
ing performance to the 
low-priced field. Even 
a novice can secure 
quality workmanship! 
Jiffy is equipped with 
Crown’s new No. 18 
Pressure-Type Gun. Diaphragm Compressor (no 
pistons, cylinders or rings). Pressure-Feed Oil Sys- 
tem. Air Cleaner, Air Pressure adjustment, weight 
42 lbs. with motor. Guaranteed by Crown manufac- 
turers of famous Airflo outfits and full line of spray 
painting equipment since 1913. 









Write today for complete details, and a copy of 
Crown’s Merchandising Plan. . . It will mean extra 
profits for you! 


CROWN SPRAY GUN MFG. CO. 


218 Venice Blvd., Los Angeles, Calif. e Warehouses in Principal Cities 
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ERVICE and extra safety is assured by the superior quality 
manila fibres used in the making of Fitler Rope. These 


ey WH nN fibres are specially treated with 
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( PURE 


water-repellent and made with in- 
e MANILA 


THE EDWIN H. FITLER CO. 








into Fitler Quality Rope since 1804. 
New York Ch New Orleans Houston 


greater economy has been built 
Philadelphia Cordage Works Philadelphia, Pa. Est. 1804 
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GREENLEE 


HIGH QUALITY 


CHISELS 


A Size and Style 
for Every 


Purpose 





Chisels for carpenter work—for pattern 
making—for pole framing—for cabinet 
making—for tree surgery! These and 
other fields show the wide range of the 
Greenlee Line of quality chisels. And 
they serve these fields well, because they 
are made well, being constructed from 
high-grade materials by workmen who 
are specialists in their line. 


Greenlee makes a chisel for practically 
every use and in a great variety of 
sizes. The line includes the popular 
types of socket tools as well as tang 
butt and firmer chisels and socket fram- 
ing chisels. Each one is made from 
crucible steel and properly treated for 
toughness and ability to hold a fine cut- 
ting edge. 


Here is a line with exceptional possi- 
bilities for the dealer. Here you have 
quality, a reputation among the trade, 
and a line that sells at a fair price— 
three factors that are very hard to 
beat. Give the Greenlee line a chance. 
It will serve you and your customers 
well. Please give the name of your 
jobber when writing. 


GREENLEE TOOL CO. 


1715 Columbia Ave Rockford, Illinois 














to agriculture, and there is much 
that is needed in that particular con- 
nection. But the next thing I want 
to talk about is a thing that is the 
most important of all in any balance 
sheet, and that is people. 

The people who really founded 
and builded this country are not 
those who came over in 1776. This 
country was built during the migra- 
tion of 1820 to 1900—the Germans, 
the English, the Irish, the Scandina- 
vians, those are the people who 
really built this country. They came 
over and they had an opportunity 
they could not get in other countries. 
They knew what it meant to win their 
way through adversity, and because 
they won their way through adver- 
sity, and conquered adversity, they 
had character built into their souls. 

I am wondering if the people of 
today measure up to that group. We 
may be more educated, but are we? 
They had an education of a very 
practical sort. They were not eru- 
dite in the sense of book learning, 
but they had romance in the con- 
quering of the West, they had their 
art in the glory of the sunset, they 
had their music in the melody of 
the birds. 

They knew above all things that 
the one thing they could be certain 
of was that nothing in life that is 
really worthwhile comes save from 
work. They knew that if they 
worked industriously they would win 
their way in this country. 

But somehow today it seems to 
me that we who are in business seek 
the easiest way out, we seek to bring 
about a price rigidity which will 
prevent competition. We seek to 
bring about rigidity in the matter 
of hours of labor which will prevent 
competition. But we need that in 
a democratic form of government. 
We have assumed a paternalistic at- 
titude and I am wondering if we 
who are the most essential element 
in that balance sheet are measuring 
up as we should. 


Many Credit Problems 


One other thing I want to mention 
in connection with America’s bal- 
ance sheet, and it is this: There is 
no problem in the world today but 
what is not a credit problem. It 
was the abuse of credit that brought 
on the collapse in 1929. It was the 
abuse of credit in the World War 
that brought on the conditions fol- 
lowing the World War. It was and 
is the abuse of credit today which 
is responsible for many of existing 
conditions. Credit that should be 
used for commercial and productive 


purposes has been sidetracked into 
the manufacture of armaments and 
things of that kind. It seems to me 
we must pay more attention to the 
real potency of credit, that we must 
give it more of a place in the scheme 
of things, that we must have more 
respect for it. 

In our organization we have en- 
deavored to surround credit with 
some measure of protection, so much 
so that in seventeen years we have 
convicted seventeen hundred who 
sought to abuse credit, and sen- 
tenced them to the penitentiaries of 
the United States. 


The Weakest Spot 


Now the thing that disturbs me 
about all of our situation today, and 
the thing which I think is the weak- 
est spot in the balance sheet, is this, 
that you and I are not spending 
the money that we make. You and 
I wouldn’t have any credit in this 
country if we based it upon the per- 
formance of the past ten years, the 
performance both of the last Admin- 
istration and the present one. You 
wouldn’t give credit to a man who 
could not balance his budget over 
a period of ten years. 

Now why is it that the credit of 
the United States is still good in 
spite of the unbalanced budget? 
Your father and my father, and your 
grandfather and my _ grandfather, 
and those who went before them, 
had respect for their obligations. 
They paid them and they discharged 
them as they agreed they would do. 

They built up this storehouse, this 
granary of credit, and you and I of 
this generation are reaching in and 
we are taking away from that store- 
house of credit to such an extent 
that when another storm comes, 
there will be no supply left in the 
granary. Yes, we are doing more 
than that. We are looking down 
and lifting down and taking from 
that storehouse of credit, future pvs- 
sible credit that our children will 
need for commercial transactions, 
for credit is created only and solely 
through commercial transactions. 

Now it seems to me that we ought 
to approach this thing in a spirit of 
fairness to our own children for, 
after all, if we had not inherited 
freedom of opportunity, if we were 
unable to make our way in the world 
because of our parents’ actions, that 
should rightfully be the heritage of 
our children. But that has not been 
our heritage. 

And then, somehow or other when 
we get into these situations, we al- 
ways try to pull a rabbit out of a 
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Safeguarding Health and Profits 


Women have learned that Carlton Stainless 
Steel Ware can not chip, peel, nor crack; 
nor will it discolor or taint foods in cooking. 
The demand for Carlton Ware is growing and 
growing, and every sale is a clean sale, free 
from complaints that cut into profits. Meet 
the trend to stainless steel with Carlton Ware. 
Ask your jobber. , ’ 


The Carrollton Metal Products Co. 
Carrollton, Ohio 


CHROMIUM 
AND NICKEL 


STEEL WARE 


CARLTON 


STAINLESS 























COPPER & BRASS 


Belt & Trunk 
Rivets & Burs 
Round, Flat, Counter- 
sunk Head Rivets 
Washers 
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STAR ® BRAND 


COPPER RIVETS AND BURS 








FORGED TOOLS 


SINCE 1854 













AGRICULTURAL 
TRACK 


| CONSTRUCTION 
| MINING 






THERE IS NO SUBSTITUTE FOR 


EXPERIENCE 


THE WARWOOD LINE TODAY REFLECTS 
ACCUMULATED EXPERIENCE FROM 
83 YEARS CONTINUOUS OPERATION 





WARWOOD TOOL COMPANY 


| 
| WHEELING, WEST VIRGINIA 











LIVE ITEMS 
| Make Live Displays ! 


| HERE ARE TWO OUT OF MANY NEW HAVEN 
| WATCHES & CLOCKS OF STRONG SALES APPEAL 
~ — f --—— 


“GEM” Wrist Watch 


| Distinctive Design, Reasonable Price 


A thin-model, chromium plated case of 
| unusual style and _ distinction, * en- 
hanced by an attractive, two-tone sil- 
vered dial with unbreakable crystal. 
Retails at only $3.25 with choice of de- 
tachable leather strap, or link bracelet 
as shown here. An excellent value, 


easily apparent. 
SPORTS 
TIMER 


A combined watch 
and stop watch. 
Indicates total 
play or working 
hours from one 
second to 12 hours. 
Fetching octagon 
case nicely nick- 
eled; dependable — 
movement. Retail, Pn 
$2.50. Available All prices 
also: Football slightly 
Timer at $4.00 re- higher on the 
tail, and Pedome- Pacific Coast. 
ter at $2.50. 





















If not at your jobber's, send us his name. 


WATCH DIVISION 
THE NEW HAVEN CLOCK CO. 
eo NEW HAVEN, CONN. 

















IS ONLY POSSIB 


LE 


BECAUSE OF THE 
MOST MODERN 
OF PRODUCTION 


PLANT-ALLIE 


ry 


Wma 70 QUANTITY 


OUTPUT. 


Representative in the 
United States. 





“SHEFFIELD SAWS can be 
obtained from our Sole 


JOHN S. McKENZIE, 
1170 BROADWAY, 











a NEW YORK. 
SANDERSON BROTHERS & NEWBOULD, LTD. 
SHEFFIELD ENGLAND 
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hat. We seem to overlook the fun- 
damentals of economics which have 
been with us so long, and which 
have been proven by history to be 
sound. 

We seem to give hypodermic after 
hypodermic to the patient, until the 
patient is drugged. 


Many Fads 


I know that at the moment we 
have many of these fads in this 
country that I think are not condu- 
cive to good citizenship. I do not 
know whether the former speaker 
will agree with me, but I am going 
to mention one of them. To my 
mind we are going away off in our 
education in this country. I think 
we are overemphasizing it entirely 
too much. Three or four weeks ago 
I stopped in a county in Michigan, 
and I was amazed to discover that 
the principal of that high school 
there was sending the instructors in 
the third and fourth grades to one 
of the universities here in Chicago 
in order that they might get their 
Master’s Degrees. 

I said to him, “Perhaps I am a 
reactionary, perhaps I am too con- 
servative, and perhaps I’m old-fash- 


‘joned; but will you tell me why an 


instructor of children in the third or 
fourth grade needs a Master’s De- 
gree to be a competent instructor?” 

He looked at me for a moment 
and then asked me a question in 
answer: “What do you consider to 
be the qualifications for an instruc- 
tor who teaches the third or fourth 
grade?” 

I said, “There are one or two 
questions I would ask of an appli- 
cant seeking that position, and the 
first one is, How does that man or 
woman stand in the community? 
Are they respected and repectable 
citizens? Do they handle themselves 
well? Have they a reasonably relig- 
ious background?” 

Now those are the questions I 
would ask, because I know that my 
child who goes to the third or fourth 
grade is going to imitate her teacher. 
I know that the teacher is going to 
be closer to her than her parents. 
The teacher will be a pattern that 
will be conducive to making a good 
citizen of my child. 

Then I told him that the second 
thing I would ask that instructor 
would be this: Whether or not that 
instructor could convey to my child 
just the simple fundamental that 
everything worthwhile in life must 
be earned, and that you cannot ex- 


pect to receive anything without an 
effort. 

If you as a teacher convey that 
to my child, as far as I am con- 
cerned you fill the bill 100 per cent, 
and you would be the type of in- 
structor I would employ for my 
child in the third or the fourth 
grade. 

Now, the thing that concerns me 
about education is this: Day after 
day young men come into my office 
and they are over-educated so that 
they cannot find their place in the 
scheme of American life. They go 
out in a discontented frame of mind, 





JOHN M. BURBANK 
Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn. 
N.W.H.A. Executive 
Committee 


and the result is not conducive to 
the building of solidarity of charac- 
ter which we need in this country. 


What Did We Learn? 


It had been a long time since we 
have been in the throes of a depres- 
sion, and I wonder what we learned 
through it all. I frequently wonder 
whether you and I of this generation 
are really willing to face facts, will- 
ing to take on the load, willing to 
forget that we can lean, now and 
then, on a paternal government in 
Washington for such help as we 
need. 

Perhaps if you and I took our 
citizenship responsibilities a little 
more seriously and tried to dis- 
charge those responsibilities a little 
better, you and I would not be in 
a position to complain of the gov- 
ernment we have. After all, what 
is the thing that is more important 
in America’s Balance Sheet than 
people; and you and I constitute 
that factor, and we can decide what 
the government of the United States 
can and will be. 
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UTILITY BOX ASSORTMENT 







A 50¢ 
Seller 





1 Dozen 
A NEW Shear 
IDEA Combination 


FOR BOOSTING SALES! 


Instead of mounting “Arrow” 
Ball-Bearing Steel Spring Shears 
on display card, we pack them 
in a useful and attractive Gift 
Box. 


NO. 450 ASSORTMENT 


Beautiful Sift Utility Box hand- 
somely designed and sturdily 
constructed, containing: 

6 pair 7” Shears 

6 pair 8” Shears 

| Display Card attached to box 

| Tally Card 
Shears are American Pattern 50c 
items with carbonized cuttin 
edges of even hardness. Eac’ 


As each pair is sold, the pur- 

chaser's name is written on an 

accompanying card. When the 

last pair goes—the seal is 

broken and the purchaser whose por ern. ni plated, Cut 
[2 


name is opposite the lucky ting edges automatically kept in 
number receives, without further adjustment with special Steel 
cost, the Gift Box. Roller Ball and Spring. 


The ACME SHEAR COMPANY 
BRIDGEPORT, CONNECTICUT 


Sold only through your Jobber. Write him. 





















WATER SYSTEMS 


take comfort 






into the country 



















More and more country people are en- 
joying the luxury, convenience and econo- 
my of running water. More and more 
people are buying Roper Water Systems 

. . they are leaders in sales. 


Illustrated here is the Roper double- 

| acting, single cylinder piston system with 

direct drive, sani-tank of porcelain enamel, 

uni-valve plate, built-in motor and pres- 

| sure switch. Many exclusive features that 
make the Roper a standout in value and 

performance. 

| 

| 


Write for literature on Shallow and 
Deep Well systems. 











SUPERIOR 
BRAND 
HARDWARE 
CLOTH 
Copper-Bearing 
Steel 
Standard 


Size Wires 


It costs no more 
for this quality 
product. 





Hit 




















At your jobber 


G. F. Wright 
Steel & Wire Co. 


WORCESTER, MASS. 


POULTRY NETTING — WIR 
, CLOTH—CHAIN LINK FENC 

AND GATES—WIR 

CLOTHES LINES—WIR 
LATH 
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FASTEST SELLING GLASS COFFEE BREWER 
...Just Look At Its Geatures! 


Here's why the CORY Coffee Brewer is easiest to 
sell. It's the most beautiful of glass coffee 
brewers. Provides the most alluring features. 
Advertised to over 15,000,000 readers. Sup- 
plies dealers the most valuable dealer helps. 
Prices maintained, so you get your rightful profit. 


* ‘‘Fast-Flo’’ Filter. Fast- 
est In the world! Con- 
trols time and tempera- 
ture. insures perfect 
coffee automatically. 

* 2-heat electric units; 
high and low. 

* Patented Funnel Holder. 

* Hinged Decanter Cover. 


* Better - Heat - Resisting 
Glass. 


Ask your jobber or write us for catalog. * Beautiful Platinum 
Striping. 

GLASS COFFEE BREWER CORPORATION NO METAL touches th 

Dept. 35 325 No. Wells St. Chicago, Ill. “cote. 


WRITE FOR FREE copy! 
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CONSIDER CAREFULLY 
YOUR °38 GARDEN 
TOOL LINE 


Every indicator points to another 
big garden tool season. Canned 
vegetables are high, other living 
cost indices are rising. Result— 
more home gardens. 


NORCROSS garden tools 
have been STANDARD for 
nearly half a century. They’re 
made by skilled workmen of 
long experience, and represent 
the utmost in quality of 
materials, design, finish and 
durability. 


Millions swear by them. 
WRITE for catalog showing the 
1938 Norcross and Bushnell lines 


of Cultivators, Weeders and 
Mulchers. 


C.S. NORCROSS & SONS 
Bushnell Illinois 





Sold only thru INDEPENDENT 
Wholesaler-Retailer channels 





Quality Garden Tools 
Since 1891 
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Walter Peabody's Address 


(Continued from page 161) 


erly review the trade-agreement pro- 
gram as a thing apart. If it has 
merit it can be only because it fits 
reasonably into the trend of other 
world activities, both foreign and 
domestic. I do not believe that it 
does. 

In the foreign field it seems to 
me that we have the cart before 
the horse. Our first concern in this 
field should be the stabilization of 
international exchange. As long as 
international exchange is unstable 
and subject to all kinds of manipu- 
lation we tread dangerous ground 
in reducing our tariffs and building 
them at lower levels. Domestic pro- 
ducers and labor may well pay the 
penalty and whatever gains were 
presumably obtained for export in- 
dustries will evaporate like a morn- 
ing mist. Not until a marked degree 
of stability in foreign exchange has 
been achieved, and not until there 
has been a marked improvement in 
the attitude of foreign countries 
toward the use of the various re- 
strictive devices that are so widely 
prevalent should we seriously even 
entertain the idea of making un- 
restricted tariff concessions. 

In the domestic field the trade 
agreement program is if anything 
even more inconsistent when con- 
trasted with our other activities. Un- 
finished business before the Special 
Session of Congress includes the 
Wage-Hour Bill and the Agricul- 
tural program. Whatever the fate 
of these particular bits of legislation 
the Administration approach to the 
problem of recovery during the last 
several years has been constantly 
one for higher wages and higher 
prices for the farmer. It is not logi- 
cal to reduce duties and freeze them 
in the face of uncertainties as to 
the future of our own costs. 

Finally, let us consider the trade 
agreement procedure in and of it- 
self. First, let me repeat that I 
know that those entrusted with the 
responsibility of carrying out the 
details of these negotiations have 
been extremely conscientious and 
careful in the exercise of their as- 
signment. 

We have discussed earlier the 
point that the law does not make 
any attempt to define specifically 
conditions which do or do not jus- 
tify changes in duty. We have 
pointed out that what facts in your 
mind and mine would result in “the 
improvements of the condition of 


labor and its standard of living” 
may seem like so much chaff in the 
wind to those who make the de- 
cisions. 

We have not commented, however, 
on one fundamental weakness in 
our existing tariff structure—a weak- 
ness which is merely emphasized 
by the trade-agreement program. 
The tariff policy of the United 
States is essentially one of a single 
rate of duty to all countries. World 
conditions today do not, and for a 
long time to come will not justify 
this treatment of foreign trade. As 
long as we have a single rate of 
duty to all countries we will be 
continually faced with a major 
dilemma. If we have a tariff high 
enough to protect us from the mod- 
ernized production of low wage 
countries we eliminate imports from 
the comparatively high wage coun- 
try. If we have a tariff low enough 
to admit competition from the com- 
paratively high wage country, it is 
too low to protect us from the com- 
petition of the low wage country. 

Our procedure of tariff making 
needs revision to give us a mecha- 
nism which will at least distinguish 
between the labor costs of compet- 
ing countries and be sufficiently 
flexible to enable adjustment to 
meet changing conditions at home. 


Down Payments 
QUESTION for growing con- 


cern in installment selling is 
the down payment. When install- 
ment selling was first introduced. 
the practice of retailers was to let 
the down payment equal the cost 
of the merchandise sold. This was 
later changed to require only a pro- 
portion sufficient to induce the pur- 
chaser to continue payments to avoid 
loss of the equity obtained in the 
merchandise by the down payment. 
The amount in many instances now 
has dwindled to the vanishing point. 
Too many advertisements repeat “| 
cent a day” or “No down payment,” 
even where there is nothing to turn 
in. With rising values, this prob- 
lem is of no grave concern. At the 
time prices turn down once again, 
the lack of an adequate down pay- 
ment wili be cause for concern. The 
time to anticipate this situation is 
now.—Wilford L. White, Chief. 
Marketing Research Division, Bu- 
reau of Foreign and Domestic Com- 
merce. 
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BROAD JAWS 


BROADEN YOUR TURNOVER 


of the ARMSTRONG 
KIT VISES 


Your customer's favorite portable Vise 
has been improved. 


A complete line of Broad Jaw Kit 
Vises, that can be clamped to any 
plank, post, bench or partition, is 
now available for 1 to 2!/,” pipe. 


If you've sold ARMSTRONG Standard 
Vises, POST Vises or VISTANDS 
equipped with Broad Jaws you well 
know the popularity of this improve- 
ment. Broad Jaws grip tighter—along 
their entire surface, firmly holding any 
kind of pipe, rod or conduit without si 
marring or digging. They're stream- ARMSTRONG VISES have the 


lined, too. Frictionless Disk that makes 
gripping easy and increases 


WRITE FOR COMPLETE FACTS life of vise. 
ANOTHER MODERN TOOL FOR MODERN PIPE BY 





ARMSTRONG 


MANUFACTURING COMPANY 


BRIDGEPORT 


CONNECTICUT, U.S.A. EST. 1869 
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seller to Carpenters, Builders and Contrac- 


clear, rapid marking. 


660 Soft and No. 664 Medium. Finished in 
Bright Red to catch the eye. Stock and dis- 
play these much demanded pencils where 
customers will see them and be reminded 
of their need. 


Samples furnished on request 
Order from Your Jobber 
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! ALLIGATOR 1 


TRADE MARK REC. U.S. PAT. OFFICE 





HAMMER TO 
‘» APPLY IT” 














BLAISDELL BUILDERS No. 659 is a popular | 





tors who prefer it to all other pencils for | 


Made in three grades, No. 659 Hard, No. | 
















PARE & 
—2EPAR Holiday Season With 


For A OS Hindom EQUIPMENT! 


HELLER’S ATTRACTIVE FIXTURES 
WILL INCREASE HOLIDAY BUYING 


Get ready for the big: 1937 holiday season by presenting your 
merchandise in an ATTRACTIVE HELLER MANNER—this famous 
sales producing equipment stimulates greater buying. 

HELLER FOLDER No. 4871 vividly illustrates an entirely new 
effective fixture line and new system of presenting merchandise 
within sight and easy reach of the customer. 


SEND TODAY FOR 
NEW FIXTURE FOLDER No. 4871 FREE ! ! 


W. C. HELLER & CO. 


700 Bryant St. 20 Vesey St. 
Montpelier, Ohio New York, N. Y. 
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TOOL USERS AGREE 





Men who work with tools—in larg- 
est industrial plants or smallest re- 
pair shops—know “There’s a dif- 


ference” in Morse Tools! 


Toolmaking experience, carefully 
controlled hardening, accuracy in 
grinding, each helps to assure this 
difference. It is the reason why 
Morse Tools are so satisfactory to 
use and to sell. Is your stock 
complete? 








THE MORSE LINE 


Includes 

High Speed and Carbon 
Drills Chucks 
Reamers Counterbores 
Cutters Mandrels 
Teps and Dies Taper Pins 
Screw Pilates Sockets 
Arbors Sleeves 


MOR SE 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S. A; 


MEW YORK STORE: CHICAGO STORE: 
°° 570 WEST 
130 LAFAYETTE 8T. RANDOLPH ST. 
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Wholesalers Discuss Price Problems, 


Employee Relations and Broken Packages 


N the final meeting of the 
National Wholesale Hardware 
Association, Thursday morning, 
President Shannon Crandall, called 
on wholesalers from all sections of 
the country to discuss a variety of 
problems facing the jobber. In the 
discussion on the present price level, 
and its effect upon consumer de- 
mand, E. R. Masback, Masback 
Hardware Co., New York City, said 
that the subject was a pretty broad 
one and that the barometer of prices 
in the east was Wall Street. There 
is an increasing amount of con- 
sumer resistance to price increases 
particularly in “price group items,” 
customers wanting the prices of 
these items kept on the same basis 
as heretofore. He also declared that 
the question of higher prices was 
an increasingly serious one with 
which we must proceed very cau- 
tiously. 

F. E. Pharr, Buhrmann-Pharr 
Hardware Co., Texarkana, Ark., said 
that there is always a certain amount 
of resistance to price increases, on 
the part of consumers except when 
they have plenty of money. The law 
of averages has always levelled these 
things off. On the same subject 
B. J. Badham, Hoffman Hardware 
Co., Los Angeles, Cal., pointed out 
that in his particular section of the 
country changes in metal prices 
affected other prices. During the 
past few months in this territory 
people intending to go ahead with 
a building program have decided to 
wait until things are more stabilized. 
W. H. Terstegge, Stratton & Ter- 
stegge Hardware Co., Louisville, 
Ky., suggested if prices are too high 
to let the ultimate consumer make 
the decision. 

In a discussion of management 
and employee relations, bonus plans, 
profit sharing, etc., W. A. Parker, 
Beck & Gregg Hardware Co., At- 
lanta, Ga., said that business con- 
ditions determine his company’s pro- 
gram and that it tried to compensate 
employees as the company feels they 
should be compensated. C. J. Whip- 
ple, Hibbard, Spencer, Bartlett & 
Co., Chicago, told of pensions, profit 
sharing, and sick benefit plans used 
by his company, pointing out that his 
organization felt such plans were 
advantageous to the company as well 
as to the employees. The necessity 
of employees being interested in 


their jobs was emphasized by F. R. 
McGinnis, Union Hardware & Metal 
Co., Los Angeles, Cal., who said that 
such a condition was necessary for 
the success of a business. 

Walter M. Bonham, C. M. Mc- 
Clung & Co., Knoxville, Tenn., dis- 
cussing methods used in securing 
data for monthly statements to sales- 
men said his firm posted salesmen 
every day and made an analysis, 
every 15 days for salesmen not do- 
ing so well. He spoke of the impor- 
tance of showing salesmen every 
month how much they sold in each 
department. 

On the subject of selling prices 
on merchandise from broken pack- 
ages, L. M. Stratton, Stratton-War- 
ren Hardware Co., Memphis, Tenn., 
held that where it is necessary to 
break packages the price should be 
based on broken package costs. C. J. 
Whipple said, in discussing in- 
creased profits as the result of effi- 
cient management, that customers do 
not object to the giving of quantity 
discounts only on quantity pur- 
chases. 

Members of the association indi- 
cated their preference for Atlantic 
City, N. J., as the next meeting place. 
All officers were reelected as were 
those members of the executive com- 
mittee whose term of office expired 
this year. 


Taxation ! 


The pocket-picking nuisance taxes 
are still with you. 

For instance, in August, accord- 
ing to figures just released by the 
Internal Revenue Bureau— 

Your taxes on playing cards to- 
taled $264,790; 

Your taxes on tires totaled $2,- 
198,788 ; 

Your taxes on inner tubes totaled 
$458,747; 

Your taxes on chewing gum to- 
taled $109,937, and 

Your taxes on sporting goods 
totaled $500,340. 

These are but part of the excise 
taxes that month after month dip 
into consumers’ pockets. 

—an editorial in 
The (N.Y.) World-Telegram. 
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Entrust your CATALOG 4 Specialsh- 


More and more leading Hardware Jobbers are turning to 

“Norampress” for their catalogs. They find it wisdom to entrust 

the complete job, from start to finish, to our catalog specialists. 

More than 36 years of experience go into the production of every 
“Norampress” catalog. 










Inquire for Full Details. 


THE NORTH AMERICAN PRESS 


728 No. 7th Street Milwaukee, Wisconsin 













































Eclipse Stove Pipe Thimbles Eclipse Flue Reducers 
All sizes from 3” up—for floor and wall—with either Most convenient type of Stove Pipe Re- 
spring or screw adjustment. All types have black ducers. Made of 26 gauge black steel— 
enameled steel collars and body of heavy bright tin 6” to 5”, 6” to 4” and 6” to 3” carried in 
plate. Complete stock of all sizes for immediate ship- stock. Other sizes made to order. Packed 





ment. Packed 4 doz. to a carton. 1 doz. to a carton. 





Write for Complete Catalog and Further 
Information. Sold Exclusively Through 
Jobbers. 


Dealers write for nearest source of supply. 
We also make Complete Line of Charcoal Grills—Write for 
Catalog. Manufactured by— 


Eclipse Metal Mfg. Company 


Eden, New York 


“CUSH-IN-GRIP” TWO PROFITABLE SELLERS!) CHAMPION 


(RUBBER-LINED-JAWS) STEEL TRAPS = «cush-in-Grip” steel Traps are outstanding sell- ALL-STEEL TRAPS 




















ers for muskrat, mink, skunk, fox, raccoon, and other 
animals because trappers have accepted them as 
being practical. Tough RUBBER Strips are securely 
riveted to each jaw, absorb shock and REDUCE 
WRING-OFFS. These humane traps do not break 
the bone, nor kill. “CUSH-IN-GRIP” Traps increase 
trappers’ catches, profits and your sales. 
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CHAMPION Steel Traps are also profitable sellers. 
They are low-priced yet FULLY GUARANTEED 
IN QUALITY. Solidly constructed with strong 
tempered springs. End of spring on Jump Model 
slightly curved and indented to provide ‘“‘slip-less” 
grip for trappers’ fingers when setting. 

MADE IN No. |, 1%, 2 LONG SPRING 


ae by Leading Jobbers. Write for Samples and AND JUMP MODELS 
Prices. : 


CHAS. D. BRIDDELL, Inc. Dept. H.A.-10 Crisfield, Maryland, U.S.A. 
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New (Patented) Suspended Flier Electric Trains 


First time on the market 
anywhere. Operates at 
high speed—150 scale 
miles per hour. Will 
never fall off the track. 
It is mechanically stabil- 
ized. Does not swing. 
Obtainable in three colors. 
A set includes—three cars 
11 in. long each, 3% in. 
high—2% in. wide—twelve 
uprights — eight curve — 
four straight tracks and 
transformer. Total length 
of track 18 ft. 


Wetal 


DISPLAY FIXTURES 


RHC Metal Display Fixtures 
combine maximum utility with 


space economy .. . yet offer 
at the same time the most up- 
to-date items in the display field. 
A few of RHC’s thousands of 
store display items are illustrated 
here. The RHC Catalog shows Sets are ready for immediate delivery. Territories available to 
all of them. If you don’t - : " reliable parties. 





have a copy write for one 


Generous discounts to all retailers and jobbers. 
today. 


Suspended Railway System Toys Corporation 
85-68 Il Ith Street Richmond Hill, L. |., N. Y. 
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Write for Catalog 


B-35 314 N. Francisco Ave., yr > U. 
Eastern Warehouse & Sales: 199 ayette ‘a 'N. Y. 





A. W. HOWE 


EMBERS of the National 
M. Association of Sheet Metal 

Distributors held their 
meetings Tuesday morning and af- 
ternoon, with President A. W. Howe, 
The J. M. & L. A. Osborn Co., Cleve- 
land, Ohio. presiding. Tuesday 
morning. members of the executive 
committee, the Galvanized and Black 
Sheets and Corrugated Roofing Com- 
mittee, the Eaves Trough and Con- 
ductor Pipe Committee. the Tin and 
Terne Plate Committee and the Pre- 


Carbon Wrenches 

Chrome-Vanadium 
Wrenches 

Socket Wrenches 


hammer. 





Pipe Tools — the most complete line 
built. Distinguished by the arm 







Metal 
Cutting Lathe 
Tome 7 home 


ARMSTRONG» BROS. TOOL CO. 


"'The Tool eg | ee 


National Association 
of Sheet Metal 
Distributors 





pared Roofing Committee met to 
consider reports to be submitted at 
the regular meeting of the associa- 
tion held that afternoon in the Red 
Lacquer Room of the Palmer House. 

George E. Totten, Carnegie-IIli- 
nois Steel Corp., Pittsburgh, Pa., 
discussed, “What is Being Done to 
Increase the Distribution of Terne 
Plate.” He pointed out that roofing 
terne is not a new product and that 
while Americans always like to try 
something new, they occasionally 
find that some older things are good 
too. People principally interested in 
roofing terne are, he said. property 
owners. architects and builders. All 


must. he declared, “maintain vigi- 









ARMSTRONG 


Quality TOOLS 


ATIONALLY ADVERTISED for over 40 

years. Standard throughout industry 
ARMSTRONG LINES attract quality tool 
buyers and build profitable tool sales. 


ARMSTRONG 


"C"' Clamps 
Ratchet Drills 


Tool Holders 








lance to keep up the high standard 
of quality which has made this prod- 
uct so satisfactory. When it was 
determined not to furnish private 
brands without the weight of coat- 





ROBERT H. LYON 


ing stamped on the plate a very sig- 
nificant and constructive move was 
made in that direction.” Mills are, 
he stated, interested in the problems 
of the distributors. 

The report of the Tin and Terne 
Plate Committee, submitted by its 
chairman, O. F. Murphy, Lyon, Conk- 
lin & Co., Inc., Baltimore, Md., rec- 
ommended that, “the quantity extra 
per roll—, charged by the manufac- 
turer who fabricates ternes in rolls 
should be increased.” This recom- 
mendation was approved. He said 
that, “Standard roll ternes for roof- 
ing now consist of 28 sheets, 20 x 28 
in., four rolls to the box, and for 
valleys and other purposes the roll 
shall be 100 ft. or 50 ft. in length, 
and that shall be termed a roll of 
terne.” He stated that with the ap- 
proval of 70 per cent of the associa- 
tion’s membership the proposed revi- 
sion was accepted, the revision to be 
effective as of Nov. 1, 1938. The 
revision is identified as Simplified 
Practice Recommendation R30-37, 
Roofing Terne. 


HARDWARE AGE 




















oc 











Amin 


oer OLE EN cscs 


3200 BELMONT AVE. - CHICAGO 





OCTOBER 21, 1937 


| 





A paper on, “The Problems of the 
Mills in the Distribution of Flat and 
Corrugated Sheets.” by F. R. Meyer, 
Jr., Inland Steel Co., Chicago, who 
was unable to attend, was read by 
Secretary George A. Fernley, Phila- 
delphia, Pa. This paper declared 
that galvanized sheets sold today are 
greatly improved over those sold 
just a few years back and that the 
demand for them is steadily increas- 
ing. It is the function of the mill 
to sell in carload lots and of the 
distributor or jobber to sell in less 
than carload lots from stock, ac- 
cording to Mr. Meyer. He said that 
in 1936 one and one-half million 
tons were produced and that at $70 
a ton the dollars and cents value 
amounted to over $100,000,000. Of 
this approximately 524,000 tons were 
sold by the mills to jobbers and dis- 
tributors. 

The report of the Galvanized and 
Black Sheet and Corrugated Roofing 
Committee read by its chairman, 
A. J. Becker, Ohio Valley Hardware 
& Roofing Co., Evansville, Ind., was 
accepted and the association voted 
to recommend to the mills the reten- 
tion of the jobbers’ functional differ- 
ential on all purchases of this ma- 
terial by jobbers of it. 

Joseph Stelwagon, Stelwagon Mfg. 
Co., Philadelphia, Pa., chairman of 
the prepared roofing committee, held 
that manufacturers should not show 
a carload price classification unless 
they intend to use it strictly on in- 
dividual shipments of 40,000 Ib. or 
more and that they should not ship 
to anyone either from their factory 
or warehouse in quantities of less 
than ten tons. He said that, ““Manu- 
facturers should not circulate their 
factory carload prices to any trade 
that is not actually buying in car- 
loads. Circulation to all classes of 
trade of the manufacturers’ carload 
price has a tendency to make it dif- 
ficult for the jobber to sell at the 
proper l.c.l. price. Manufacturers’ 
carload price should be given only 
to those customers actually buying 
in carloads and should not be broad- 
cast as is now the case.” 

Mr. Stelwagon recommended that 
members of the association, “To 
properly impress the manufacturers 
with the importance of the distribu- 
tion of the jobbers affiliated with 
your association, each jobber should 
state without identification, the num- 
ber of cars he handles per year.” He 
also recc¢mended that a resolution 
be passed and addressed to the sec- 
retary of the Prepared Roofing In- 
stitute, demanding a definite expres- 
sion as to “just what the Institute 
has in mind for the distributor.” 





Free! 


This Colorful 
New COUNTER 
DISPLAY 

















Let It Sell 
More 3-IN-ONE OIL 
for You! 


You can sell more 3-In-One Oil by dis- 
playing it with guns, fishing reels, bicycles, 
skates—that need its service. You'll be 
amazed how quickly you can increase 
sales and profits with this new counter 
display and help your customers get 
better results from the equipment they 
purchase. 3-In-One Oil has been preferred 
since 1894 for the triple-service it gives 
—Lubricates, Cleans, Prevents Rust and 
Tarnish. Order from your jobber today. 


MAIL THIS COUPON TODAY 


hee eee ee et Pe tt eneeenemamnany 


THE A. S. BOYLE COMPANY (Distributors) 
257 Cornelison Avenue 
Jersey City, N. J. 


SEND 3-IN-ONE OIL DISPLAY FREE 


Name 
Address 
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3-IN-1 OIL 


CLEANS 


LUBRICATES 
PREVENTS RUST AND TARNISH 
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: 
Get This 


FREE 
5-COLOR 
COUNTER STAND 


EVERYTHING ANY GUN NEEDS 





TIE UP WITH 


FALL ADVERTISING 
of 


FIENDOIL 


Another four-color, full-page ad in 
Field & Stream for November will 
again open up tremendous new busi- 
ness for FIENDOIL dealers. Write for 
FREE 5-Color Counter Stand and il- 
lustrated give-away literature on 
Fiendoil. Everywhere—all over the 
country—the demand is for this per- 
fect gun cleaner. It's the only oil and 
solvent made specifically to clean 
firearms. Backed by a high-powered 
advertising campaign, Fiendoil is 
making new friends and customers in 
every community—customers who al- 





ways come back for more. 


Retail Price . . 40¢ 
Dealer Price . . $3.20 doz. 


The 
McCambridge & 
McCambridge Co. 


12 L Street, S.E., Washington, D. C. 
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Where Employee 
is Loaned 


Where a business man loans an 
employee to work temporarily for 
someone else, what is the liability 
of the employer if the employee 
causes damage or injury in the 
course of his work for the secondary 
employer to whom he has_ been 
loaned? 

That question, as put, may seem 
a bit complicated, but is apt to arise 
in circumstances where a_ business 
man lets an employee temporarily 
“help out” a customer or some other 
business man. In California recent- 
ly an employee was “loaned” to 
drive a car for a customer. While 
thus loaned, the employee became 
involved in an accident resulting in 
great damage. Passing on the li- 
ability of the original employer for 
the damage negligently done by the 
employee under these circumstances, 
the California court said: 

“An employee may be loaned by 
his employer to another, so that the 
act done by the employee becomes 
the act of the employer to whom he 
has been loaned and for the time 
being the original employer is not 
responsible for the employee’s acts.” 





Compromise Talk Safe 


When a business man gets into a 
dispute with a customer over the 
amount which the customer owes, is 
it legally safe for the business man 
to say that he will accept in full 
settlement, an amount less than that 
which the customer really owes? 

Sometimes a customer who owes 
$100, for example, complains about 
the merchandise and wants a price 
concession view of his complaint. 
In the interest of keeping the cus- 
tomer’s good will, the merchant may 
after some discussion say, “Well, I 
might be willing to call it square for 
$80,” or words to that effect. The 
customer goes away without paying 
anything, and the business man is 
subsequently obliged to bring suit. 

In the legal proceedings may the 
customer show that although the 
business man is suing for $100, he 
actually agreed to accept $80? 

The Supreme Court of Oregon in 
a recent case says that such an offer 
of compromise cannot be introduced 
against a merchant if the matter 
comes to suit. The mere fact that a 
business man in the interest of good 
will and satisfying a customer ex- 
presses a willingness to accept less 
than he feels is actually due him, is 
not to be used against him in court. 

“An offer of compromise may in- 








They tell their 
neighbors about it! 


NSTANT lighting—free oil 
feeding—a clear, hot flame 
—absence of carbon—and a 

saving of fuel! These are 
the outstanding sales building 
features of 


FLAMEMASIER 


ASBESTOS WICK 


Users of this scientifically de- 
signed wick are so pleased with its 
performance that they pass the 
good word along to their neighbors 
and friends, mentioning the name of 
the store that supplied them. That’s 
why Dealers who carry “Flame- 
master” get the bulk of the wick 
business in their locality. 

“Flamemaster” is _ all-asbestos, 
hence reduces carbon to a mini- 
mum. Patented weave with vents 
along lower edge permits oil to flow 
freely from one section to another. 
Types to fit all oil stoves and ranges. 





Write for interesting facts and send 
Jobber’s name if he can’t supply you. 
TRIPLEWEAR BRAKE LININGS CORP. 


Makers of Triplewear Engineered Brake Sets 
PATERSON, N. J. 


Exceptionally attractive proposition for live 
Sales Agents. 














... the patented pre- 
Shrinking process that 
makes O'BRIEN Therm- 
olyzed Tung Oil Paints 
your key to bigger 
profits—write for 
complete story today! 


O'BRIEN VARNISH CO. 


uth Bend Indiana Since 1875 


O’BRIEN 


HARDWARE AGE 
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SA ON QUICK SALES 





Neb, Get in your Anna & Andy Sponges and Chamois 
IZ now ... if you want to get in on the big 
‘ae = profit clean-up. Last call for the band wagon! 
es 


Everything from sales manuals, counter booklets and 
publicity to free scientific displays that stop ‘em 
and sell 'em. 


Electric Chamois Salesman No. 1010 


FREE Combination Display Dis- 
penser that attracts the customer 
to the actual colorful cartoon 
packages of Chamois and direc- 
tions for best use. FREE with assort- 
ment of 10 Chamois. $10.00 re- 
tail value. Your cost $6.66. 





it On] 
SPONGE DISPLAY No. 9 


Andy Basket Display . . . FREE 
with 12 assorted taped and cel- 


lophaned Andy 
Sponges. $9.00 
retail value... How 
Your cost $5.40. 


CHAMOIS CO., Inc. /4'2\- 


NEW TORK SAN FRANCISCORBS 


“DEMAND BY BRAND” | 










Therr € utting 
Ability 


BEVELED 


Because they “*CUT LONGER 
BETWEEN SHARPENINGS” 
—and are first on all other 
important points — Balance, Temper, Steel, 
Straight Eye — Collins Axes are responsible 
for an increasing number of profitable sales 
through hardware stores. 

Order from your jobber. If he can’t supply 
you write us. The Collins Company, Collins- 
ville, Conn. 


MICHIGAN 


A complete line of ver 130 years 
axes, mattocks, yeep edges 
small axes, hatch- guide tothe best 
ets, bush hooks, in axes. 


hoes. 





Qeartimus 





OCTOBER 21, 1937 





volve the surrender or waiver of 
rights rather than an insistence upon 
them,” says the Oregon court. “Due 
to this circumstance, as well as to a 
desire to encourage compromise, the 
law regards offers of compromise as 
privileged communications and ren- 
ders them inadmissible as evidence 
against the party who made the com- 
promise offer.” 

This decision is expressive of the 
general law on this subject ap- 
plicable throughout the United 
States. Discussions and offers of 
compromise are said to be “without 
prejudice,” that is, they do not pre- 
vent a business man from asserting 
his right to full payment, even 
though he was willing to compro- 
mise for less money. Sometimes 
such compromise offers are made in 
letters. It is a wise precaution to 
state as the last sentence in the 
letter. “All the above is entirely 
without prejudice.” This will pro- 
tect the business man from having 
his written offer of compromise used 
against him in the event that a law- 
suit should follow. 





Manufacturer Not Forced 
to Sell Retailer 


That manufacturers may legally 
“conspire” in their refusal to sell 
certain retail merchants is apparent 
from a recent decision in the Fed- 
eral courts. 

There, a group of manufacturers 
formed an association whose pur- 
pose was to stamp out a practice on 
the part of certain other manufac- 
turers in copying and reproducing 
models and designs originated by 
the manufacturers in the association. 

The association enforced a rule 
whereby none of its members would 
sell merchandise to any retailer who 
failed to “cooperate” by refraining 
from selling so-called “pirated” 
copies of designs and models origi- 
nated by a manufacturer member of 
the association. 

A retail merchant who was re- 
fused merchandise under this rule 
of the association brought an action 
against the association on the 
ground that it was a conspiracy in 
restraint of trade in violation of the 
anti-trust laws. After protracted liti- 
gation, the Federal court decided in 
favor of the manufacturers’ associa- 
tion. 

The court found that the purposes 
and practices of the association were 
proper and reasonable to the extent 
that they were designed to eliminate 
an evil in the trade. It further ap- 
peared that there were many other 
manufacturers not in the association 
from whom the merchant could buy. 








¢ The greatest thing 
that can be said of any 
padlock can only be 
said about a 


‘Master 
= ill 


~S)\ BANK VAULT 
<x) DOOR 


SEEN FOR THE 


WAY THEY'RE 
DISPLAYED! 


BOUGHT 


BECAUSE OF 
THEIR VALUE 
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BUT if it is located where 
modern buildings and im- 
provements are being 
made—to be up-to-date 
you should stock the most 
modern and advanced 
type of all hinges—the 
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IN\/ISIBLE 
HINGE “4 




















MODERN GOSS INVISIBLE HINGE 
Gm GLG 
MAM VY 
Mr lete/y conceakea 
He poe pos Mee 

surfaces speak far them- 
se/ves. 











Quick profitable turnover as- 

sured. by 

¢ Features and advantages that 
appeal to the user 

¢ National advertising 

« Sales Helps that click’ 


Write for catalog today. 


SOSS MANUFACTURING CO. 
648 E. FIRST AVE. ROSELLE, WN. J. 
To sntieneeeetenane nS neieintineeee! 
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| Consequently, the association, it was | 


| decided, did not effect a monoply in 
the trade. Under this decision the 
retail merchant was obliged to ac- 
cept the ruling of the association 
that none of its members would sell 
'o him unless he “cooperated.” 


Retail Store Picketing 


A retail store in California was 
peacefully picketed by members of 
a union. The conditions were that 
there was no strike and in fact no 
labor dispute between the store and 


any of its employees. None of the | 


employees was a member of the 
labor union or had indicated any in- 
tention of joining the union. The 
picketing, it appeared, was for the 
sole purpose of prevailing upon the 
employees of the store to join the 
union and to require the store to dis- 
charge employees refusing to join. 

As a retail store is not ordinarily 


engaged in interstate commerce or | 
in any activity affecting interstate | 


commerce, its labor relations are not 


subject to the jurisdiction of the | 


National Labor Relations Board. 
However, the labor disputes of a re- 
tail store are ordinarily subject to 
the supervision of any labor board 


existing under State law and in any | 
event to the authority of the State | 


courts. 

In the peaceful picketing of the 
| store in the California case the mat- 
| ter came before the California Su- 
| perior Court, which decided that 
under the conditions in that case 
the store was entitled to an injunc- 
tion restraining the peaceful picket- 
ing. 

“Conditioning the right to labor 
in one’s chosen trade upon member- 
ship in any organization,” said the 
court. “would amount to an extrane- 
ous limitation upon the inalienable 
right to acquire property, which 


quire it. Therefore, if membership 
in an organization cannot be required 


labor, then such organization is with- 
out lawful right to picket the em- 
ployer’s place of business for the 
purpose of compelling him to re- 
quire his employees to join the or- 
ganization, with discharge as their 
penalty if they refuse. 

“Before picketing can be lawful, in 
the absence of a lawful strike, there 
must be some actual bona fide dis- 
pute concerning terms or conditions 
of employment, and in the absence 
| of both, there can be no justification 
| of picketing.” 





necessarily includes the right to | 
labor for the means by which to ac- | 


as a prerequisite to the right to | 








| Wright’s Patent 
| Expansive Bit 





Micrometer adjustment — 





PATENT CUTTERS 


| Strongest and easiest boring Expansive Bit 
made. Has cross feed interlocking screw, 
| which prevents cutter from slipping or 
| creeping and gives lateral micrometer ad- 
| justment. Cutter has uniform bevel cutting 
| edge entire length. No. 20 small bit, bores 
from % to 1% ins. No. 10 large bit, bores 
from % to 3 ins. Also made as Machine 
Bit with 44” diam. shank. The cutters and 
| parts for both types of bits are interchange- 
| able. Profitable sellers. 


| 


Send for Complete Catalog 


| The Connecticut Valley Mfg. Co. 
Centerbrook, Conn., U.S.A. 


Incorporated 1874 














FOR QUALITY AND PRICE 


SIGNAL DRILLS 


Just Cant (22 Beat! 





They have 
everything in 
them you ex- 
pect of good 
drills—— power, 
proper speed, 


correct bal- 


ance — because 
they are de- 
signed and 
made right — 
and reasonably 
priced without 
sacrifice 
ing quality. 
They are made 
in a plant with 44 years 
successful experience pro- 
ducing small motors. 
Each drill is power- 
ed by a smooth 
running Signal 
Universal 
motor — 
and high 
quality construction 
throughout — regard- 
less of model. Three 
models to select from, 
according to work require- 
ments. 







OB-5Y%” 
Standard 
Duty Drill 





OB—8BY,” 
Light Duty / 
Drill 


Complete information and prices on request. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 
Offices in all principal cities 


| 7.3 ee 
SL 55" rAL 
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HARDWARE AGE 
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Townsend 
Wire Stretcher 


With this implement the person 
stretching the wire can quickly and 
easily nail it to the post from 
which he is stretching with- 
out assistance. 


Made with 3-ft. wooden 
lever, to which is at- 
tached sturdy malleable 
iron pinchers, into 
which are riveted Ser- 
rated Steel Grips war- 
ranted not to slip. 





It stretches to the last 
post at the end of the 
fence as well as to any 
other. Works equally | 
well on plain, twisted, 
barbed wire, or woven | 
wire. Also ideal for 
tightening bands and 
wire on large shipping 
boxes, crates and bales. 
Profitable seller. 


Will last 25 or 30 years. 


B. W. TOWNSEND 
Painted Post, N. Y. 














The MODERN WOMAN 


prefers 


PLASTIC FIRELINE | 


Either for molding «new stove brick, or for 
replacing cracked firebox castings, the mod- } 
ern housewife prefers Fireline—the fire brick | 
material that comes ready mixed in air tight | 
tins. Fireline saves time, eliminates fuss | 
and mus#,.i‘‘fool proof’’, is certain to give 
absolute ‘satisfaction and build repeat busi- 
ress. 

New Large Unit Sale Market 
Because. it is a genuine refractory material 
that is guaranteed to withstand 3000° F., 
and: because it is plastic and can be molded 
to. any sthickness, Fireline is being widely 
used to repair heating stove and furnace 
firepots without new casting. 


| 

| 

| 
FIRELINE: STOVE & FURNACE LINING CO. | 
1859 Kingsbury St. CHICAGO, U.S.A. | 
| 










Write for 
Fireline 
Bulletin 
and Free 
Sample. 
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Old Guard Held Lunch 
at Chicago Convention 


| Fp nay sy its regular annual 


dinner is always held in con- 


| nection with the Southern Conven- 


tion, the Old Guard held a luncheon 


| for members and guests at the 
| Palmer House. Chicago, Monday, 





GEO. T. PRICE 


Oct. 18, 1937. George T. Price, The | 


American Fork & Hoe Co., Cleve- 


| land, Ohio, president of the Old 
Guard, was toastmaster. C. J. Whip- 


ple, Hibbard, Spencer, Bartlett & 


| Co., Chicago, welcomed the Old 
Guard to Chicago. The lunch party 
| 





R. P. BOYD 


was arranged by a special commit- 
tee headed by James C. Calhoun, 
Winchester Repeating Arms Co.. 
Inc., New Haven, Conn. About 35 
members and guests attended. R. 
P. Boyd, secretary-treasurer, re- 
ported on members whose deaths 
occurred since the Southern Con- 
vention at New Orleans in May of 
this year. 





ee NOW IS THE 
SEASON TO SELL 
GLAZIERS’ POINTS 





5¢ general consumer package 
| with Point Driver in each. 

Quick sale—no bother. No 

more giving away points free 
| with glass — instead — a larger 
| profit than on most articles. 





TRIANGLE 


Red Devil Triangle Points are POINTS 


first class points, cut true and 
| clean. Packed also in larger 
bulk quantities. 





TRIANGLE & DIAMOND 


GLAZIERS’ POINTS 


/ “Win 





Minny, () 


Red Devil “Ste-like’” Diamond 
Points are made of hard metal, 
treated against corrosion. Points 
also made of pure hard rolled 
zinc. Unequalled for fast glaz- 
ing of window sash and for 
mounting of pictures and mir- 
rors. , DIAMOND 

POINTS 


Diamond Points are forced into 
frames by Red Devil Automatic 
| Point Driver. It drives them 

into hard or soft wood like a 
rapid fire gun. 





Send For Our 
Complete Tool 
Catalog 


| 
| LANDON P. 
SMITH, INC. 


IRVINGTON, N. J. 
U. S. A. 





ASS CUTTERS SLAZIERS’ POINTS - GLASS PLIER 
ID SCRAPERS - LAWN SPRINKLERS 





TTY KNIVES - W 
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NATURAL 
WHITE 
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Developed by Save Research 
Engineers. 


Different — Better. 


A true “Eye-eez" lamp with 
softer, yet perfect light dif- 
fusion. 


Widely used for domestic, 
commercial and industrial 
lighting. 


e@Colorful sales- 
compelling 
counter display 
with flasher, 
showing the su- 
perior quality of 
Natural White 
‘*Eye-eez’’ 
lamps, also 
sturdy door “Si- 
lent Salesman” 
with Vacuum 
Cup Display, 
and window 
streamers in- 
cluded with special Assortment Deal. 


Write Your Jobber 
for Details 


ELECTRIC CORPORATION 
TOLEDO, OHIO 
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President Crandall 


(Continued from page 154) 


has been quite active during the 
past year in drawing to the atten- 
tion of manufacturers the necessity 
for the wholesaler being properly 
compensated and I would urge our 
members individually to have this 
subject constantly uppermost in their 
minds. Also, when recognition of 
this character is given us by a manu- 
facturer, we should use every en- 
deavor to properly respect his wishes 
and not needlessly give away the 
considerations granted us. 
Although we are all quite hope- 
ful that the Tydings-Miller Act will 
result in the suppression of price 
cutting on trade-marked lines and 
will prevent the use of such lines as 
loss leaders, we certainly want to 
resist to the utmost any policies on 
the part of manufacturers which will 
bring about a return to the condi- 
tion which formerly existed when 
certain manufacturers were of the 
opinion that if they indulged in 


national advertising they would 
secure consumer demand which 


would force the wholesaler and the 
retailer to distribute such nationally 
advertised lines upon an _ unprofit- 
able basis. We know our average 
overhead. and we should stand fast 
to the principle that average profits 
should and must exceed average ex- 
penses. 

While our association necessarily 
must refrain from any activity which 
could even be indirectly construed 
as being of a political nature. I do 
not think I am amiss in urging upon 
our members the necessity for study- 
ing proposed legislation and then 
emphatically communicating with 
their representatives jn Congress giv- 
ing their views of it. 

Possibly I am overly optimistic 
but I am inclined to believe that 
future governmental policies and 
legislation must be determined to a 
far greater extent by the people of 
this country who pay taxes and who 
provide employment, or Sovietism or 
worse may perhaps be the result. 

You may have been discouraged 
in the past with your efforts to in- 
fluence legislation, but I am _ hope- 
ful the situation will change and 
that the advice forwarded by busi- 
ness men to Legislators will have the 
desired effect of softening at least 
some of the radical proposed mea- 
sures, and correcting some of the 
abuses that are now the law of the 
land. 

I wish I could in some way assure 
you that in the future we are going 
to have less government in business 


| 
| 











SHIELD 
BRAND 


AMMA eae 





DRILLS « REAMERS 
TAPS « DRILL CHUCKS 
MILLING CUTTERS 
SPECIAL TOOLS 





HE STANDARD TOOL (0. 


CLEVELAND OHIO 
BRANCHES: 
NEW YORK — DETROIT — CHICAGO 











A New Turpentine 
With 7 Points of Vantage 


TALOCO Gum 
Spirits of Tur- 
pentine is a NEW 
Turpentine which 
is sure to be the 
fastest selling 
canned Turpen- 
tine on the mar- 
ket because of its 
quality. 1—It is 


Strictly 
PURE 


and free from ALL adulterants 


2—Complies with the U. S. Government 
Naval Stores Act of 1923. 3—Complies 
with the U. S. Pharmacopoeia for Oil of 
Turpentine. 4—Freshly distilled from 
Oleoresin of the living pine tree. 5—It is 
deyhdrated. 6—Carefully filtered and 
packed in 14 pt., pint, quart, 4% gal. and 
gallon sealed cans to insure delivery of a 
clean and clear product. 7—Cans are filled 


on the basis of a U. S. Standard Gallon. 


We will be glad to furnish prices and show 
sample cans to the trade. 


Taylor-Lowenstein Co. 


Mobile, Alabama 
(Agents Throughout the World.) 
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The SILVER ARROW. 


@ New! Streamline 1938 Design—America's 
most beautiful bath scale. Created by a 
famous designer to double your Holiday 
Business. Weighs up to 250 Ibs.—indicating 
each pound. Luxurious chromium trim— 
bathroom colors. Guaranteed by Good 
Housekeeping as advertised therein. 


Two Prices—Each a bargain for Hanson 
quality. Ask your jobber for catalog and 
prices. 


HANSON SCALE CO. (Est. 1888) 


510 N. Ada St., Chicago 


HANSON 


SCALES 


BATH SCALES + DIET SCALES 
FAMILY SCALES * NURSERY SCALES 
SCALES for DOCTORS' OFFICES 
PENNY WEIGHING MACHINES 





1150 Broadway, New York 








SIZE MARKED 


" PUMP LEATHERS 





TIME is important in making sales. When we 
originated size-markings, we did it to eliminate 
confusion and prevent waste of time measuring 
packings. 

In the past, both dealer and customer would 


study a packing and measure it to be sure of | 


the correct size. Today, you pick up a Simplex 
pump leather and it is factory stamped with its 
size and number. This means no delay, no 


mistakes, no exchanges and no complaints— 
and Simplex cost no more than other good 








BUT YOUR PROFIT 
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packings. 
Don’t be without Simplex—ask your 
jobber or write us for price list. 


MAN UYU FAC TS 2 tn G 
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and more business in government, 
but I am fearful this condition will 
not -prevail during the lifetime of 
any of us here today; and such 
being the case we had best use our 
efforts to make the legislation which 
governs us in business as sound and 
as practical as is possible, and strive 
to counteract some of the crack-pot 
influences and ideas that are daily 
being urged upon us by the unin- 
formed, the misinformed, and the 
ignorant. 

It is with pleasure that I call your 
attention to the announcement of 
our secretary, dated Sept. 29, advis- 
ing that the Federal Trade Com- 
mission has sustained the contention 
that under the Robinson-Patman Act 
it is legal to recognize the function 
performed by wholesalers and dis- 
tributors—and to extend a lower 
price to those performing this ser- 
vice than to other customers who 
render no functional service. 

This clarification of this portion 
of the Act will undoubtedly be of 
great interest not only to whole- 
salers but particularly to small re- 
tailers and others whose source of 
supply has always been the whole- 
saler and who could not carry on 
their various lines of endeavor with- 
out his assistance and cooperation. 

This ruling of the Commission 
now enables us to request and ac- 
cept this recognition of our services 
without fear of prosecution for vio- 
lation of the Act. 

In closing. it is fitting and proper 
that I give you my views as to the 
coming year, which appears to me 
is a subject we should all carefully 
consider. Assembling in my mind 
all of the data I have available, it 
would appear to me that unless the 
unrest of the day overwhelms us, 
we can look forward to 1938—not 
with the optimism that appeared at 
our last gathering—but with a rea- 
sonable certainty that a fair and 
average year is before us. There 
will probably be recession in price 
values but not of a violent char- 
acter; and while we should extend 
conservatism in our purchases and 
caution in our extension of credit, 
yet taking all things into considera- 
tion we must maintain reasonable 
stocks to properly perform our func- 
tion. Also. while our profit account 
will in all probability show a decline 
over the present year, yet let us bear 
in mind that basically the country 
is in excellent condition; and if our 
future actions are wisely and care- 
fully pursued, I look for 1938 to be 
a reasonably satisfactory and pros- 
perous year. 





LARGE 
COPPER POINT is 


an EXTRA BIG 
SELLING POINT! 


| @ Those who want a SOLDERING 


IRON for repairing autos, radios, 
kitchenware, electric connections, 
toys, farm equipment or anything 
else will appreciate the EXTRA 
LARGE COPPER point of Peer- 
less Electric Soldering Irons. 
Peerless means concentrated heat, 
economy, faster work, longer life, 
and a cool handle. 





PEERLESS Soldering Irons are 
riced from $1 to $3.75, (Retail). 
hey are attractively boxed in 

three-colored cartons. Five-color, 

Metal counter display rack helps 

you sell. 


PEERLESS NOVELTY CO. 





GRAND HAVEN, MICHIGAN 





Send complete information on Peerless Elec- 
tric Soldering Irons and Metal Display Rack. 
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BETTER UTILITY 
AND 


BETTER SALES 





Your best customers and pros- 
pects know and want UTICA 
tools because they know that 
good tools shorten labor. ... 
UTICA offers widest range of 
pliers and wrenches in the 
world enabling you an oppor- 
tunity to stock such numbers 
that move quickly in your 
locality. 


UTICA Giant 
Buttons Plier — No. 1000 


Retails at 
4 in. 70¢ 
8 in. $1.10 


Uh a tey.\ 


DROP FORGE & TOOL 
CORPORATION 


UTICA + NEW YORK 


6 in. 90¢ 
10 in. $1.45 
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Coming 
Conventions 
and Events 


American Hardware Supply Co., 
41-43 Terminal Way, South Side, 
Pittsburgh, Pa. Jan. 24-25, 1938. 
Wm. M. Stout, general manager. 

Arkansas Retail Hardware and 
Implement Assn., Feb. 15-16, 1938, 
at Marion Hotel, Little Rock, Ark. 
G. L. Turner, Little Rock, secretary. 

California Retail Hardware Assn., 
Feb. 15-17, 1938, at Hotel Whit- 
comb, San Francisco, Calif. LeRoy 
Smith, 417 Market St., San Fran- 
cisco, manager. 

Indiana Retail Hardware Assn., 
Jan. 25-28, 1938. Exhibit and meet- 
ings at Murat Temple, Indianapolis, 
Ind. Headquarters, Lincoln Hotel. 
G. F. Sheely, 915-35, 130 E. Washing- 
ton Bldg., Indianapolis, managing 
director. 

Institute of Cooking and Heating 
Appliance Mfrs., Dec. 2-4, 1937, at 
Netherlands Plaza Hotel, Cincinnati, 
Ohio. Alden Chester, Globe Amer- 
ican Corp., Kokomo, Ind., chairman 
of program committee. 

Intermountain Assn., Jan. 25-27, 











1938, at the Bannock Hotel, Poca- | 
tello, Idaho. E. Bell, 211 S. Ninth | 


St., Boise, Idaho, secretary-treasurer. 

lowa Retail Hardware Assn., Feb. 
8-11, 1938, at Des Moines, Iowa. 
Exhibition, Coliseum; headquarters, 
Hotel Savery. Philip R. Jacobson, 
Mason City, Iowa, secretary-trea- 
surer. 


Kentucky Hardware and Imple- | 
ment Assn., Jan. 18-20, 1938. Exhibit | 


and meetings at Seelbach Hotel, 
Louisville, Ky. J. M. Stone, Seelbach 


Hotel, secretary-treasyrer. 


Michigan Retail Hardware Assn., | 


Feb. 8-11, 1938, at Detroit, Mich. 


Exhibit, Convention Hall; headquar- | 
ters, Statler Hotel. Harold W. Ber- | 
vig, 1112 Olds Tower Bldg., Lansing, 


Mich., secretary. 

Minnesota Retail Hardware Assn., 
Feb. 22-25, 1938, at Minneapolis, 
Minn. Exhibit, Municipal Audi- 
torium; headquarters, Curtis Hotel. 
C. J. Christopher, Nicollet at 24th 
St., Minneapolis, manager-treasurer. 

Missouri Retail Hardware Assn., 
Feb. 22-24, 1938. Exhibit and meet- 
ings at Hotel Jefferson, St. Louis, 
Mo. Peyton C. Clark, 2861 Gravois 
Ave., St. Louis, secretary. 

Mountain States Hardware & 
Implement Assn., Jan. 17-19, 1938, 
at Cosmopolitan Hotel, Denver, Colo. 
John T. Bartlett, 637 Pine St., 
Boulder, Colo., secretary-treasurer. 


| 
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PATENT 
WARNING 


Samson Safeflex RUBBER-BLADED 
Electric Fan now covered by 
U. $. PATENT No. 2,095,223 


SELL ONLY LEGAL SAMSON 
RUBBER-BLADED FANS 
INFRINGING RUBBER BLADED FANS WILL BE 
PROSECUTED TO FULLEST EXTENT OF THE LAW 


SAMSON-UNITED CORP, ROCHESTER N Y 











SHERMAN 


WROUGHT BRASS 
COUPLINGS 


Standard 





Practically all manufactur- 
ers of factory coupled garden 
hose use these famous cou- 
plings. “Why?” They do 
not want their hose con- 
demned, because of leaks. 
due to faulty couplings. 
They know Sherman Hose 
Couplings couple hose to 
stay coupled and give com- 
plete satisfaction. Made 
with Die Cut Threads and 
Washer Retaining Nuts. All 


standard sizes. 


Write for literature and samples 


Sold through Jobbers. 
H. B. SHERMAN MFG. CO. 


Battle Creek Michigan 
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“Oh Boy! 
Am I 





EVEN the horse is proud of saddlery 
hardware finished with Eberite— 
our new plating that covers evenly and 
fully with a beauty that endures. 


This remarkable new finish excels 
anything heretofore offered in its re- 
sistance to rust, wear and weather. 
Fused to the base metal, it will not 
erack or chip. 


Eberite is an exceptionally bright 
and hard finish that surpasses in ser- 
viceability and attractiveness all the 
commonly known and used finishes, 
such as galvanizing, cadmium plating 
and chromium plating. 


Hot Stuff?” 


National House Furnishings Mfrs. 
Assn., Jan. 9-15, 1938, at Stevens 
Hotel, Chicago, Ill. Warren Ed- 
wards, 228 N. LaSalle St., Chicago, 
secretary. 

Nebraska Retail Hardware Assn., 
Feb. 1-3, 1938, at Omaha, Neb. Ex- 
hibit, Municipal Auditorium; head- 
quarters, Hotel Rome. Ed Herman- 
son, 325 Insurance Bldg., Lincoln, 
Neb., secretary-treasurer. 

New England Hardware Deal- 
ers Assn., March 1-3, 1938. Exhibit 
and meetings at Statler Hotel, Bos- 
ton, Mass. George G. Hoy, 140 Fed- 
eral St., Boston, secretary. 

New York State Retail Hardware 
Assn., Feb. 8-10, 1938. Exhibit and 
meetings at Statler Hotel, Buffalo, 
N. Y. John B. Foley, 510 Hills Bldg.. 
Syracuse, N. Y., secretary. 

Ohio Hardware Assn., Feb. 15-18, 
1938, at Columbus, Ohio. Exhibit, 
Columbus Auditorium; headquar- 








Eberite is an exclusive feature of 


cur Sedilery Wasduese Division. ters, Deshler-Wallick Hotel. John 


B. Conklin, 175 S. High St., Colum- 
bus, secretary-treasurer. 

Oklahoma Hardware & Implement | 
Assn., Feb. 1-3, 1938. Exhibit and 
meetings at Civic Auditorium, Okla- 
homa City, Okla. C. F. Nelson, 301 
Key Bldg., Oklahoma City, secre- | 
tary-manager. 

Panhandle Hardware & Imple- 
ment Assn., Feb. 7-8, 1938, at the 
Herring Hotel, Amarillo, Tex. C. L. | 
| Thompson, Canyon, Tex., secretary- | 
s | treasurer. 
Pacific Northwest Hardware & 
| Implement Assn., Feb. 7-9, 1938. 

Exhibit and meetings at Davenport 

Hotel, Spokane, Wash. Dale Strong. 
| 523 Realty Bldg., Spokane, secre- 
| tary. 

Pennsylvania and Atlantic Sea- 
board Hardware Assn., Feb. 1-4, 
1938. Exhibit and meetings at Con- 
vention Hall, Philadelphia, Pa. W. 
| Glenn Pearce, 400 N. Broad St., 
Philadelphia, managing director. 

Purchasing Agents Assn. of Chi- 
cago, Nov. 17-18, 1937, at Hotel 
Sherman, Chicago, Ill. Frederick 
J. Heaslip, Fairbanks, Morse & Co., 
Chicago, secretary. 

South Dakota Retail Hardware 
Assn., March 15-17, 1938, at Sioux 
Falls, S. D. Exhibit, Coliseum; 
headquarters, Cataract Hotel. C. J. 
Christopher, Nicollet at 24th St., 


Write for descriptive circular 


EBERHARD 


Manufacturing Co. 
Cleveland, Ohio 
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INSTANT ACCURACY 


ON FAIRBANKS SCALES 
WITH PRECISION INDICATOR 








‘Kime saved soon pays for 
Fairbanks platform 
scales with precision in- 
di . Nog ing at 
Beam Balance... 
you know in- 
stantly whether 
weight is over or 
under. Accuracy 
increased... 
every fraction 
caught. Bulletin 
ASME 202—11 
tells how to stop 
losses ... save 


PREMAX FLOATING HEAD 


SPRINKLER 


Steadily increasing sales prove 
the popularity of the PREMAX 
Floating-Head Sprinkler — fa- 
mous for its water bearing, its 
great coverage; and the Five 
Year Guarantee. Get bulletins 





and prices at once—it’s a sure Minneapolis, Minn., manager-trea- shme. Write 
airbanks, 
fire seller. surer. Morse & Co., 906 


S. Wabash Ave., 
Chicago, Ill. 


7217-SA202.53 


FAIRBANKS-MORSE 


Southwestern Wholesale Distrib- 
utors Assn., Nov. 13-15, 1937, at 
Hotel Playa de Cortes, Guaymas, 
Mexico. Benj. Sherrod, P. O. Box 
586, El Paso, Tex., acting secretary. 

Texas Hardware & Implement 
Assn., Jan. 25-27, 1938, at Hotel 


ae \ 
ree (| 


Se? 


/remax oducts 


ion Of Chisholm-Ruder Co.. Inc 
y 


JROG HIGHLAND RAVE, NIAGARA FALLS. N 
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DENISTON 


‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! ... 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S$. Western Ave. CHICAGO, ILL 








Chicago Rawhide and Indian Tan, 


Better Laces— 
flexible, tough, dura- 
ble—that retain their 
fibre strength and toughness. 

Specially tanned without 
lime, acids or injurious 
chemicals. Uniform thick- 
ness, accurate widths. 
Proof -tested for strength. 
Each dozen pair in a 
Counter Display Box. 
They sell themselves; 
build repeat business. 

rite for 

Price Circular 
Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago, U.S.A. 











ROCHESTER ADJUSTABLE 
SASH BALANCES 


anteed quality. Real 
profit in handling 
them. 

Write for prices. 


Rechester Sash Balance Co., Ine. 
Rechester, N. Y. 











DASCO 

HAND FORGED 
DIAMOND POINT 

TESTED 






NS “RR ~~ 
ASK Re ) 
YOUR 

JOBBER 


DAMASCUS STEEL 
PROD. CORP. 
ROCKFORD, ILL. 
































a nee 


Make big profit from Warner Electric Chick 
and Turkey Poult Brooders! Exclusive ad- 
vantages include air-conditioning, no damp 
floors. (Chromalox super-speed heating 
units. no fire worries. Send postal for 
dealer data 
. THE NATIONAL IDEAL COMPANY 
EXCLUSIVE Premier Poultry Equipment 
ADVANTAGES Toledo, Ohio 


















Scro-Grill 
Wrought Iron, 
Ornament- 
al Screen Door 
and Window 
Grills of rare 
charm, good 
profit. If your 
Jobber cannot 
supply, write— 











R. H. Hutchinson 

——a & Co. 
$1.50 to $10.00 1019 N. Montclair, 
Dallas, Texas 


Usual Discount. 
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Baker, Dallas, Tex. Dan W. Scoates 
College Station, Tex., secretary. 

Triple convention of the Southern 
Supply & Machinery Distributors 
Assn., the American Supply & Ma- 
chinery Manufacturers Assn., the 
National Supply and Machinery Dis- 
tributors Assn., May 9-11, 1938, at 
the Hotel William Penn, Pittsburgh, 
Pa. Alvin M. Smith, Smith-Court- 
ney Co., Richmond, Va., secretary of 
Southern Assn.; R. K. Hanson, 916 
Clark St., Pittsburgh, secretary 
American Assn., and H. R. Rinehart, 
505 Arch St., Philadelphia, Pa., sec- 
retary National Assn. 

Virginia Retail Hardware Assn.. 
Feb. 22-23, 1938, at the Jefferson 
Hotel, Richmond, Va. R. A. Fray- 
ser, 602 E. Broad St., Richmond. 
acting secretary. 

Western Retail Implement & 
Hardware Assn., Jan. 18-20, 1938. 
Exhibit and meetings at Municipal 
Auditorium, Kansas City, Mo. Her- 
bert J. Hodge, Abilene, Kan., sec- 
retary-treasurer. 

West Virginia Hardware Assn.. 
Feb. 21-22, 1938, at Greenbrier 
Hotel, White Sulphur Springs, W. 
Va. H. B. Clower, Pak Hill, W. 
Va., secretary-treasurer. 

Wisconsin Retail Hardware Assn., 
Feb. 1-4, 1938. Exhibit and meet- 
ings at Milwaukee Auditorium, Mil- 
waukee, Wis. H. A. Lewis, Stevens 
Point, Wis., executive secretary. 
George W. Kornely, 3374 N. Green 
Bay Ave., Milwaukee, Wis., exhibit 
manager. 


How’s the Hardware 
Business ? 


(Continued from page 116) 
may be expected from now on. 
* % '% 

Automobile Sales—There has 
been an unusually quick changeover 
from 1937 to 1938 models, appar- 
ently most of the changes being re- 
finements, with no great deviations 
from former standards. Each suc- 
cessive week, leading makers are 
announcing their new lines and 
prices for 1938, and production of 
the new models is expanding rapidly. 
Manufacturers’ operations two weeks 
ago passed the 75,000 mark per 
week, and a rise to 100,000 units 
per week is confidently expected be- 
fore the end of October. 

* * & 


Freight Traffic—Reflecting a 
heavier movement of coal and gen- 
eral merchandise, carloadings in the 
week ended October 2 set a new 
recovery peak of 847,245 cars, the 
best since November, 1930, and 3.4 














Looking 
for a 
Hardware 


Store ? 


Tue place to find it 
is under the heading of 
Business Opportunities 
in the Classified Oppor- 
tunities Section of the 
regular issues of Hard- 
ware Age. 

By watching the for-sale 
ads you'll be reasonably 
sure to secure a good 
paying business at a fair 
price or better still, let 
the trade know the kind 
of a store you are look- 


ing for. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., 


New York City 








HARDWARE AGE 





























COBURN 


SLIDING DOOR HARDWARE 


For nearly 50 years Coburn has 
specialized in Sliding Door Hard- 
ware. Standard sets or factory de- 
signed equipment for special jobs 
—made by Coburn—will give your 
customers satisfaction and show you 
a profit. 


Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
50 CANAL STREET HOLYOKE, MASS. 














DEALERS! 
JOBBERS! 


Beat the Chains by 
stocking this profit- 






able line of Electric 


Cat. No. 710 Cook Stoves. 


Retail from 49¢ to $3.50 
Write for our Catalogue 


MONMOUTH STAMPING COMPANY 
151 Chambers St. New York City 


A NEW TRAFFIC BUILDER 


CASSEROLE 


The latest BIG addi- 
tion to the famous 
Speedy Clean line! 
Write today for com- 
plete details! 


The EVEREDY C 


5 EAST STREET *¢ FREDERICK ¢ MARYLAND 

















| 























MAKE EXTRA PROFITS ON 


[Es LM NEALE 








IN), 
UY Bultits 
BRONZE WEATHER STRIPS 


Easily installed without 
removing sash or doors! 


Now you can make quick, new profits by selling genuine Dennis 
Donble Cushion Spring Bronze Weather Strips for modernizing 

jobs and new homes. The easiest to install—comes attached to 
new parting stop. Patented ‘‘S"’ fold gives double spring action. Prevents 
cold air leaks. Makes snug weather-proof seal conforming to all warping, 
shrinkage and expansion of sash and doors. Endorsed by architects and 
builders for saving fuel. Ask your jobber or write for new 1937 Weather 
Strip Catalog. 


W. J. DENNIS & CO. 


2110-20 WEST LAKE ST.<««<« CHICACO 
OCTOBER 21, 1937 
















DEALERS ARE PILING UP PROFITS 
ON TURNER CAMP STOVES 


Jobbers everywhere report fine 
increases in volume due to our pol- 
icy of longer profit to the dealers 
on Turner Camp Stoves. 

Dealers should investigate this 
fast selling line of Camp Stoves 
if they have not done so. 


Four models to stock meet all 
demands and requirements of the A 
purchasers. 


Consult your jobber or write for 
complete information. 


9 yo tae 


400 PARK AVE. 























Cone-coil safety 

springs are tucked 
inside the housing. 
_ That's why so many users 
are immediate customers for the IMPROVED 
Stillson when they see it. 


For new life in your wrench department, ask 
your Jobber about the IMPROVED Stilison. 


THE RIDGE TOOL CO. 
ELYRIA, OHIO, U. S. A. 








EASY TO OPERATE 


Just turn the crank 


KEEPS BURGLARS OUT 


e LIFT A 

Tf You will be amazed at the smooth, 
h positive action of the SAFEGUARD 
y TL 2 and the absence of any sticking or jam- 


ming. So easy to operate that even a child 


WORM ORIVE 
TRANSOM 







: 


AY 


can adjust a heavy transom to any position. 
Prevents intruders from breaking through tran- 
som. WORM DRIVE automatically locks in any 
position and transom cannot be forced open from 
outside. Write for information. 


John S. Gullborg Mfg. Company 
4313 Ravenswood Avenue Chicago 


Mfrs. of Transom, Casement and Window Adjusters to 
meet all requirements. 


a 
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“AC 
or bother. Wt 


WwW 
d. 
ELECTRIC co. 
‘cincianatl,O- =| 
—Sell ites" Onet 
eS It’s © 


wet 
a pew gift item. 





© ESQUIRE 
TURDAY 













A whole shop full of tools in 
one. Grinds, polishes, routs, 
drills, cuts, carves, sands, 
saws, sharpens. engraves. 
Uses 200 different acces- 
sories. For home, shop or 
take to job. Plugs in any 
light socket AC or DC 110 
v. 13,000 r. p. m. 
Get A i 
at Hardware, Dept. Stores, 
ion Dealers or order on 
a A pe Back Trial. 
$10 7% and up postpaid, 3 





CRAFTSMAN 


es F DeL an Prolec + S Hi 
Accessori ree. De Luxe ee a 
Model $18.80, with6 Ac- ine many Iiterenting and wranva! 


cessories. Catalog Free. projects 25c, stamps or coin 


CHICAGO WHEEL & MFG. CO., ‘Dest. EE Chicago 


One of the advertisements appearing 
regularly in 


45 LEADING PUBLICATIONS 


that are sending customers to you for 
ns. The Handee is a proven 

y 2 sq. ft. of counter 

ial Demonstrator Set. Small 


1 


K apid -tur 


SELLS ¢ ON SIGHT 


very man who picks up a Handee from 


‘ase a real Profit Maker. 
CHICAGO WHEEL & MFG. CO 


1 W. Monroe St., Dept EE Chicago, III 








188 


per cent ahead of the corresponding | 
1936 week. Total carloadings for | 


the year to October 2 gained 10.7 

per cent over the 1936 comparison. 

One obstacle to the resumption of 

the buying of steel and supplies by 

railroads has been removed by the 

settlement of the wage controversy. 
* * *% 


Employment Figures—The 
monthly survey of wage, hours and 
employment for August, issued by 
the National Industrial Conference 
Board, shows some slight losses in 
employment during’ August in the 


industrial field. Average hourly | 
| earnings were gaining slightly, but | 
| a reduction in the average work | 


week held weekly earnings nearly 
level. Workers employed in August 
were 1.8 per cent more than in Au- 


| gust, 1929, and 144% per cent more 


than in August, 1936. During the 
past year, a general employment 
gain throughout the nation of some 
two million persons was reported. 
while workers are now estimated to 
number 4,804,000 more than in Au- 
gust, 1929. Labor costs are still 
bothering most manufacturers, Au- 
gust costs per man hour, coupled 
with lessened productivity of work- 
ers, gaining approximately 19 per 


| cent over last year. This is esti- 


mated to be some 914 per cent more 


| than the average price increase ob- 


tained by manufacturers. 
* * * 


Mounting Crop Estimates—A 
corn harvest this year of 2,562 mil- 


| lion bushels, the largest since 1932, 


was predicted last week by the De- 
partment of Agriculture. The total 
is more than a billion bushels in 


| excess of the abnormally small har- 


vest last year. Condition of the corn 
crop on October 1 was 78 per cent 
of normal, compared with 45 per 
cent a year ago and a 1923-1932 


| average of 73 per cent. The spring 


wheat crop was estimated at 198.- 
750,000 bushels, compared with 107 
million bushels harvested in 1936. 
An increase in the oats crop was 
shown in the report, to a total of 
1,152 million bushels, against 780 
million bushels harvested in 1936. 


Farm Book Reader 

“Today’s Farm,” is a digest of the 
year’s best farm articles selected from 
11 popular farm journals in the middle 
West. Contains articles such as: “Rural 
Youth and the Future,” “Useful Soys,” 
“What to Look for in Buying a Farm,” 
“Mother Gets a Lift.” Other articles 
are on soil erosion, culling laying flocks, 
care of stable manure, fencing, feeding 
pigs, etc. Available free and postpaid 
from the Mid-States Steel & Wire Co., 
Crawfordsville, Ind. 








Horse & Mule 
Shoes 


Hand puddled 
bar iron and 
ircn rivets 


THE BURDEN IRON COMPANY 


Established 1809 
TROY, N.Y. 














COOKSZ*@M NAIL 


SMART.NAILS CLIPPERS 
The “Yankee” 


Open, it’s a sizable, business- 
like tool; closed, it’s as sleek 
as a pen knife—all due to 
new “swivel” lever. Attrac- 






tive card displays ean. stores 
eleven. Retail, 15¢. t job- 
bers’. Send for price “4 


The H. C. Cook Co. 


Ansonia, Conn. 


KEY BLANKS 


OF EVERY DESCRIPTION 





3 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U.S. A. 


HINE 


proces® 











arench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 
HAVERHILL 








STREL MORTAR HODS 
Ne dripping onto 
the user’s back. 














re 
No. 158 xt! fig fork is pressed 
Mortar doce 


te for prices. 
The < Cleveland Wire Spring Co. 
8th St. and Hamilton Ave. 
eo r Cleveland. Ahie es we 











The 
"STRONGHOLD" 
Plug 
The woven— 
"*Non-split'' 
Fibre Screw Anchor 

ith the 


wi 
COPPER WIRE 

is now made in the U.S.A. 

under The Rawiplug 

Co.’s Patents 

Also a full line of Drills 
Distributors and Repre- 
sentatives wanted fer 











ries. 
PALATINE Industrial Co., Inc. 
111 FIFTH AVE. NEW YORK, N. Y. 


HARDWARE AGE 

































or 











(4S, TORCHES 


KNOWN 
EVERYWHERE 


No. 800 — Low Priced, Pump Filler, 
Polished Brass Finish. 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


CLAYTON & LAMBERT Mc. Co. 


DETROIT, MICHIGAN 






























the $40,000 Glidden “Age of 
Color” Manual... and all the 
many other exclusive paint- 
advertising and merchandis- 
ing items in the great Glidden 
proposition. Write now for 
complete details to Dept. M-1. 


THE GLIDDEN COMPANY 
National Headquarters: Cleveland, Ohio 
Factories & Branches in Principal Cities 





The Glidden “Age 
of Color’ Manual 
contains 114 pages . % 
of paint sellingideas. Gi IDDEN PRODUCTS NOW CARRY THE FAMOUS 
“TIME-TESTED” MARK OF QUALITY 








MOULDED RUBBER GOODS ano SPECIALTIES 


CHAIR TIPS CRUTCH TIPS 





PLAIN AND MUSHROOM BUMPERS 


vO > 


TOILET SEAT BUMPERS 
SUCTION RUBBERS 


SEND FOR CATALOGUE 


THE ELASTIC TIP COMPANY 


370 ATLANTIC AVE. BOSTON, MASS. 

















IT PAYS TO 
BUY THE BEST 


Kraeuter Pliers have 
been the favorite of 
experienced Mechan- 
ics for the past 70 
years. They'll help 
turn out better work 
with less time and effort. There’s a model 
for every purpose. For full information, 
write Dept. “HA.” 


KRAEUTER & CO. 


(Pronounced KROY-TER) 


NEWARK, N. J. 





hell tell you 












THE DIFFERENCE 
BETWEEN KRAEUTER 
PLIERS AND THE 
ORDINARY KIND 
MEANS MONEY IN 
MY POCKET 


Manufacturers of 
Highest Quality Pliers 
and Tools Since 1860 


“ASK ANY MECHANIC’ 















ay) WAS H E RS 





“The Most Complete Line in America” 


EVERY TYFE * EVERY MATERIAL * FOR EVERY PURPOSE 
Standard Washers 
S.A. E 


Lock Washers 

Brass Washers 

Countersunk Finishing 
Washers 

Malleable Iren Washers 

Split Repair Washers 

Fibre Washers 

Expansion Plugs 


And Every Other Known Type 


Wroucut WASHER MFG. CO. 


The World's Largest Producer of Washers 


MILWAUKEE EST. /887 WISCONSIN 


. A. E. Washers 
Riveting Washers 


Machinery Bushing 
Washers 
Carriage Washers 





INCREASE Your Sales of LEATHER 
by displaying 
WILDER’S “Lion” Half-Soles 


(With Nails) 
Popular Display Assortment In The 
No. 50 Lion Tap Cabinet 


Contains 1 doz. pairs each of 10¢, 15¢, 
20¢ and 25¢ grades of Lion Taps. Total 
4 doz. pairs complete with nails. Gross 
wet. about 15 lbs. Sold through Job- 
bers. Retail value $8.40, Dealer’s 
profit 50%. 


Refills always available. 


Lion Taps are also sold for display independent of cabinet, packed one 
dozen pairs of a grade in an attractive display carton. 


WILDER & COMPANY “sinosiare 2028 Crosby St 
moi" RELIABLE POWER 


on POWER LAWN MOWERS, lighting 
sets, battery chargers, scooters, com- 
pressors, pumps and other equipmeni. 


A % to % HELP., dustproof, air-cooled, 
“LAUSON SMOOTHFLO” engine of the 4 cycle 
type, with built-in magneto, weighing only 26 
pounds has proven popular in the power lawn 
mower field. A % to 1 H.P. model weighing 29 
pounds is now available. This and other models are 
proving their superiority in generator units, 
pumps, wash machines, compressors, scooters, etc. 
These sturdy dependable motors are built 
to give long and uninterrupted service. 
% to 5 H.P.; 1800 to 3000 RPM; F'ly- 

ball governors—roller bearing crank- V4 









































es shafts. Factory service stations 7 
THE LAUSON conveniently located. 4 Now 
COMPANY LAUSON Motors Gir standard 
51 Michigan St. mean satisfled cus- gp feels , Tamess 
NEW HOLSTEIN tomers — send fore mire->asem 
WISCONSIN specifications, zs — 








Checking Floor Hinges 


CONFORM TO FEDERAL 
GOVERNMENT SPECIFICATION 








CONSTRUCTED 
WITH 
PRECISION 


equaled by 
none 


BOMMER SPRING HINGE CO., BROOKLYN, N. Y. 








Chicego Sales Office: No. 180 N. Wacker Drive 
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oF 
en 
MY 
“ 


“WHO MAKES IT?’ 


Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Fairfax, Minn.: Who makes the 
Niagara kerosene lamp _ burner? 
Hauser Lumber Co., Inc. 

ANSWER: Miller Co., Meriden, 
Conn. 

* *% * 


Hillisburg, Ind.: Where can we 
obtain grates for the Wm. Enders 
Oak coal heater? J. A. Carter & Son. 

ANSWER: Simmons Hdwe.. 900 
Spruce Street, St. Louis, Mo. 

* * * 

Danville, Va.: Who makes Botts 
stencil ink? Vass-Mobley Hdwe. Co. 

ANSWER: Botts Mfg. Co., 79 
Crosby Street, New York, N. Y. 

* *% * 

Batesburg, S. C.: Please advise 
who handles Wood & Son willow- 
ware china? H. Antopolsky Hdwe. 
Co. 

ANSWER: Imported by Edward 
Boote, 35 W. 23rd Street, New York, 
nN. ¥. 

* * * 

Savannah, Ga.: Where can we ob- 

tain the Hagnel air pistol? Stubbs 


Hdwe. Co. 


ANSWER: L. Oppleman, Inc., 49 
W. 23rd Street, New York, N. Y. 


* * * 


Hartwell, Ga.: Who makes the 
Mogul farm wagon? City Hdwe. & 
Furn. Co. 


ANSWER: Mogul Wagon Co.. 
Inc., Hopkinsville, Ky. 
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Howell. Mich.: Who makes the 
B. & H. oil lamp? Baldwin Hard- 


ware. 


ANSWER: Bradley & Hubbard 
Mfg. Co., Meriden, Conn. 


* * * 


Honaker, Va.: Who makes the 
Johnston mowing machine or hay 
rakes? Worley Hdwe. & Furniture 
Co. 


ANSWER: Massey-Harris Co.. 
Racine, Wis. 


* * * 


Sacred Heart, Minn.: Where can 
we get repairs for 4 Jumbo swivel 
hay carrier? Nordstrom & Sagnes. 


ANSWER: Louden Machinery 
Co., Fairfield, Iowa. 


x * 


Madison, Me.: Please furnish 
name and address of the company 
who manufactures the Heatilator 
fireplace heating unit. J. R. Emery 


Co. 


ANSWER: Heatilator Co., Syra- 
cuse, N. Y. 


* * * 


Masillon, Ohio: Who makes the 
Sheldon metal working lathes? 
Becker Hardware. 


ANSWER: Sheldon Machine Co.., 
3249 Cottage Grove Avenue. Chi- 
cago. Ill. 


Wilmington, Del.: Who makes the 
Roto salt bricks and dispensers? 
Hance Hardware Co. 


ANSWER: Roto Salt Co., Union 
Springs, N. Y. 


Chattanooga, Tenn.: Where can 
we obtain Dick butcher knives? 
Varnell Hardware Co. 


ANSWER: R. H. Forschner Co., 
230 Third Avenue, New York, N. Y. 


* % * 


Council Bluffs, lowa: Who makes 
a combination rasp and file used for 
dressing horns on cattle, labeled St 
Crispins? Breeder Supply Co. 


ANSWER: Stokes Bros. Mfg. Co. 
Freehold, N. J. 


Pilot Mountain, N. C.: Where can 
we secure repairs for a Walter A. 
Wood hay rake? Fulk Hardware 
Co. 


ANSWER: Illinois Iron & Bolt 


Co.. Carpentersville, II. 


Ashland, Ohio: Who makes the 
Nu Trix Thread restorer tool? Ash- 
land Hardware Co. 


ANSWER: Reiff & Nestor Co., 
Lykens, Pa. 
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‘BUILD MORE SOLDER 
| Business with Rubyfluid 


p N 
prefer it. Attractively packaged in t 


easier and more economical to use than ordinary solders, customers 
different sizes to meet the needs of \ 













the large and small users, Ruby- 
fluid fits right into the merchandis- 
ing plan of every dealer. Write for § 
price list. Also information about 
our new Stainless Steel Flux. 


THE RUBY CHEMICAL CO. 
A58 McDowell St. Columbus, O. 
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|| You Need the PROFIT!! 


in HAMPDEN "Quality" PRODUCTS — 

















Amer; —-* | Introducing a Brand New Display Assortment of 
oe Hold" Pi Hook 
25,000,000 women can't | HAMPDEN An Dpress-in'* Pin Tacks. : 


be wrong. Approved by | (Aluminum and Glass) 


Good Housekeeping. | “ps " 
The simplest. . oo Hampden “Pin-Hook" Assortment 
No. 360, Containing 


cutting -. . easiest-to-use 
can opener on the mar- 36 ASSORTED 10¢ PACKETS 


ket. For quick turnover | LIST $3.60 EACH 

—and good profits—dis- (Less Attractive Discounts) 

play this Nationally Ad- Quick Sales With This Attractive Counter 
| Display 


vertised Popular Seller. 






Order from Jobber or Write Us Today . / 


VAUGHAN NOVELTY MFG. CO. INC. HAMPDEN MFG. CO. INC. 
17 Warren St. New York, N. Y. 





3211-25 CARROLL AVENUE etiteh tctel ILLINOIS U.S.A 


F sd E SPONGE 
NETS. 

To bring you greater profits 

from Sponges 


This net will Sell Sponges 
for you, the kind that people 
want. 

Free with the NA assort- 
ment as shown. Contains 23 
pieces Grass, Yellow and Wool 
—washed and tagged 25¢ to 
$1. Retail value $10, cost to 
you $6. Sponges packed right 
in the net ready for you to 
hang up, or set on your 
counter. 

Order Yours Now Thru Your Jobber 


Schroeder & Tremayne, Inc. 


New York, N. Y. St. Louis, Mo. 
San Francisco, Cal. Montreal, Can. 
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When a seemingly small product, 

known and sold for 30 years, wins wide- 

spread reputation for sustained qual- 

ity—that product is worth selling. 

STAR Heel Plates are that product. 

They’re proven profit makers. Sizes 

for every size shoe, 14 gross pairs in 

box. 

Sold by Leading Jobbers 
Send for Samples and Prices 

STAR HEEL PLATE CO. 

© Newark - N.S 
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Pro-TEK-TOR Stove Paps Hardware Dealers — _ — 
New, ee a eng ll of stoves | BOOST YOUR PROFITS WITH 
from mars, scratches - and —— S os apg | rt £ LYX ia LO re) R sc R EW N A ] L 5 























every housewife. Two sizes: 20" 

16” x 18”. Also 8” x 18” and 9” x 20” for divided DRIVES LIKE A NAIL—TURNS LIKE A SCREW. ANEW... 

stove tops. Also for refrigerator tops. AND BETTER Y To HARDWOOD 

Both finishes lined with heavy asbestos board which FLOORS — THINK OF IT 

protects fully. Packed in a ee = Pe og — NO SQUEAKS 

require little space—easily storec Send for Folder 

st eit BS SENT aN Whore 

We Also Manufacture Full Line of ng i p> 

Plated, Nickel Plated and Aluminum Stove Pipe 5] 

and ‘Fittings A Quality Line at Low Prices. Send : hen [here a —_ = 

for folder. 

hae HELYX “REGULAR” For wood to Wood 

1 7 : Cc. C “HEAVY DUTY” For wood to Steet 
OHIO STOVE PIPE & MFG. CO. HELYX 0 Ste 
2104 Woodland Ave. Cleveland, Ohio HELYX CONCRETE SCREWS 
Sal A 4 Fon ose. oF sree 2 Rr yt t he 
es Agents 

Pacific Sales Co., 718 Mission St., San Francisco, MANY JOBBERS ARE NOW STOCKING 

Lowell W. Clarke, Inc., 1150 Bway., N City & CATALOGING HELYX PRODUCTS. 

E. McMillan Hardware Company, P.O. Gos 190, H H WOO M O 
orFinish—style COI W. ‘Davies, 11050. Palatin Ave., Seattle, Wash Lone : —| AVE vf =. yin 

_ sé A. A. Peterson, 1314 Albion Ave., Chicago, III. ° OL ae JLEVELAND, 
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CLASSIFIED OPPORTUNITIES SECTION 


Positions Wanted Advertisements 


at special rate of one cent a word, mini. 
mum 50 cents per insertion. 


All Other Classifications 
Set Solid, Maximum of 50 words. ...$3.00 
Each additional word............+ -06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word.........++. 06 
Allow Seven Words for Keyed ‘Oitvess 
Boxed Display Rates 


Hie gen the ‘meh. cocccccces 400 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Positions Wanted Advertise- 
ments 


—e- 
REMITTANCE MUST ACCOMPANY ORDER 
Send or money order, 
not currency. 
—— _ = 


HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 








previous to date of publication. 





NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


Address your correspondence and replies te 
HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 








SALES ACCOUNTS WANTED 


WANTED REPRESENTATION OF LINES 
OF hardware specialties in greater New York. 
Have experienced selling force and warehousing 
facilities. Contact all stores in entire district and 
can place anything of merit and will carry all 
accounts ourselves. Address Box C-737, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 








HARDWARE MANUFACTURER’S REPRE- 
SENTATIVE WITH OFFICES in New York 
City, desires one or two additional reputable lines 
in Metropolitan area. Established 15 years with 
contacts throughout the trade. Give full details 
first letter. Address Box C — care of Harp- 
ware AGe, 239 W. 39th St., N. Y. City. 





THREE MAN ORGANIZATION SELLING 
EVERY desirable Metropolitan New York area 
hardware and lumber outlet for nationally known 
manufacturer wants another line to sell these old 
friends which will be capable of volume. Ware- 
house facilities available. Correspondence con- 
fidential. Ask any New York jobber about— 
James Augustin White, 2659 Webster Avenue, 
New York. 





MANUFACTURER’S REPRESENTATIVE 
WHO KNOWS AND sells the hardware jobber, 
dealer, and lumber trade in the Metropolit an dis- 
trict of New York and Newark is interested in 
adding one or two individual items for the above 
trade. Commission basis. Address Box C-740, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


SALESMAN—ALERT, WELL QUALIFIED, 
28 years of age, desires connection with manufac. 
turer of a reliable, major, repeat product appeal- 
ing to retail hardware and/or lumber dealers in 
Illinois (exclusive of Chicago) or Iowa. Com- 
mission preferred. Works steady. References 
aplenty. Employed at present. Address Box 
130, Peoria, Illinois. 








EXPERIENCED ROAD SALESMAN WITH 
good connections and following desires position 
in Kansas territory, selling general hardware 
lines. Was retail clerk, road salesman—then 
buyer for 20 years. Have successfully sold tin 
and galvanized hardware products. Seeks more 
diversified and larger line. can secure and hold 
business. Own and drive car. Al references. 
Address Box C-708, care of Harpware AGE, 
239 W. 39th St., N. Y. City. 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





BUILDERS’ HARDWARE SALESMAN. 
EXPERIENCED IN selling locksets. Must be 
able to sell on basis of quality and service. South- 
ern territory. Drawing account against commis- 
sions. Address Box C-742, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. . 





MARYLAND MANUFACTURER WANTS 
REPRESENTATIVES IN Illinois, Indiana, 
Ohio, Michigan, Kentucky, Tennessee, Wisconsin 
to sell steel animal traps, household cleavers, ice 
picks, specialties to hardware wholesalers. Give 
full details. Address Box C-741, care of Harp- 
warE AGE, 239 W. 39th St., N. Y. City. 





NEW “SAFEGUARD” TRANSOM LIFT, 
ALSO new casement operator. Worm drive type 
—burglar proof. Representatives wanted selling 
to builders’ hardware dealers. Liberal commis- 
sion. Good protected territory still open. See 
our ad on page 187. Advise territory you cover. 
Address—Gullborg Mfg. Company, 4313 Ravens- 
wood Ave., Chicago, Il. 





EASTERN MANUFACTURER OF ESTAB- 
LISHED LINE of competitive coal and gas 
stoves wants additional men to take on line in 
conjunction with other lines, preferably higher- 
priced stove line. Calling on dealer trade. Have 
Metropolitan and rural New York State and 
State of Virginia open. Pay on commission basis. 
Address Box C-736. care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





SALESMAN WANTED TO REPRESENT 
WELL-KNOWN manufacturer of taps, dies and 
screw plates in large trading areas. Must have 
a following in the retail hardware and large in- 
dustrial trade. Commission and protected terri- 
tories guaranteed. All com tions ¢ 
tial. Address—Charles E. Vautrain Associates. 
Inc., Advertising counselors, 560 Dwight Street. 
Holyoke, Mass. 


SALES ACCOUNTS WANTED 

















TO THE MANUFACTURER WHO IS SEEKING 
CO-OPERATIVE AND INTELLIGENT REPRESEN- 
TATION AMONG THE HARDWARE, PAINT, AND 
WALL PAPER DEALERS OF NEW ENGLAND. 


I CAN OFFER PRACTICAL EXPERIENCE, CONSCIENTIOUS EFFORT, AND 


PERSONAL REPUTATION WITH A WELL-RATED FOLLOWING, IN EXCHANGE 
FOR AN EXCLUSIVE AGENCY OF A PRODUCT OF MERIT ON A COMMISSION 


BASIS. BOSTON WAREHOUSE FACILITIES AVAILABLE. 


DETAILS CAN BE 


DISCUSSED IN A CONFIDENTIAL INTERVIEW IF INTERESTED. PLEASE 


ADDRESS 


Box C-731, care of HARDWARE AGE, 239 W. 39th St., N. Y. C. 
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Sales Representative 
Wanted 


Somewhere in the hardware trade there is 
a man qualified to sell the products of an 
old line and well known manufacturer in a 
territory extending from Philadelphia along 
the Atlantic Coast to New Orleans and inland © 
perhaps through West Virginia and down to 
Mississippi. The man we have in mind is 
probably in his forties, should preferably live 
in the territory described and have traveled 
extensively in this same area. The product is 
a staple commodity sold to wholesale hard- 
ware concerns, distributors who may control 
a given territory, hardware dealers, large 
consumers and various other outlets. 

This is a full time job for a capable man 
though arrangements might be made for a 
time with a man now selling a few lines as 
a manufacturer's agent, but who eventually 
would devote all of his energy to the adver- 
tiser’s work. 

This is a salary job, or if temporarily on 
part time a commission arrangement could be 
devised. 

Tell us all about yourself in your first let- 
ter. Present employees of the advertiser have 
knowledge of this plan. 


Address Box C-733 


Care of HARDWARE AGE 
239 W. 39th Street, N. Y. City 











WeeWee 
Trade Mark Reg. 
Nationally known famous WeeWee infants’ toilet- 
training seats retailing at half the price of other ad- 
vertised brands with a higher mark-up, will consider 
salesmen’s applications for all territories. Write 2 


WeeWee Toilet Seat Company 
Woodside, New York 4 





SOCCE 





A WELL-KNOWN NEW YORK builders’ 
tardware manufacturer and distributor of staple 
‘uilders’ hardware and other shelf items would 
like to contact a salesman for New York State 
and all of New England, exclusive of the metro- 
politan section of New York. Only a party who 
understands builders’ hardware and who has a 
following in that particular territory will be con- 
sidered, on a good commission basis. Address 
Box C-730, cere of Harpware Ace, 239 W. 39th 
S., N. ¥. City. 





SALES AGENTS, JOBBERS, DEALERS 
AND SALESMEN WANTED IN ALL TERRI- 
TORIES. WE HAVE A FIBRE wore 
PLUG, DRILLS AND_ DRILL OLDERS, 
GREATLY IN DEMAND EVERYWHERE, 
USED BY MECHANICS IN ALL TRADES. 
SOLD BY HARDWARE DEALERS, ELEC- 
TRICAL SUPPLY HOUSES, ETC. MOST 
SPLENDID OPPORTUNITY FOR BIG PROF- 
ITS. TERRITORIES PROTECTED. COM- 
MUNICATE WITH ANCHOR SALES _ COR- 
PORATION, 65-67 MADISON AVENUE, 
NEW YORK CITY. 


HARDWARE AGE 
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SALES REPRESENTATIVES WANTED 


POSITIONS WANTED 


» 
POSITIONS WANTED 





SALESMEN NOW CALLING ON HARD- 
WARE, paint, and mill supply dealers and job- 
bers to sell a full line of air compressors and 
paint spraying equipment. Territory still open 
west of the Mississippi. Commission basis. An 
excellent opportunity to increase your income 
with a nationally advertised, quality product. 
Address Box C-734, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 





ATTRACTIVE SPECIALTY — PRACTI. 
CALLY NO COMPETITION—MAKES VERY 
PROFITABLE SIDE-LINE FOR SALESMAN 
CALLING ON HARDWARE, PAINT AND 
AUTO ACCESSORY TRADE. WRITE DE- 
TAILS OF YOUR EXPERIENCE, EXACT 
TERRITORY COVERED AND FIRMS NOW 
REPRESENTING. WRITE GERMANTOWN 
MFG. CO., 602 S. DELAWARE AVE., PHILA- 
DELPHIA, PA. 


BUSINESS OPPORTUNITIES 











POSITION WANTED BY HARDWAKE 
MAN anywhere; capable of taking charge buying 
or selling. Address Box C-727, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 





PURCHASING AGENT HAVING SYNDI- 
CATE AND Jobbing buying experience of Hard- 
ware, Mill Supplies, General Merchandise, etc., 
desires position with reliable company, can supply 
excellent reference. Address Box C-716, care of 
HarpwareE Ace, 239 W. 39th St., N. Y. City. 





EXPERIENCED MANUFACTURER'S REP- 
RESENTATIVE who has been calling on job- 
bers, department stores and syndicates in central 
west is open for a line of house furnishings or 
specialty items. Address Box C-738, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





YOUNG MAN WHO WISHES TO learn 
the retail hardware business is willing to buy 
a light delivery truck for use of the store in 
exchange for the experience. Age 28, good per 
sonality, and no bad. habits. Prefers New Eng- 
land. Address E. Backus, Hopkinton, Mass. 





INGERSOLL, NORVELL & BABSON 


Wm. H. Ingersoil, Saunders Norvell, C. R. Babson 
SALES COUNCILLORS 


370 Lexington Ave., New York 
Interviews & Correspondence Solicitea 











MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





ATTENTION MANUFACTURERS! WE 
ARE BUYERS of close-outs, discontinued num- 
bers of hardware, tools and kindred items. Will 
purchase large or small quantities sight draft 
basis. Address all correspondence to Max 
Marwell, 1384 Ocean Parkway, Brooklyn, N. Y. 





FOR SALE—WELL ESTABLISHED, favor- 
ably known, up-to-date and going hardware busi- 
ness, in a southeastern“city of 160,000. Located 
in center of shopping district. II] health and 
other interest reason for selling. Inventory be- 
tween $30,000 and $40,000; can be sold down to 
your pocket book. Will sell all or part interest 
to the right party, who must be a good hard- 
ware business man, who knows how to operate a 
successful business. Address Box C-743, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





FOR SALE—FIXTURES FROM THE 
FINEST HARDWARE STORE IN CENTRAL 
-ENNSYLVANIA. DISPLAY TABLES, SEED 
*ABINET, 27 KEG NAIL COUNTER, COM- 
UTING SCALES, 100 FT. WALL CABI- 
NETS WITH SLIDING GLASS DOORS, 
TINGES, GLASS DOORS WITH PLUSH 
DISPLAY PANELS: SOME OPEN. IN EX- 
CELLENT CONDITION. SELLING DUE TO 
OUITTING BUSINESS. A RARE OPPOR- 
TUNITY. ADDRESS—W. P. GOODFELLOW, 
3006 SECOND AVENUE, ALTOONA, PA. 








HARDWARE AND LUMBERMAN WITH 
11 years’ experience, capable of buying and selling 
hardware, lumber, farm implements and builders’ 
supplies; bookkeeper. Good Health. Best refer- 
ences. Address Box C-705, care of HarpwarE 
Acz, 239 W. 39th St., N. Y. City. 





BUYER OR ASSISTANT with 18 years’ ex- 
perience buying hardware, mill supplies and ma- 
terials for the manufacturing of machinery. Can 
furnish excellent references. Would be willing 
to locate within 100 miles radius of New York 
City. Address Box C-717, care of Harpwarr 
AcE, 239 W. 39th St., N. Y. City. 





HARDWARE MAN, THOROUGHLY EX. 
PERIENCED IN retail and wholesale hardware, 
mill supplies, paint, housefurnishings ; particularly 
mechanics’ tools. Twenty years’ experience. De- 
sires position with a responsible firm. A-1 refer- 
ences. Address Box C-726, care of Harpwarr 
Ace, 239 W. 39th St., N. Y. City. 





EXPERIENCED HARDWARE MAN WELL 
ACQUAINTED in Western Pennsylvania and 
Eastern Ohio, would like to represent manufac- 
turer or jobber in this territory. Have been asso- 
ciated with one company for the last 20 years. 
Address Box €-722, care of Harpware Acer, 239 
W. 39th St., N. Y. City. 





ANSWER THIS ADVERTISEMENT AND 
YOU will meet a presentable young man of 
thirty, with five years’ experience in the hard- 
ware department of a large New York department 
store, an energetic trustworthy man you can rely 
upon who is capable of assuming any position in 
the hardware field. Address Box C-721, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





HARDWARE MAN THOROUGHLY EX. 
PERIENCED IN retail hardware, paints, stoves 
and kindred lines desires position with respon 
sible firm. Capable of buying, arranging and 
have done some managing. Best of references. 
Prefer Ohio or Michigan but can locate anywhere. 
Address Box C-732° care of Harpware AGE, 239 
W. 33th Se.. N. Y¥. City. 





Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard 
ware industries. 

NO CHARGE Wsenvice. FOR THIS 


If you, just phone 
ASSOCIATED "PLACEMENT — 
152 West 42nd Stree’ New York City 


Wis. Pe 1802, 1803 











HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-668, 
care of Harpware AGE, 239 W. 39th St., N. Y. 
City. 





SALESMAN WITH BROAD EXPERIENCE 
SEEKS opportunity with nationally-known manu- 
facturer. Age 38; married. Seven years with 
leading jobber; three years with large manufac- 
turer; five years with jobber with whom I am 
now connected. Best of sales records. Well 
acquainted in New York State with both dealers 
and jobbers. Will consider any territory. Salary 
and expense, or salary, expense and bonus at 
rangement. Address Box C-728, care of Harp- 
ware AGE, 239 W. 39th St., N. Y. City. 





IT CAN HAPPEN! Somewhere in the New 
England or Eastern States a wholesaler or large 
retailer seeks the services of an American, pro- 
ficient in purchasing, inside selling, corresponding 
or modern store management. Fifteen years’ ex- 
perience in hardware, housefurnishings and 
allied lines convinces me of ability to perform 
these duties adeptly. Immediate position desired 
should offer attractive future with compensation 
commensurate with efforts displayed. Address 
Box C-729, care of Harpware Ace, 239 W. 39th 
=: B.. Zo. Gay. 





I WANT TO WORK FOR a country hard 
ware store where I can give all that is in me 
Over forty years actual retail store experience 
handling retail buyers mostly in the paint busi 
ness, some hardware and also shop and_ stove 


repairs (not a welder). I can keep the books 
and am not afraid of long hours if it will help 
the business grow. | am not young in years 


but I am young in my outlook on life and want 
to help make a better business and I know how 
I can give you satisfaction. Seventeen dollars pet 
week. (Mid-West). Address—Robert McIntosh, 
3341 Nicollet Ave. Minneapolis, Minn. 





SALESMAN DESIRES POSITION WITH 
MANUFACTURER. | Seventeen years’ experi- 
ence establishing jobbing connections calling on 
hardware, electrical and appliance cradles, definite 
knowledge of all phases of sales promotion and 
advertising in marketing specialties; six years 
with prominent radio manufacturer, also experi- 
enced with ranges, water heaters and w ashers. 
Interested in Cciers ‘along Atlantic Coast. 
Penna. to Florida, whole or in part. Age forty- 
six, married; gentile. Best of references. Ad- 





dress Box C-735, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 








in the hardware trade. 





The Story of the 
“WANT AD” 


A Business paper’s value as a vehicle for 
“Want Ads” depends upon how widely and 
thoroughly it is read in its field. Every 
classified advertiser in placing his adver- 
tisement in HARDWARE AGE offers spon- 
taneous evidence of his conviction that this 
paper is most widely and thoroughly read 


Year after year HARDWARE AGE has led its field 
in the volume of classified as well as display adver- 
tising published. 9 Its classified columns have proven 
a valuable aid in bringing together buyer and seller, 


employer and 


hardware trade most closely know, from observation 
and experience, that HARDWARE AGE is most 
widely and thoroughly read by live hardware men. 


HARDWARE AGE 


employee. Those who contact the 
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Carey Co., The, Philip. . ose'e: 
Carnegie-Illinois Steel Corp 


Carrollton Metal Prod. Co., The 169 
Champion Hardware Co., The . 121 
(heney Hammer Corp., Henry.. 119 
Chicago Lock Co....... 


Chicago Rawhide Mfg. Co....... 186 
Chicago Spring Hinge Co....... 165 
Chicago Wheel & Mfg. Co...... 188 
hisholm-Ryder Co., Inc........ 185 
UO ee -— 
Clayton & Lambert Mfg. Co..... 189 
(emson Bros., Inc............ 22 
Cleveland Chain & Mfg. Co..... 53 
Cleveland Wire Spring Co., The 188 
CE ia 4:56: 0-0.66 02 ccene 97 
Coburn Trolley Track Co.... .. 187 
Coleman Lamp & Stove Co., The 28 
Ce Gg MD boars csecscces 179 
Comme Germ, TER. cccccctcces . 159 
Columbian Rope Co.......... . 62 
Columbian Vise & Mfg. Co...... 2 
Connecticut Valley Mfg. Co., The 180 
Continental Screw Co........... 98 
Continental Steel Corp. . cae > 
Cook Co., The, H. lox ce0s cae ee 
Corbin Cabinet Lock Co........ 157 
Corbin Screw Corp., The....... 149 
Crescent Tees Co.cc ccsccccccccs 8 
Crees & Co., Ince., W. W....... 127 
Crown Spray Gun =. Ghiscoe OO 
Cyclone Fence Co............-- 1 
D 

Water BEG, GCiiccccccccs osu e 
Damascus Steel Products Corp... 186 
Dazey Churn & Mfg. Co......... 7 
De Laval Separator Co., The... - 

Deniston Co., The......... .. 186 
Dennis & Co., W. J. ......-..4. 187 
DeWitt Operated Hotels........ ~- 
Diamond Calk Horseshoe Co..... 165 
Dickson Weatherproof Nail Co... 27 
Rete Gh, Th. Be... ccesceccsceos -- 


Disston & Sons, Inc., Henry.... — 


Frigidaire Div., G 


eneral Motors 


Sales Corp. ....20.-cecccceces 


Galena Oil Corp.. 
Gardiner Metal Co 


Gardner-Denver Co. 


Gem. Div. American Safety Razor 


CORP. scvccccce 


General Electric Co., Bridgeport, 


Conn., Appliance 
Dept. .cccscces 


General Electric Co. 


Cleveland, Ohio 


e and Mdse. 


., Nela Park, 


General Motors Corp., Truck & 
ComeR DIV, osiccacccccccccces 


Giant Grip Mfg. Co. 


Gibson Electric 


COER. cccqecesvcccccscccsces 
Gilbert & Bennett Mfg. Co., The 165 
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Glass Coffee Brew 
Cilidden Company. 


er Corp...... 


The 
Goldsmith Sons, Inc., The P.. 


Goodell Co., The 


Goodyear Tire & Rubber Co...... 
Grahame Bre. Gi iws. 0.2005. 
Gray & Dudley Co............. 
Greenfield ‘Tap & Die nes ie aot 
Greenlee Tool Co........ one 
eee 
Gulf Refining Company......... 


Gullborg Mfg. Co., 


John 8...... 


Hamilton Beach Co. 


| Hamlin Metal Products ( Ce. 





| Hampden Mfg. Co., 


Hanson Scale Co..........+.++: 
Harris Hdw. & Mfg. Co., D. P. 


| Hawkins Company, 


Hazard —,, 
Heller & Co., 

Hess Co., Inc., Vrhe 
Hillwood Mfg. Co. 
Hindley Mfg. Co.. 
Hodell Chain Co.. 


i ae 
Ww ire Works 


Holland Mfg. Co., The.......... 
Hoppe, Inc., Frank A....... 

Horton Manufacturing Company 
Hotels. DeWitt Operated........ 
Hoyt & Worthen Tanning Corp. 
Hustler Corporation ........... 


Hutchinson & Co., 


RB. Brccacces 


Imperial Bit & Sna 


i ee 


Independent Lock Co. ........ ; 


In‘fliana Steel & Wi 


re Co...... 150- 


Ingersoll Steel & Dise Div., 
Borg-Warner Corp. ........- 
International Harvester Co. of 
AmmerioR, IME. 2. ccccscsccces 
Irwin Auger Bit Cori, TRO. .ccocs 


J 


Jennings Mfg. Co 


, The Russell. . 


Jones & Laughlin Steel Corp. 


Justrite Mfg. Co.... 


K 
Katzinger Co., Edward......... 


Keuffel & Esser Co 


Keystone Steel & Wire Co....... 


Klein & Sons, 


Knapp- Monarch Co. 


Koral Mfg. Co.. 
Kraeuter & Co 


196 
196 


188 








L Republic Steel Corp. (Upson Nut 
Lamson & Sessions oo, The .. 51 iil EE OSES ha Sal os 
HT = | Reynolds Wire (o.......++.+++- 23 
29 | Rich Pump & Ladder Co., we... 157 
oe a sented 189 p & Ladder Go., The. . 157 
Libbey-Owens-Ford Glass Co. ae ae a = Co... ++ — 
Lincoln Engineering Co....... _2+ 189 oe soln pe ¥ scanners 
i een co wes Rochester Sash Balance Co., Ine. 186 
Lockwood Hdwe. Mfg. Co...... . Rogers Isingiass o Same saws iz 
Pi on eee $0 | Svat te, We-.... sss. € 
i » Co 6 4 wy SMO. we eee eee eee 
Lufkin Rule Ci, THe kn stcess 161 es tena Ou..........: 191 
Russell Burdsall & Ward Bolt 
M i UE Gs kcncleesaaces 2219, 20 
McCambridge & McCambridge Ryerson & Son, Inc., Jos. T.... 185 
Ci DE dafacids Scam On eaces 7 
McCormick Sales Co., The (Iren 
Gime Dav.) nccccsccsccccecs 196 s 
McKay Company, The.......-.- 93 Samson Cordage Works.........- 43 
McKinney Mfg. Co..... 2 tg eng 17 | Samson United RE ere 184 
Marathon Electric Mfg. Corp. ..- 49] ganderson Bros. & Newbould. 
Marble Arms & Mfg. Co....... a Wynne liaise ieee 170 
Martin-Senour Co., The......... -- | Sand’s Level & Tool Co........ 196 
Masback Hdwe. Co., Inc. ..... 157 Sandvik Saw & Tool Corp....... = 
Master Lock Co. . weteeeee .--- 179 | gave Electric ge em 18” 
Master Products Co............ — | Saylor-Beall Mfg. Co........... 1n9 
Mayhew Steel Products, Inc..... — | gehaefer Brush Mfg. Co.. 
Metal Sponge Sales Corp....... — | Schalk Chemical Co............ 
Miami Cabinet Div. of The - STEER. OBi6 nc icccceescces 
Phillip Carey Ce....... as 152 Schollhorn Co., The Wm. 
Mid-States Steel & Wire Co.... 121 Schroeder & Tremayne, Inc..... 191 
Midway Chemical Co............ — | Sentinel Radio Corp............ 113 
DE TD GI 66-60 mtccedecnes aes Shapleigh Hardware Co........- ye 
Miller Inc., Robert E........... 196 | Sheffield Bronze Powder & Sten- 
Millers Falls Co.........++-+::; 18 ig Cae ~ ia iaeeeaeel 158 
Minnesota Mining & Mfg. Co.... 44 Shelby Geele Co.. The...... ** 1460 
Monarch Metal Weatherstrip Sherman Mfg. Co., H. B........ 184 
CORP. 20 ---- noe ee recsscecss — | Sherwin-Williams Co., The...... 117 
Monark Silver King, Inc........ = | Signal Elec. Mfg. Co..........-- 180 
Monmouth Stamping Co......... 187 | simonds Saw & Steel Co...... Re 
Moore Push Pin Co............-. 196 Simplex Mfg. Co.............:- 1X3 
Morse Twist Drill & Machine Smith, Inc., Landon P.......... 181 
bs : 174 | smith’ & Son, Seymour......... an 
Murphy's Sons Co., Robert..... Et “Thy epee 180 
Murray Ohio Mfg. Co., The.... 127 | Standard Tool Co.........----+ 182 
Myers & Bro. Co., The F. E... 145 Stanley Rule & Level Plant.... Liz 
Stanley Works, The............ - 
N Star Heel Plate Co....  ... ... 91 
. | Stearns & Co., E. ae oaas 
—— Lb Sealing Co...... eo Sterling Paint & Varnish Co... 
ationa rass CO.......++.+..: ‘ Syste r 
National Cash Register Co., ‘The 6 | Sugpended Railway System tox | _ 
National Enameling & Stamping P ‘iit 
Pye re rr Pere ere 
National Ideal Co., The........ 
National Lead Company....... T 
National Mfg. Co.......-.------ 26 | Taylor Instrument Companies.... 21 
National Pressure Cooker Co..... 196 | Taylor, Lowenstein & Co....... 182 
National Screw & Mfg. Co. ... 153 | Technical Glass Co., Inc...... 109 
New Haven Clock Co., The...... 169 | Three-in-One Oil Co. (The A. S. 
New York Wire Cloth Co....... 5 NN Mi BOON 6 5.0540. 001000 177 
Nicholson File Co........ . 142-143 | Townsend, B. W.............-- 181 
Noma Electric Corp.....-...-.- — | Trico Fuse Mfg. Co........ oe 
Norcross & Sons, C. S....  .... 172 | Triplex Screw Co. The......... 159 
North American Press, “The. ... 175 | Triplewear Brake Linings Corp... 118 
Northwestern Barb Wire Co.... — Tubular Rivet & Stud Co....... KS 
Norton Abrasives ..-.+...+..+-- 147 | Tucker Duck & Rubber Co...... 129 
Nott Mfg. Co.....-+--.-+seee5: — | Turner Brass Works, The. 187 
Turner, Day & Woolworth Handle 
Bs: nine awe bee seweeee ce come 129 
Oo 
O’Brien Varnish Co............ 17 
Ohio Stove Pipe & Mfg. Co...... = U 
Okonite Co., The...........- 3 . . a 
Osborn Mfg. Co., The.......... 30 _—— Be & ie Ox. The. a 
United Royalties Corp.......... — 
» U. 8. Rubber Co.............-: 91 
Palatine Industrial Co.. Inc..... 188 FFL ky 5 ween teens 1, we 


Patent Cereals Co.............- 











60 | Utiea Drop Forge & Tool Corp... 181 


Peck, Stow & Wilcox Co. ..... 
Pecora Paint Co............++.:; -- 
Peerless Novelty Co............ 183 
— Cartridge Div. Remington ‘ Vv 
Awns Co., Inc...........--. >| Vaughan & Bushnell Mfg. Co... 55 
rw — aaa ey 117 | Vaughan Novelty Mfg. Co...... 191 
(Brush Div yy ataee . Vita-Var Corporation .......... " 
Sr Sida eds 8a seca - 7 ee 6 
Pittsburgh Plate Glass Co.. Vichek Tool Co......... 106 
(Paimt Div.) ..ccccccccccess - 
Pittsburgh Plate Glass Co., w 
(Pennvernon Div.) .......... 10 
Pittsburgh Plate Glass (Co., Wall Rope Works............-. 141 
ere - ee a er ars 
> »’ - le eee eee ee eee eee 
Se See ee Ge.........- 138 
Plumb, Inc., Fayette R......... — | Warwood Tool Co.............. 169 
Plymouth Cordage Co........... 36 | West Bend Aluminum Co....... - 
Westfield Mfg. Co., The........ 59 


Porcelain Enamel Institute, Inc. 37 
Premax Products ........-.++.- 185 


Westinghouse Electric & Mfg. 











Progress Corporation .......... 101 CO, ence eee eeeeeeeereeees es 
Progressive Mfg. Co., The....... 163 | Wickwire Brothers ....... +. 36 
Puritan Cordage Mills.......... Wickwire Spencer Steel Co..... 9 
Wired & Ooi. ccc cccccccscccces 189 
Wilson & Co., Inc., C. E.. 163 
R Winchester Repeating Arms Co.. — 
Raybestos-Manhattan, Ine. (Ray- Witt re Perr 159 
Beetes DGG.) . cc dscccvecene — | Wood Shovel & Tool Co........ - 
ee SE Sere 42 a ee = of te ee 
Reflector Hardware & Specialt Wright Stee re Co., G. F. 17 
WD. cece esbaceecg en ” . ~ 75 | Wrought Washer Mfg. Co....... 189% 
Remington Arms Co...... +. 46-47 
Republic Steel Corp............ _- Y 
Republic Steel Cup. ( Agricul- 
tural Div.) ...ccccccccccces Yale & Towne Mfg. Co., The.... 3 
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HARDWARE AGE 























HEATING MATERIALS | 
| RAIN CARRYING EQUIPMENT 


OCK JOINT 
‘ —the world’s finest, 
KUEKNS GUTTER fastest working stove 
the greatest advance- —_ Png No. 
ment in rain-carrying 038,389 
equipment in 40 years 
—a really modern eaves 
trough that looks better. 
works better, lasts long- 
er and costs no more 
Write for literature. 


MIECOR. STEEL COMPANY 


7 Y “7 "ce ON 


MILWAUKEE. WI ONSI OF: 9 MEO) ae). 958) 
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= your PRESSURE COOKERS} | 


Feature genuine NATIONALS... 
put NATIONAL’S advertising 
ressure back of your PRES- 
URE COOKERS... and multi- 
ply sales - profits! FREE 

material to 
Nari INAL dealers; 


ie for it. 


BD. PRESSURE COOKER 


Dept. 9 Eau Claire, Wisconsin 






Eput PRESSURE behindl 

















Wherever there are pictures --\ 
to hang .. . you'll i] 
find a buyer for... | | <a 


MOORE Pushless Hangers 


Each home, office, store and factory in your town can 
use a dozen or more MOORE Pushless Hangers and an 
equal number of MOORE Push-Pins .. . a need that 
national advertising is increasing daily. Just a reminder 
is all that is required to bring this need to cus- 
tomers’ minds. Nothing so effectively does this as 
the attractive cabinet shown here. Your jobber 

will send you one free with an assortment ot 
72 packets. Order today. 


MOORE PUSH-PIN CO. 
Mansinssaens < of He sang F oon 

















113- {35 Berkley St., Phila. Pa. 












FOR 
EAN DY. DEY 
LUBRICATION 


Sell Dixon's Graph-Air Gun. A squeeze 
of the rubber bulb shoots Dixon's Mi- 
crofyne Flake Lubricating Graphite 
right where it's needed. Greaseless, 
heat-proof, damp-proof, dust-proof 
lubrication for locks, all small machinery, and almost endless uses in 
shops, autos, homes, farms, sports. Adjustable nozzle—refillable 
Also “‘Junior’’ model, flexophane throw-away-when-empty model, 


filled, sells for 30 cents. Write for proposition to Department CG-40 


JOSEPH DIXON 6: CRUCIBLE CO. 
Jersey City , New Jersey 





?SAND’S: LEVELS 






























**Factory Built-In rnp. 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Catalog on Request 


SAND’s LEVEL & TOOL COMPANY « 


DETROIT, MICH. @ 
eee 


8631 Gratiot Ave. 

















 BRUSH-NU COMPANY 


’ BALTIMORE MARYLAND | 








Genuit°NOMES ¥% SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
4 c SE -10c SET - 10c SET SAVE FURNITURE 


\r & FLOORS-CREATE QUIET 
4 | (E , _ onde. 


Domes of Silence 

Rubber Cushion Glides 

For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
























Ask your Jobber. If he is not supplied write to 





DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 
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NO. ! Must 
HAVE IRON 

















THE McCORMICK SALES CO., BALTIMORE, MD. 





HARDWARE AGE 
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AUGHT IN THE Goi £. 


Soaked for days in the muddy 
waters of the Ohio River...and... 


0T A SPECK OF RUST ON A SINGLE 





During the great Ohio Valley Flood, Jan- 
uary 21-26, 1937, five carloads of Ta-Pat- 
Co pads were stranded on the flooded rail- 
road yards at Cincinnati. After being 
soaked for days, these pads were frozen 
solid before they could be removed from 
the cars. With the thawing process came 
scalding heat — yet even under the severe 
punishment of this unprecedented test not 
a single Red Hook of the entire lot showed 
the slightest sign of rust! 


In the perfection of the Rust- 
Proofed Red Hook, TA-PAT-CO 
has conquered the greatest enemy 
of long life in collar pads... 
RUST! 


(Photograph of one of the Ta-Pat-Co Pads after it was 


removed trom car and dried out) 




















[A:IPAT-CO . 





HOLTITE 


Fastening Units For Every Purpose 








CONTINENTAL SCREW CO 


New Bedford.Mass...Warehouses at Detroit & Chattanooga 


HARDWARE AGE 





